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GENUINE DETROIT 
Air and Priming Cups 


Detroit Air Cocks are of standard weight, properly designed 
and well finished. They are carefully manufactured of high grade 
metal and will not leak. 


Every cock is carefully tested and inspected before shipment, 
and guaranteed to be perfectly tight. 


=X} We manufacture a complete line of air and priming cocks, both 


with and without spring keys. 


Full information regarding types not shown will gladly be 
furnished on request. 


Write for catalog and prices 





DETROIT LUBRICATOR (COMPANY. 











Made to Fill a Demand— 


Not to Meet a Price 


r-y" HERE always has been a 
+ demand for vises with 
h strength, utility and dura- 
bility built into them. Colum- 
bian Vises were made to fill this 
demand, not to meet a price. 
The sturdy qualities of Colum- 
bian Vises and their many exclu- 
sive patented features, make 
them popular with mechanics 
who appreciate good tools. 
Columbian Vises are always a 
profitable item for dealers. 

















THE COLUMBIAN VISE & MFG. CO. 


CLEVELAND, OHIO 





Trade Mark Reg. U. S, Pat. Off, 
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N boyhood days, ‘“‘follow the leader’? meant trailing the most 

venturesome lad over all sorts of obstacles. Today, in the 

industrial brush and broom business, the same slogan applies, but 
the meaning is entirely different. 


The CAPITAL Line of Brooms and Brushes is the real leader. 
More CAPITAL Brooms and Erushes are sold than any other make. 
The line is handled by practically all of America’s leading distributors. 


Therefore, if you want your brush and broom business to pay 
bigger profits than ever before, ‘‘follow the leader.’”’ Get the CAPI- 
TAL Line and make 1928 your biggest year for industrial cleaning 
equipment. Write for prices and details of our sales-building dealer 
cooperation. 





The Indianapolis Brush & Broom Mfg. Co. 


Established 1890 
126 N. Brush Street Indianapolis, Indiana 


CAPITAL For all Trade Uses 
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A Sturdy Line 


Mac-it Screws are veritable STURDIES and well known for 
their high quality. Users adopt them as standard where 
strength and security are needed. For fast assembly, tight 
set-up and frequent adjustment they are unequalled. 


Reflect credit to yourself by supplying your customers with this dependable product 


THE STRONG, CARLISLE & HAMMOND CO. 


General Distributors 


SET SCREWS CAP SCREWS 
1392—1394 West Third St., Cleveland, Ohio. 
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AMERICAN STANDARDS 


FOR 


CAST IRON PIPE FLANGES AND FLANGED FITTINGS 


DEVELOPED UNDER THE PROCEDURE OF 
THE AMERICAN ENGINEERING STANDARDS COMMITTEE 


EFFECTIVE NOW EFFECTIVE NOW 
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Bold type indicates differences between this standard and 1914 Cast Iron Standard. 
Asterisks indicate fittings which can not be bolted to fittings drilled to 1914 Standard. 
Sizes shown in bold type without asterisk can be bolted to 1914 Standard drillings. 


The Manufacturers Standardization So f the V 08 » and Fitting Industry has ac _ 1 jenuery me 1928, as the date on and after 
ia mee he furnis aae the abov: dimensi ss otherwise specified. 


WALWORTH 


Walworth Company, General Sales Offices: 51 East 42nd St.. New York 
Plants at Boston, Mass.; Kewanee, Il.; Greensburg, Pa., and Attalla, Ala. 


Distributors in Principal Cities of the World 


Walworth Co., Limited, 10 Cathcart St., Montreal, P. Q. 
Walworth International Co., New York, Foreign Representative 





When writing to Advertisers please mention Miiti SupPires 





March, 1928 ‘ 5 








‘‘TOLEDOS’’—PROGRESSIVE LEADERS 


The greatest single forward step in pipe work was the advent of the “TOLEDO” No. | one-man 
l-inch to 2-inch threading tool, shown above and put on the market more than 25 years ago. 
Labor never received a greater help and freedom from back-breaking work than the introduction 
of “TOLEDO” pipe tools. One by one new models have been added until the “TOLEDO” line 
today dominates the pipe tool field. 

“TOLEDO” is ever developing, and the new “TOLEDO” No. 40 Automatic Pipe Cutter, 
shown below, for cutting off 2-inch to 4-inch pipe easily, smoothly, automatically, is further evidence The new. “Toledo” 
of ““TOLEDO” leadership. oe 
catalogue is ready, 
it 1s issued both in 
desk size and small 
pocketeditions. The 
most complete pipe 





Assure your customers real ‘““TOLEDO"’ satisfaction. Specify the genuine. Carry them in 
stock and be prepared to meet the demand. 


tool catalogue ever 
printed. Ask for 
your copy. 





THE TOLEDO PIPE THREADING MACHINE CoO. 
TOLEDO, OHIO NEW YORK OFFICE, 72 LAFAYETTE ST. 

















MADE RIGHT-—Heat-Treated. 1020 S.A.E. Specifi- 


TO OUR FRIENDS IN THE MILL || “ation Stec:, Accurate and Dependable. High Tensile 


Strenzth. Bright Finish. All Set Screws Case-Hardened. 
SUPPLY AND JOBBING LINE AMPLE STOCK 20 million screws and 10 million 


FROM YOU we derive by far the nuts, in 2,000 sizes and ‘types always in stock. Prompt 
greater part of our total ae ae delivery of Accurate-Count, CLEAN Products. 
Isn’t this an assurance that you can rely PACKED RIGHT Dipped to prevent rusting, and 


h | ; : d packed in oil-proof, 6-ply, clearly-labeled Cartons, 
upon the quality, delivery, price an double-stapled and double-braced. Easy to stock, 


service you ll get from us? handle and sell. 
Send Us Your Inquiries 
The Cleveland Wrox a 


West 58th St. & Denison Ave. 
CLEVELAND, OHIO 






















CAP SCREWS 
SET SCREWS 
S.A.E. and U.S.S. 
SEMI-FINISHED 
& CASTEL- 
LATED NUTS 
MILLED STUDS 
ETC., ETC. 





Note the Strong Carton ——> 
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Nothing is apt : raya eorroranenince 
ou men who plan, build, use or pay for machines of any kind, remem- 
to cost SO much her this: It costs more to replace a poor bearing than to buy the best one 


— , 7 ’ + 
that SOS ever produced. AND Sif ANTI-FRICTION 
asa bearing BEARINGS ARE THE HIGHEST PRICED IN THE WORLD. 
that cost so little 























Second Ball Grinding Operation Gives Smoother Finish 
To the Highest Priced Bearing in the World 





Ball Bearings 


HROUGHOUT every stage of 


manufacture the most critical atten- 
tion is maintained to the end that every 
SSS Ball Bearing will give that meas- 
ure of performance expected from the 
highest priced bearing in the world. 
After the first rough grinding the 
balls are hardened in a special furnace 
where the temperature requirements 
are automatically checked then toa 
drawing operation to relieve stresses. 


Next is the second grinding or lapping 
operation as shown above. The balls go 
between two cast iron plates on the faces 
of which are concentric grooves. The 
upper plate is stationary and the lower 
one rotates. The grinding or lapping is 
done by use of anabrasive material mixed 
with oil. The balls are also changed 
continually from one groove to an 
other, which provides greater lapping 
uniformity. 


FOR NEAREST SKF DISTRIBUTOR SEE THOMAS REGISTER 
SKF INDUSTRIES, INCORPORATED, 40 East 34th Street, New York, N. Y. 
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Roller Bearings 
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Chain Blocks 


or 









Steel 
Suspension 
Plates Oil 
Chambers 
=, Ball 
Hardened mali Bearings 
and Ground ef 
Driving Pinion . 
A Adjustable 
' ¥.— Continuous 
Chain Guide 







Die Formed and 
Electrically Welded 


Steel Chain Drop Forged 
Detachable 
Shackle 
Steel 
Safety \ 
Hook OS 


YALE 
Ball Bearing 
Spur-Geared 
Chain Block 






Bronze Gear 








Cast to 
Accurate 
Drop Forged 
Pockets + Axle 
Ki lia 
Sealed Pe Reversible 
Lubrication Hardened and 


Chamber 2m Ground Thrust 


Bearing 


Detachable 
Shackle 


Electrically ~~} 
Welded ing, VA 
Hand Chain Ye, 
Steel 


Hook 


YALE 


Screw-Geared 
Chain Block 






Malleable 


. A Frames 


Accuracy of 
Sand Blasted 
Pockets 


Steel ‘+ 

Load —" Ah 4 

Chain v, 

Die Formec and 
Electrically 
Welded 

Hand Chain 

Safety 


Hook 


YALE 
Differential 
Chain Block 


Which of these Three Types 


Does the Job Need? 


ALE Chain Blocks—Ball Bearing Spur-geared, 
Screw-geared and Differential—answer every 
Whatever the particular 
needs are, one of these three types will save time, 


chain block requirement. 


labor and maintenance expense. 


Yale Ball Bearing Spur-geared Blocks possess 
the highest mechanical efficiency. They are the 
safest, speediest; wear longer and operate with less 
effort than any other hand hoist made. Capacities 


from !, to 40 tons. 


The Yale Screw-geared Blocks are remarkably 
smooth and even in operation and hold the load 
under absolute control. Their design and material 
insure strength and durability with no excess weight 
to interfere with portability. The load is supported 
on two chains. Made in capacities from '% to 5 tons. 


Yale Differential Blocks are strong and compact, 






dling light, occasional 
loads. Made in capac- 
ities from |; to 2 tons. 


Every part of every 
Yale Chain Block is 
made in the Yale 
Plant. 


Our engineers will 
gladly assist you in 
selecting the proper 
equipment to most 
economically solve 
hoisting problems. 
Write to us today. 


When writing to Advertisers please mention Mitt Suppties 


giving maximum service where light weight and 
portability are essential, but where economy of 
effort is not important. They are designed for han- 














YALE MAKES 


Yale Ball Bearing Spur- 
Geared Chain Blocks, 
Yale Screw-Geared Chain 
Blocks, Yale Differential 
Chain Blocks, Yale Roller 
Bearing Trolleys and 
Cranes, Electric Chain 
Hoists, Electric Industrial 
Trucks. 


Factory Locking 
Equipment—To acquire 
locking control, security 
and convenience through 
out the factory, use Yale 
Master Keyed Locks. 














The Yale & Towne Mfg. Co., Stamford, Conn., U. S. A. 


Canadian Branch at St. Catharines, Ont. 


Hoisting *~ Conveyi ng Systems 


YALE MARKED 1S YALE MADE 




















You Wouldn’t Tolerate 
‘Half -Hearted’’ 
Workmen! 


If you were a manufacturer, you wouldn’t 
tolerate workmen who were ‘“‘half-hearted’”’ 
in their work, who loafed around on the job, 
and who were slip-shod in their methods. 


Neither should you tolerate ‘‘half-hearted”’ 
equipment. Take pulleys, for example —no 
progressive industrial plant should have 
pulleys that SLIP—they waste power and 
money. They loaf on the job, because they 
don’t deliver the power that the belt gives 
them. 


REEVES Wood Split Pulleys cannot slip 
like cast iron or steel. They GRIP the belt, 
and they keep everlastingly on the job. 
They are lighter, stronger, run truer, and 
are less expensive to buy and to run. 


What kind of pulleys do you sell? REEVES 
Pulleys have been big money-makers for 
distributors since 1887. Write or wire today 
for our liberal sales proposition. 


Reeves Pulley Company 
Established 1887 
Columbus, Indiana 


REEVES 


Wood Split Pulley 


UR catalog M-33 gives 
J full information about 
the construction of 
every ptlley in the REEVES 
line. Send for it and find out 
why hundreds of dealers and 
thousands of users have found 
that REEVES Pulleys are the 
finest they can buy at ans 
price 
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Warehoused for 
prompt delivery — 


LEVELAND Cap Screws are warehoused 

at the following points for quick ship- 

ments from a full list of sizes in S. A. E. and 

U.S. S. (new fine and coarse American Stand- 
ard) threads: 


CHICAGO: 722 W. Washington Bled. 
Haymarket 1392 


DETROIT: 520 W. Congress Street 
Cadillac 8675 
ST. PAUL: ishton Bldg., 1547 University Ave. 


Midway 2492; Nestor 1222 


VEW YORK: 158 Chambers Street 
Walker 1936 and 1732 


PHILADELPHIA: American Equipment Co., 
Distributors 
Norristown-Philadelphia) 


LOS ANGELES: 224 East 11th Street 
Westmore 9585 
Address the company in each locality for 
samples and price list or quotations. Complete 
warehouse stocks of more than twenty million 
cap screws always available. 


THE CLEVELAND CAP SCREW CO. 
2925 East 79th Street :: © CLEVELAND. OHIO 











In Kegs and Cartons 


Let your trade know 
that you handle Cleve 
land Cap Screws. 
Easily stocked and 
sold, Cleveland Cap 
Screws are a product of 
extreme care and skill 
in the making. 
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POWER 
TRANSMISSION 


reas 


OUNDED on traditional 

standards of fine work- 
manship and backed by the 
cumulative experience of 7] 
years, the T. B. Wood’s Sons 
line offers you the very last 
word in time-tested and per- 
fected power transmission 
machinery. 
Here under one roof is made 
a complete line of power trans- 
mission machinery covering 
every need of industry. 


Entire plants can be stand- 
ardized with Wood’s trans- 
mission equipment giving 
dealers the great advantage 
of centralizing the respon- 
sibility with one old estab- 
lished house. 


Once correctly installed, 
Wood’s Transmission Equip- 
ment will give permanent 
satisfaction. You can AL- 
WAYS depend on its cast 
iron endurance. 


Write for Descriptive Catalog 
and Dealer Plan 





WOOD’S POWER TRANSMISSION MACHINERY 
Shafting Rope Drives Speed Reducers Flexible Couplings 


Hangers Pulleys Conveyors Friction Clutches 
Couplings Pillow Blocks Ball Bearings Belt Contactors 


er 


io 


WOOD’S 


SONS COMPANY 


Chambersburg, Penna. 












Your 
Customers 


expect you to supply them with the best tools 
at a reasonable price, and very often the brand 
of the goods is left to your own judgment. If 
you send these customers inferior goods, they 
will be dissatisfied and probably buy elsewhere. 
This can happen on a small item like a car 
mover. 


You cannot go wrong if you send your 
customers the New Badger, because it repre- 
sents the best and latest developments in car 
movers, and car mover users are quick to see 
the advantages of the slip proof New Badger. 


The Advance Safety Car Wrench automati- 
cally adjusts itself to any size winding tap 
found on hopper bottom cars and can be used 
with absolute safety. 


Advance Car Mover Co. 


Appleton, Wisconsin 


March, 1928 








































Here’s the Way to Build Up 


A BIG STEAM TRAP 
BUSINESS 


If you read Power, Power Plant Engi- 
neering, Industrial Power and many of 
the other power publications, you un- 
doubtedly have seen the page advertise- 
ments on the Anderson ‘‘Man-Size”’ 
Steam Traps. 


These advertisements are rapidly in- 
creasing the sales of a steam trap that 
has a national reputation covering a 
period of forty years. 


You can tie into this advertising and 
get a share of the sales it is producing 
by handling the ‘‘Man-Size’’ Trap Line. 
It’s a real opportunity to build up a 
big steam Trap Business. 


You will note in the advertising that 
we are not sending out Traps on any 
30 cr 90 day trial offers. Such sales 
methods are not necessary for a trap 
that has the quality reputation of an 
Anderson. It’s one of the best-known 
and best-liked traps on the market 
today. It goes over ‘‘big”’ in Mill Sup- 
ply Houses! 


Write for the Anderson Steam 
Trap Specialties Catalog and prices 


The V. D. Anderson Co. 


1944 W. 96th St. CLEVELAND 
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Made by Oldest Builders of Electric 
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Sold Only 
Through Jobbers 


Export Sales Representatives 
? Westinghouse Electric International Co. 
150 Broadway, New York City 


THE UNITED STATES ELECTRICAL TOOL COMPANY 
2498 West Sixth Street Cincinnati, Ohio, U.S.A. 


SR ARONA A AL Aa 
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A Prohit 
| A Ml'Round 


That’s the equip- 
ment you like tosell 

yielding satisfac- 
tion all ’round, and 


profit to all. 


| This j s, | 
Platform ie Sy 
Makes v 
All The 


Difference j 





VERYBODY benefits. The man on the 

ladder gets better and safer working conditions. 
The man who makes the sale gets his honest-to- 
goodness profit, and the reorders as they follow. 
The employer gets freedom from the risk of ladder 
falls, gets speedier work, better done, because his 
man is safe and secure. 


The safest ladder ever made. Far superior to 
the common step ladder because of the sensible 
square platform, the side rails that brace the legs 
and the ‘“‘tool rack’’ top 


Write for Distrtbutor’s Plan. 


| THE PATENT SCAFFOLDING COMPANY 


New York, N. Y. 
1550 Dayton St $821 Sherman St 
: ager ‘Long Island City 
Atlanta, Ga Ms nm 
44 Haynes St., N. W. Kansas City, Mo. 
1409 Lydia Ave 


Chicago, Ill. 


Philadelphia, Pa 
2835 Bridge St 


Boston, Mass 
49 


llery St 
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“From All Angles 
they save us money” 


—JOE CYR, Tool Room Foreman 
HUPP MOTOR CAR CO. 





In answering a questionnaire recently sent out 
by a publication investigating the tool market, 
Mr. Cyr replied as follows: 


Q. What is the complete name of ‘Tool ot 
\pphiance? 

1. Armstrong Tool Holders. 
Q. What do you think of the DESIGN of 


this — for your work? 
Excellent. 
What is your opinion of the WORKMAN- 
pies and MATERIAL? 
A. Excellent 
0. How long has this tool or appliance been 
used in this shop? 


1. Since we started. 


Q. Is the tool Strong? 4. Yes. 
QO. Is the tool Reliable? ./. Yes. 
f. Yes. 

1. Much. 
A. Yes. 


QO. What are its advantages on your work? 


Q. Easy to adjust? 
QO. Does it save labor? 
Q. Does it save time? 
A. Accurate 
QY.What opinion have you formed of this 
tool or page from your experience with it? 


From ALL Angles they save us 
pedi and time and we can always 
depend on them to last. 


and reliable. 


Over 95% of all machine shops are using the 
Armstrong System of Tool Holders for these 
same reasons. Armstrong Tool Holders are 
made in over 100 sizes and shapes for every 
operation on lathe, planer, slotter or shaper. 
They eliminate all forgings and save 70%, of 
the grinding. 


Write for Catalog B-27 showing 
the Armstrong Line of Dependable 
Tools, sent free upon request. 


ARMSTRONG BROS. TOOL CO. 





‘The Tool Holder People’’ 


305 N. Francisco Avenue 
CHICAGO, U.S.A. 








1928 
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$23% Reduction in Reamer Costs 


Peerless High Speed Expansion Shell 
Reamers Outlast 8 of the solid type 





a manufacturer of gasoline motors 
wanted to cut the cost of reaming cast- 
iron flywheels. (The actual reaming opera- 
tion, with details, is illustrated and described 
at the left.) 


Solid reamers previously used lasted for 
500 holes. A‘ clever Tool Supervisor, how- 
ever, devised a special sharpening method that 
gave a total of 1000 holes before the reamers 
became useless. 


Peerless High Speed Expansion Shell 
Reamers also produced 500 holes—BUT, they 
were reground and expanded to size 15 times, 
thus giving a total reamer life of 8,000 holes— 


Or, eight times the productive capacity of 
. ie rs ; =) ]} ‘ are! 
Reaming 3!,°x 12” cast-iron flywheels on solid reamers! 
a 24” vertical turret lathe. Reaming time 


Reamer cost per hole for solid reamers was 
10.to 12 seconds—about 2% of total floor- P 


to-floor time on this job. Feed is .030- $.0126 — for Peerless, the cost was $.0022. 
inch per revolution, and cutting speed Phe net saving per hole per Peerless Reamer 
about 70 feet per minute. amounted to $.0104—or, on present annual 
The Peerless High Speed Reamer used production of about 15,000 flywheels, $156.00. 
is of the Expansion Shell type, List No. The Peerless Reamers used for this produc- 
520, 2'«’ in diameter, and is one of five tion cost about $22.50—or $133.50 less than 


tools mounted on the upper head. the amount saved. 


If you are interested in reducing your reaming 
costs on production work, let us send you full 
details of this case. Just ask for Digest No. 53. 


TWIST DRILL 
COMPANY 
CLEVELAND 


NEW YORK-CHICAGO-LONDON 
TRADE MARK REG. U. S. PAT. OFF. AND FOREIGN COUNTRIES SAN FRANCISCO 





_ Manufacturers of Carbon and Cle-Forge High Speed Drills for every purpose ; 
Mezzo” Super-Carbon Drills: Hand, Jobbers’ and Shell Reamers: ‘Peerless’ 
High Speed Reamers: "Paradox" Adjustable Reamers: ‘‘Quick-Set’’ Reamers; 
“Spirex’’ Machine Taper Pin Reamers; Chucking Reamers for Turret Lathes; 
Counterbores: Countersinks; Sockets; End Mills: and the 
“Ezy-Out”’ Screw Extractor. 

















g to Advertisers please mention Mitt Supprirs 





14 March, 1928 


ed Shield’ High Speed Drills 













The High Speed 
Drills are the latest development in 
the science of drill-making. 


The jie ,) is stamped 
on all our Drills 
They are the most efficient Twist 


Drills, both mechanically and 
metallurgically, yet produced. 


THE STANDARD TOOL (0. 


NEW YORK CLEVELAND CHICAGO 











Here is an ideal belt 
dressing — a sure cure 
for slipping and a proved 
aid to long belt 
life. It is guar- 
anteed harmless 
and may be 
safely used on 
leather, rubber 
or fabric belting 
without the 
slightest danger 


6é M4 9> 
of clogging. Write for Free Sample and Circular 71 O. 


Best of all it JOSEPH DIXON CRUCIBLE CO. 
comes in handy JERSEY CITY, N. J. Established 1827 


‘‘stick’’ form. Easy 
to keep around and 
easy to apply without 
even stopping ma- 
chinery. Simply tear 
off part of the paper 
cover and hold one end 
of the stick against 
the pulley side of the 
belt. No muss or fuss. No wasted 
time, in fact, no excuse for belts 
not being kept in perfect condition. 


yy Yi 


y 
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Eight inch belts, because of their extreme size and 
thickness and because they form a relatively small 
fraction of all belts in operation, have presented a 
difficult lacing problem. 


Just a little over a year ago, however, a machine for 
joining all belts up to and including 8 inches in 
width was introduced to the manufacturing world. 
It was called the Clipper No. 8 SPEED Lacer. 


In one year this Clipper No. 8 SPEED Lacer has made 
the lacing of 8 inch belts an amazingly simple opera- 
tion. And in one year more than a thousand manu- 
facturers have found that belts of any width laced by 
this machine are laced more speedily and efficiently 
than ever before. 


The secret of the Clipper No. 8 SPEED Lacer’s 
ability to make better joints lies in the fact that it 
can lace both ends of a belt in one and one-half 
minutes; it requires but one ordinary shopman to 
do the job; the jaw pressure of the machine is 45,900 
pounds on the surface of the belt. This tremendous 
pressure forces the belt hooks cleanly and uni- 
formly into the belt and flush with the belt surface, 
thus reducing the possibility of wear to a minimum. 


Get acquainted with the Clipper No. 8 SPEED 
Lacer, especially if you have any 8 inch belts. If 
you have only small width belts, other Clipper 
Lacers can still take care of your requirements 
with satisfaction. 


The Clipper No. 8 SPEED Lacer is furnished with or 
without stand and weighs only 100 pounds. 


Every lacing requirement is anticipated by Clip- 
per Products—Lacers, Hooks, Pins and Cutters. 


Clipper ‘Belt Lacer Company 


GRAND RAPIDS MICHIGAN 
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Don’t Overlook the “‘Fairbanks”’ Line / 


When preparing your hand truck and wheelbarrow 


Specifications for Spring Delivery 


iy 







Fig. A646C—MORTAR Fig. 221--CARGO Fig. X264--TUBULAR 
A type for every purpose and a 
Selling Plan that Protects! 


THE FAIRBANKS COMPANY 
Boston - - - New York - - - Pittsburgh 


FACTORY—Rome, Georgia 
Write 


Distribution In all Principal Cities » For the NEW CATALOGS 








TrucK CASTERS 


Whenever vou have heavy duty caster 
problems in your plant, this Bond Double Ball 
Race Roller Bearing Wheel caster deserves serious 
consideration. In hundreds of plants it has 
proved its ability to carry heavy loads without 
fear or failure 

Ihe Bond Line of Truck Casters has a real 
message for you 


‘Bond Foundry & Machine Co. 


Manheim, Pa. Philadelphia Office: 617 Arch St. 
New York Office: 256 Broadway Chicago Office: 39 S. Clinton St. 





— 
Sooeeniane 
aes 
—_—_ 
Semen 
——. 
meee 
[cael 
a 
ecomins: 
Seeeececamnll 
_— 
ear 
eel 
cement 
Cena 
—— 
eee. 
oe 
— 
oe 
SS 
or 
—— 
—— 
—_— 
—_— 
ae 
—_——— 
—— 
ee 
—— 
—_—_ 
— 
— 
—_— 
ener 
—— 
—— 
ae 
oo 
—- 
—_—__ 
a 
ee 
— 
ae 
_ 
—_—— 
ee 
———— 
nee 
_— 
ae 
—_———— 


When writing to Advertisers please mention Mitt Suppiies 





March, 1928 17 





- TheDevil finds NO Work 
. forldle Hands in the factory 


HEN the devil Friction lays his crippling clutch 





upon countershafts and pulleys, somebody must 
pay-—and pay big—in burned bearings, accidents, shut- 
downs. And every manufacturer knows that this 
means idle hands—no work—unproductive time—that 
quickly turns his profits into loss. 


“Arguto Bearings didn't just happen.” They represent 
years of development. Back in 1890 we first experi- 
mented with the elimination of oi! for Journals of 
Small Electric Motors, Spindles for Textile Machinery, 
etc. It was not until 1896 that the world renowned 
scientific society, The Franklin Institute, after a long 
ACCIOENTS period of tests, awarded us the Franklin Medal and 


Premium. Also Gold Medals of International Exhibi- 
/ tions. 
My 
1 7 
» 

































Arguto—-the non-metallic Bearing that requires no oil 
and lasts for years—is the result of long years of hard 


Sg work and development. 


REPAIRS Arguto Ojilless Bearing Co. 
Wayne Junction,’ Philadelphia, Pa. 
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Sewing 
Machines" 


Not only helped to emancipate 
women but have taken the 





TRADE MARK 








drudgery out of work in a score 
of varying lines and developed 
hundreds of new occupations. 








The manufacture of sewing ma- 











chines is one of the great pres- 
ent-day industries machines 
for the home, for the factory, 








machines for special needs 

from the electrically equipped 
sewing machine that carries a 
double-O needle and No. 150 
thread, to machines that stitch 


with wire and “bite off the end.” 
Thousands ot men are employed 
in making sewing machines, and 
thousands of belts help to drive 
the machinery they use. 


Cocheco Belts, long specified for 
the well-equipped plant, do their 
share in this field of industry. Courresy of 
A Cocheco Belt is long-lived: ' : 
adapted for severe conditions; 
made exactly for the work re- 
quired; has all the qualities that 
make a leather belt the founda- 
tion of successful operation and 
has been marketed for over 
eighty vears. 


Our “Book on Belts” will be 
mailed on request. 


I. B. Williams & Sons 


Dover, New Hampshire, U. S. A. 


CHICAGO DETROIT 
NEW YORK PHILADELPHIA BOSTON 
DAYTON GREENVILLE 
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In this modern electric-truck 
garage, Reelites were built in! 





More and more architects and 
builders are planning from the 
start to provide for the instal- 
lation of Reelites wherever 
current must be brought to 
moving or movable equipment. 


Above we show two of the 
many Reclites which enable 
the Bronx Gas and Electric 
Company to keep their trucks 
fully charged atall times with 
a minimum of inconvenience. 
No cable wear and no floor 
space cluttered up with coils 
of cable. 


All over the country, Reel- 
ites are becoming the accepted 


equipment for mono-rail or 
portable hoists, lifting mag- 
nets, travelling cranes or mo- 
bile transfer cars. 


Reelite automatically reels 
the cable in, pays it out, keeps 
it clean, unkinked, uncut, 
never allowing a slack foot, 
yet exerting no undue tension. 


Reelites soon pay for them- 
selves by climinating cable 
renewals, repair time and the 
cost of cable-tenders. There's 
a type and size for every re- 
quirement. Send the coupon, 
without obligation, for Bul- 
letin 501-F. 





Reelite 


The handy light onareel 


For use in the garage or 
machine shop where it is 
desired to bring the light 
directly to the work be- 
ing done, without having 
the cord trailing about in 
the grease and dirt. 
Equipped with twenty- 
five feet of cord, and can 
be furnished with con- 
nector in place of light 
so thatit will furnish cur- 
rent for small machinery, 
and portable drills, etc. 


APPLETON ELECTRIC COMPANY 
1706 Wellington Avenue, Chicago, U. S. A. 
New York—150 Varick St. | Los Angeles—340 Azusa St. 





APPLETON ELECTRIC 
17C6 Wellington Ave 


. Chicago 


Please send us a copy of vour new Bulletin 501-F, 
together with prices. 


CONSTANT DUTY 


eelit 


REG, U. S. PAT. OFF. 


Carries Curremt Where Needed ee ee oil 
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Addre fs 





| 
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profit maker for nearly 
a Quarter of a century-- 


; 
BELTING 






of Se" _ 
pacer The Cincinnati Rubber Mfg. Co. 
(incinnath, Ohio , 


























INJECTORS 








600,000 


Satisfied Users of U. S. Automatic In- 








4 jectors requiring repairs and repleace- Your Cu stomer Will Reorder 
% ments, together with an assured and 66 ° ° 99 
é proper profit to the jobber through our The Chain with the Inswell 


established resale prices, make U. S. The extra swell at the inside of the weld 
2 that makes Inswell deliver a bigger day’s 


Automatic Injectors a satisfactory and work also IDENTIFIES it. No other 
profitable line for any jobber to handle. chain can be confused with Inswell. 








The Columbus McKinnon Chain Company 
General Sales Offices: Tonawanda, N. Y. 


American Injector Co. | 0° oS Nc 
_* DETROIT, MICH. | (INSWELL £LECTRIC WELD 
a a CHAIN 
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Light 
Grinding 
Head 


--made with the same fine care and finished in red and black enamel, steel parts 


finish ne alt Guilt tek polished. Stands 8 inches high. Weighs 25 
pounds. List, without emery wheels, $16.50 


TURDY, good-looking — made with the : _— — 
S 8 & Other light polishing and grinding heads 
same fine care and AI finish that you oe aes : 2 
: : : and polishing lathes, listing from $2.70 to 
find in all Goodell-Pratt Tools—yet you 4,.- 7 it ; ' 
/ / $15.50, are pictured and described in a 400- 

can sell it at a moderate price. ; 4 

page catalog which covers the 1500 

It has a 1-inch spindle, provided with two Good Tools. mailed on request. 






sets of flanges for wheels with 34-inch holes, aa 
No better tools are “A 

of any size up to 8 inches diameter and 1 = 

. . made than those that @ 2a 

inch thickness. \ . 79 


; : a bear the name 
Pulley is 2 inches diameter and 12 inch es 
face. Bearings are lubricated by patent oil of Goodell- 
_ Dan 
cups. Nuts are case hardened. Work-rests Pratt. 


are adjustable and detachabie. Iron parts 





Machinist, Machinery, Automobile Trade = 
Journal, Motor Service, Carpenter, Popu- 
lar Science Monthly, Popular Mechanics. 


See our current advertising in American / =a 
yw 











GOODELL-PRATT COMPANY 


GREENFIELD, MASS. - _ 
Lookamiths a 


—_—: 


GOODELL PRAT 


15300 GOOD TOOLS 








GOULDS PUMPS 


he line is complete and includes 


CENTRIFUGAL :--: ROTARY 

DIAPHRAGM -: DEEP WELL HEADS 

SINGLE AND DOUBLE -ACTING 
POWER PUMPS 


aati Fig. 1 741 


Form A 


GOULDS 


Automatic Oiling 


Pyramid Pump 


This new automatic-oiling “Pyramid” pump 
embodies all the latest features of pump de- 
sign. Oil is fed automatically to the gears 
and bearings from the supply in the crank- 
case. Crankcase needs replenishinz once in 
two or three months. The design of this 
pump positively prevents crankcase dilution; 
it is impossible for gland leakage to enter 
crankcase. 


A simple, compact unit for enzine or motor 
drive —- with capacities of 8 to 43 gallcns per 
minute. This wide range of capacities makes 
the pump particularly adaptable for a wide 
field of uses. 


Send for a copy of Catalog M con- 
taining this and other Goulds 
pumps for every purpose. 


GOULDS PUMPS, INCORPORATED 


Seneca Falls, N. Y. 
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A superlative belt 
plus our help in 
selling it 


Our plans for fall and win- 
ter business are complete. 
Never have we been in bet- 
ter position to assist the 
jobber in the sale of our 
product. 


A new direct-mail cam- 
paign will go to buyers in 
your territory. We will 
gladly explain it to you be- 
fore it is released. A chat 
with us incurs no obliga- 
tion. 


BELTIN 


TRADE MARK 





J. Tanners 
— Belt Manufacturers 


Main Office and Factory 
42 FERRY STREET NEW YORK 


DUXBAK 


WATERPROOF 
LEATHER BELTING 
— 
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BUNTING 


SPHOR BRONZE 


CORED and SOLID BARS 


PATENTED 








Mill supply wholesalers who sell Bunting 
Phosphor Bronze Cored and Solid Bars know 
that the easy machineability of the metal, its 
perfect structure, and unequalled staying 
quality make customers of unyielding loyalty. 
You sell the frst order, and thereafter the 
customer buys from you what he needs. 





















88 stock sizes enable the wholesaler of Bunt- 
ing Phosphor Bronze to meet all requirements 
with a minimum of investmerit. We will gladly 
submit our proposition. 


The Bunting Brass & Bronze Co. 
Toledo, Ohio 


Branches & Warehouses at 


New York Chie: ugeo 
76 Lafayette St POLS Michigan 
Canal 1374 Ave nue 
Peliadeiphte Calumet 
1330 Arch St 6550-6851 
Spruce Zs 
Boston Si an Pennetoe o 
‘6 Oliver St 1 cond St 
Hancock 06154 tales ' af 
Export Office LE 
Poledo 


Ohio 


This shop assortment is a 
popular specialty. Have 
some in_ stock. Sell five 
bars instead of one. 


a 
We 


ese a 
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Buy Your Entire 
Line of VISES 
From Yost! 





OUR customer cannot ask for a vise that is not found in 

the Yost line. The 24 different styles of Yost Vises cover 
every purpose for which a vise can be used in any trade. 109 
sizes means that your customer can have exactly the size and 
style of vise he wants and get Yost quality. 

There is a Yost vise for the Machinist, Toolmaker, Plumber, 
Steamfitter, Coachmaker, Woodworker, Patternmaker-—-for the 
Drill Press, Garage, Manual Training and Home Shop. 


If you have been selling vise specialties, try the Yost Com- 
plete Line. They’re easier bought and easier sold.’ 


Ask for the Yost Catalogue 


Yost Manufacturing Company 
Meadville, Pa., U. S. A. 


Established 1908 
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Free bending of ply on 
ply. 

No folds in the fabric. 
No seams to open up. 
No ply separation. 

No bootlegging. 

Made of strongest belt 
duck — 50% less stretch. 
Compact weave of fab- 
ric gives better anchorage 
— fasteners won’t pull 
out. 

Not affected by atmos- 
pheric changes. 

Longer life. 

Send for folder of valu- 
able horse -power and 
pulley data. 





HARDEST DRIVES 





Try It On Your 


You have at least one in your plant—a drive that 
keeps your millwrights busy and wastes money! Try 
Goodrich “1788 Highflex” —and watch the trouble 
disappear! 

Three years ago, a large New England manufac- 
turer standardized on “1788 Highflex”. He has 
recently checked up his belting cost for the last ten 
years. Up to the time of installing “1788 Highflex”’, 
average yearly cost was $11,000. Since the plant 
was put on a 100 per cent “1788 Highflex”’ basis, 
annual cost has been well under $7,000. 

This, remember, is only the saving in actual cost 
of belting—but low maintenance expense, and the 
increased production due to fewer shut-downs, 
represent an even greater saving! 

That is why we say —“Try ‘1788 Highflex’ on 
vour hardest drives!” 


THE B. F. GOODRICH RUBBER COMPANY 
Established 1870 Akron, Ohio 
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__ Six Husky, Tireless Laborers 
for 2c an Hour Apiece! 


= lit 





it ATERIAL make it possible 
. handling for any work- 
costs certainly man with only a 

would drop in a slight mechani- 

; hurry if you cal knowledge to 
could hire de- operate and care 
pendablelaborat for them. And 

a figure like that. ovine of the 

And the best part special alloy 

my: of it is you can! The CM steels and metals 
ee A C-M ELEC- a and the many 








TRIC HOIST 

will easily do the work of six 
men — in many cases as many 
as ten men have been released 
for more productive labor—ata 
fraction of the cost of one man. 


Their extreme simplicity of 
construction and operation 





anti- friction 
bearings which go into this sim- 
ple construction, maintenance 
costs and the necessity for re- 
pairs are practically eliminated. 


Write for Bulletin No. 31 
which gives many suggestions 
for the use of these hoists. 


THE CHISHOLM-MOORE MANUFACTURING CO. 
5028 Lakeside Ave., Cleveland, Ohio 

Branches: New York Philadelphia 

Representatives in all principal Cites for Quick service 


CHISHO 


CHAIN HOISTS |RSS 


CHARGERS 


Chicago Pittsburgh 























OE RIE 


Ls 
ate vm 








The Chisholm Moore 
Mfg. Co. 
5028 Lakeside Ave. 
Cleveland, Ohio 
Will you please send us 
(J) The new Electric Hoist 
Bulletin, No. 31. 
() Information on your New 
4 Model K Cyclone Hoist. 
© (©) Information on your complete line of over- 
. head Material Handling Equipment. 






% Name ---_-- 

® Company See ee 
Address eee 

City 





State 
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Stop Your Material 
Handling Leaks! 


HECK up every operation 
in your plant in which 
heavy material is being han- 


dled or moved by hand. 


If in any of these operations 
two or more men are required 
to move the material or equip- 
ment, you are paying unnec- 





Five conC-M Electric Hoist and Trolley mounted 
on Hand Power Traveling Crane 


essary labor costs and slowing up your production. For example, 
you have an operation like this: In the course of production, a 


Saxe ee ere sine 
ht SNS OO Sl a 








on C-M Traveling Crane 


semi-finished piece of heavy ma- 
terial has to be moved the length 
of the room. By hand and truck 
it requires 3 men’s strength and 
twelve minutes’ time. The opera- 
tion is done 6 times a day only. 


BUT —with a C-M hoist, trolley 
and I-beam track combination, 
the same operation can be done 
by one man in six minutes, just 
the time it would take him to pick 
up a wrench and walk the distance. 
Two men at twelve minutes and 
one man at six minutes or a total 
of 30 minutes are saved 6 times 
a day. 

In other words, 3 hours labor 
time is wasted every day when the 
operation is done byhand. At 44c 


an hour it means $396 00 a year to say nothing of the addi- 
tional work that might be done in the time now lost. 


Think how quickly these little 
leaks amount to big ones—how 
much time can be lost in total on 
comparatively small jobs. 


If you have any of these leaks in 
your plant it will pay you to call in 
a C-M Material Handling Expert. 
He will gladly survey your plant and 
suggest to you the shortest way to 
material handling economies. His 
services are free. Write. 


THE CHISHOLM-MOORE MANUFACTURING COQ 
5028 Lakeside Avenue, Cleveland, Ohio 
Branches: New York Philadelphia Chicago Pittsburgh 
Representatives in all principal cities for quick serene. 

Wher 


writing t 
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Cyclone Hand Hoist and Matchless I-Beam Trolley 
on C-M Traveling Crane 
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nsure the best 
performance of 
your product by 
using fool-proof 
set screws 


The commercial success of any mechanical 
device depends largely upon how weil it 
performs its duty -WITHOUT TROUBLE. 
A machine may render some valuable ser- 
vice or turn out a perfect piece of work, but 
if it requires constant pampering and 
servicing, it soon gets the reputation for 
being more bother than it is worth. 


Fool-proof design is a factor in attaining 
dependable performance, and Bristo hollow 
safety set screws are a valuable aid in 
reaching this goal. In the first place, the 
very nature of the unique socket discour- 
ages tampering, and makes the Bristo screw 
itself fool-proof. 


Equally important are the advantages of 
Bristo set screws over slotted and head 
screws. Bristos set up tighter and hold 
better. Being easily handled witha wrench, 
they can be used in difficult locations. 
Bristos add to the workmanlike appearance 
of any job, and a resourceful designer can 
accomplish wonders with them. 


The reason for the greater efficiency of 
Bristo set screws lies in the unique socket. 
This is pictured and described in our 28- 
page bulletin, 819-H, which also gives com- 
plete information about the Bristo line. 
Gladly sent to anyone interested in safety 
set screws. Write The Bristol Co., Water- 
bury, Conn. 











BRISTOS 





ws SET SCREWS 
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Dee? 


Mr. Dealer: — 


You Can Guarantee 


SKINNER 


Steel Body—4 Jaw 
Independent 


CHUCKS 


Here is the Chuck = 





This is a Fact™ 


We have never known the body of a 
Skinner Steel Body Independent 
Chuck to break in service. 


Our stock line of Independent Chucks ranges in 
size from 4” to 36” in diameter, iron or steel body. 
Also light pattern chucks for bench lathes and 
grinding machines. 


MS. Catalog No. 40 on request. 


THE SKINNER CHUCK COMPANY 


NEW BRITAIN. CONN, U.S.A 


BRANCHES 


NEW YORK SAN FRANCISCO 
R 


6 WARREN STREET 58 Feperat Sr. 
CHICAGO CINCINNATI 
ty W. Wasuineron Biv y1s Broapway 
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All over your city are mechanics working with 
other tools on jobs they could do quicker, better 
and a lot handier with this new Obstruction 
‘“‘Superrench.”’ Show it to ’em and they’ll buy. 
Sales have proven that already. 


Narrow, pointed jaws, thin heads and 75 
angle openings are specially designed for work in 
‘around the corner”’ positions where others can’t 
operate. And, because the jaws of both heads 
project from the same side of the handle, the 


/ow Tool For 
Close Quarters an 








Obstruction wrench offers a mighty comfortable 
working grip. 


Like all ‘‘Superrenches,’’ the Obstruction 
pattern is forged from Chrome-Molybdenum steel, 
the toughest material for the purpose ever pro- 
duced. Heat - treated and Chrome - Finished 
(RUST-PROOF), heads buffed bright. 


Get this new pattern in stock NOW. 
profit producer from the start. 


It’s a 


J. H. WILLIAMS & CO. 


‘‘The Wrench People”’ 
BUFFALO 


NEW YORK 


Every “‘Superrench” is Guarranteed 
Against Breakage 


When writing \ 


CHICAGO 


3 
Mi 


(Chrome-Molybdenum) 
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Cold-Drawn 


The cold-drawn sockets—patented 
feature—explain the 30°% extra 
strength of your ““ALLENs.”’ 


The special heat-treating of dif- 
ferent-style points and individual 
sizes, explains the perfect balance 
of toughness and hardness. 


The accuracy of Allen threading 
testing of pitch diameters with 
pitch micrometers — explains the 
staying power of ALLENS in moving 
parts. 


These points explain why ALLEN 
screws move the fastest from 
Dealers’ stocks—and explain why 


Allen Dealers lead in the hollow 


screw business of their localities. 


Fast Service from Factory Stocks 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 


Branch Offices: 
R. E. Gregory 
816 Mulford St. 
Evanston, Ill. 


W. C. Stauble 
3360 Pasadena Ave. 
Detroit, Mich 


W. J. McRae 
320 Market St. 


San Francisco, Cal 
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KESTER 
Self Fluxing 


SOLDER 


SimpleSafe ? Sure 
Requires only heat 















KESTER SELF-FLUXING WIRE SOLDER 


} 
(om a 2a eee % 
FLUX IN POCKETS SOLDER WALL: 


KESTER Acid-Core SOLDER 


For general soldering and heavier electrical work. Self 
Fluxing — “Requires Only Heat.” 
Standard size No. 3, about '% inch 
in diameter, runs about 30 feet per 
Ib. Packed on 1, 5, 10 and 20 Ib. 
spools. Special gauges ,= 

also available. 





Here is the small package of Acid Core Solder. So simple 
anybody can use it. Ten cans about '4 pound each are 
packed per carton. Ten cartons (100 cans) to the case lot. 


KESTER Rosin-Core SOLDER 


For very delicate electrical and radio work. Contains 

= = highest quality metals and 
rosin flux. Standard size 
about 3/32inchindiameter, 
runs about 50 ft. per Ib. 
Packed on 1, 5 and 10 Ib. 
spools and 18 in. sticks in 
5 lb. boxes. 
we Special 
gauges also 
| available. 


KESTER Radio SOLDER 
(Rosin Core) 
Safe, Sure and Simple—approved by “=> engineers. 
Harmless to the most delicate . 
parts. Absolutely non-corrosive 
flux makes low-loss 7% 
joints. Ten cans~ 
about 4 lb. each ¢ 
percarton. Ten 
cartons (100 
cans) to the 
case lot. 





SPREE == 
























CHICAGO SOLDER COMPANY 
4215 Wrightwood Avenue, Chicago, U. S.A 
©————_-© 


Originators.and world’s largest 
manufacturers of Self Fluxing Solder 


Your Jobber Can Supply You 





please mention Mirirt Supptrrrs 





March, 1928 


wie 


YUTTERFIEL 
The Complete Line of 


Taps, Dies, Reamers and 
Screw Plates 


UTTERFIELD Tools set the standard for 
threading tools. Their reputation for 
dependable service is accepted wherever 
threading is the subject of careful study. 
A line with such a reputation is the easiest 

















a aa la, to sell. 
—_ anrenneioe TT Another advantage to distributors is the 
—_ Sa -ns completeness of the Butterfield line. It 


hes a tool for every reaming, tapping and 
threading need, and more than a hundred 
assortments of screw plates. All are illus- 
trated and described in our 188-page cata- 
log. Ask for a copy. Prompt shipment of 
Butterfield Tools are made from our five 
stores where complete stocks are carried. 











Se 


' ~ BUTTERFIELD 




















=<" BUTTERFIELD'S = 
aid “MASTER” 





SCREW PLATE — 
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BUTTERFIELD & CO. os 


UNION TWIST DRILL CO. 


Derby Line, Vt., U.S.A. Rock Island, Quebec 


STORES: 62 Reade St., New York; 11 S. Clinton St., Chicago; 406 E. Woodbridge St., Detroit; 
67 Adelaide St., Toronto; 131 St. Paul St., West Montreal. 
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Standard Electric Drills, Polishing, Grinding and Buffing Machines 





3-5-7'5-10 and 15 Made in % and 5 
H Pp G. BE. 40° H. P. sizes. G. FE. 
Motors. 8. K. I 40° Motors. 8S. K 
Ball Bearings F. Ball Bearings 


Muchish~! THE STANDARD ELECTRICAL TOOL CO., Cincinnati, Ohio 1". 


Late Catalog 
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SAND BLASTING 
IS A CLEAN, 
DRY PROCESS , 


It is also a pleasant, safe process for the operator 








Scratch brushing is more expensive! 
Acid dips are disagreeable! 


the latter in uniformity of finish. 


Leiman Bros. 
Patented 


SAND 
BLAST 


provides a method for cleaning and 
finishing that reduces the cost of pro- 
duction, improves the output and costs 
little,— very little to install. 


No experienced or expert help is required—the newest boy or girl in your shop will 
secure the same satisfactory service from this outfit as the oldest and most expert. 


It will pay you to write us about this because this process may be used on any 
kind of goods — metal, glass, bakelite, fibre, rubber, wood, stone and all compositions. 


Both are slower than sand blasting and do not approach 


LEIMAN BROS !2% 


Makers of — ened for 35 Years 


\idlvertisers please mention MiLtt Suppries 





March, 1928 








r YOU Getting 
the PROFIT and the PRESTIG 


e * e * 
ERE is a line complete in every 
detail—“up to the minute”’ in its 


response to the needs of American 
Industry. A line that permits aggressive 
competition with reasonable profit. A line 
produced by a permanent source of sup- 
ply that has been growing in power and 
stability for 35 years! 


ITH unsurpassed production fa- 
Ww? cilities, stable financial structure 
and a sales policy which cooper- 
ates with and protects the jobber at every 


point, Diamond offers the jobber a prop- 
osition of outstanding profit and prestige. 


THE DIAMOND RUBBER COMPANY, Inc., Akron, Ohio 
Atlanta Boston Kansas City New York Philadelphia 
Chicago Dallas Los Angeles Seattle San Francisco 


Dia ond 


Rubber Belting Ee ‘Hose - Packing 


“TESTED FOR A nsyv OF A ———- 
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jmperial 


OXY-ACETYLENE 
Welding and Cutting 
Equipment 


N EVERY industry where machin- 

ery or metals are used, astounding 
things are accomplished with Impe 
rial Welding and Cutting Equipment. 

Parts worn so thin as to seem ut- 
terly beyond repair are quickly built 
up to proper size; crushing rolls, bat 
tered and chipped are quickly re- 
turned to service as good as new; 
broken gears and flywheels weighing 
tons are reclaimed at a fraction of the 
cost of new ones; parts of castings and 
machinery broken off are put back on 

and in all these operations, the 
welded part is actually stronger than 
the original. 

But, besides its value as a repair 
tool, Imperial Welding Equipment is 
daily finding new uses in manufactur- 
ing processes. There are literally 
thousands of production operations 
that can be done better, quicker and 
more economically by Imperial Oxy- 


Acetylene Welding than by any other 


method. 


Let our engineers suggest the proper 
equipment for you. 


IMPERIAL BRASS MFG. CO. , 


511 South RacineAve., Chicago 



























For Machinery Subject 
to Sudden Strains— 


ANUFACTURERS and users of machinery 

can easily find the proper bearing metal 
required for any type of machinery in the com- 
plete line of Hoyt Babbitts. For machinery sub- 
ject to sudden and intermittent strains, Hoyt’s 
Genuine ‘‘A”’ is unequaled, for Genuine ‘‘A”’ is 
the finest babbitt you can buy at any price. 
Buyers of babbitt are urged to send for ‘‘Babbitt 
Metal Data,”’ an intensely interesting little book- 
let full of babbitt facts of immense value to 
babbitt users. It will be sent to you upon request. 


Address Department I for 
Your Copy of ‘‘Babbitt Metal Data.’ 











Genuine *‘A” 1s the finest babbitt that money can buy, 
and yet it costs no more than any other good babbitt 
In the long run it is a real economy. 


HOYT METAL COQ., St. Louis 


NEW YORK CHICAGO DETROIT 





Genuine ‘‘A”’ Oil Engine 
Eagle ‘‘A’’ * Gas Engine 
Trojan Faultless 


Electric Railway Standard No. 4 


WY Babbitt 
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The fifth labor of Hercules 
—Cleaning the Augean 
Stables 





DENGCRERGRONGRGREAGRERERERERORERERERERERGREREACROA OG REREREPE EPR GRE DEES REPRE REE EDE REAL IRL EDS 


Hercules Made Good Use of His Strength 


Hercules’ fifth wonderful labor in gaining 
his place among the gods was the cleansing 
in one day of the huge stables of Augeas. 
Hercules started early in the morning and 
diverting a river that flowed by the upper 
end of the stable he made it to flow through 


the great stables and then empty itself into 
another river that flowed past the lower end. 
Thus all the accumulated refuse of years 
was washed away and carried out into the 
open sea and in the evening of the same 
day Augeas’ stables stood fresh and clean. 


GX GX CRGUG AGL GL GX GGL GX GYGY GY GE GX GX GYGK GY GN CK GYGY GK CX GX GY GW CL GX GX GW’ OX GYIGY GY GE GX GYGY CX GY GY OCS 


©1927 W-B-D 














Cleaning House 1 


GN? O 
ERCULES cleaned house 








for Augeus! It happened to 
be a stable but nevertheless he 
cleaned up. How about cleaning 
up your factory? It isn’t necess- 
ary to divert a river; W-B-D 
Hercules Drills will clean up 
the hard jobs and the easy ones 
too. Why not make a start by 
putting “Hercules” Drills to 
work in your plant? 


WHITMAN BARNES- 
DETROIT CORPORATION 





Via Canadian Factory 
TWIST DRILLS “READ MERS - CUTTERS CANADIAN DETROIT TWIST DRILL 
END MILLS : COUNTER BORES - ETC ~ ‘ CO. LTD.,WALKERVILLE ONTARIO 


NewYork -- DETROIT ~~~ Chica 
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BELMONT 
PACKINGS now entering their 35th 


year of specialized service to engineers 


The Belmont Book 


describes these and other 


packings: 
High Pressure Asbestos 
Packings 
Valve Stem Packings 
Braided & Twisted 
Expansion Packing 
Square Flax 
White Friction Hydraulic 
Hollow Center Packing 
Centrifugal Pump Packing 
Braided Asbestos Packings 
Asbestos Gaskets 
Superheat Sheet 
Red Sheet 
Rubber Pump Valves 


Our high standard, to make pack- 
ings that will give long service and 
meet every requirement, has resulted 
in the creation of the vast resources 
back of Belmont Packings. 


Founded by Mr. Clement Restein, 
who continues as President and ac 
tive in its management, this company 
has followed in the development of 
packings, the policy that has made 
manufacturers in other fields highly 
successful in selling better products at 
a lower price. 


In the beginning this company 
purchased its basic stocks in a semi 
finished condition as many packing 
manufacturers do today. 


Today Belmont packings are non 





competitive products, giving the high 
est type of service at a moderate price 

This is made possible by the fact 
that Belmont Packings are the only 
packings in which every operation in 
their manufacture is conducted in our 
plant, under our direct control. We 
have the most modern and extensive 
facilities for the spinning of asbestos 
and flax and the working of rubber 
from the crude. 


These processes are most interest 
ingly shown in the free book offered 
at the left, which also illustrates and 
describes the highly perfected line 
of Belmont Packings which include a 
kind and size for practically every 
service on steam, air, ammonia, 
hydraulic, oils, gases, acids, etc. 





BELMONT PACKINGS ARE MARKETED ONLY THROUGH THE MILL SUPPLY 
TRADE, EXCEPT IN THE NEW YORK AND CHICAGO TERRITORIES 





BELMONT PACKING & RUBBER CO. 


Philadelphia, Pennsylvania 


New York Branch, 99 Chambers St. 


Chicago Branch, Harris Trust Bldg. 





Belmont Packing & Rubber Co., 
Philadelphia, Pa. 


Please send copy of your large 6x8', in. 95-page book on Belmont Packings 


7 
this their uses and manufacture, handsomely illustrated and 
for ready reference 
Coupon vee 


Address 
City 


carefully arranged 


for 
your copy 


Position 


Firm 


MS 
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Which is Your Coal Pile? 
Before : 











PREVENTABLE LOSSES 





The losses through poorly laid out equipment may rep- 
resent a fair profit if saved. 





Board of Advisory By simplifying the power transmission equipment pre- 
Engineers— ventable losses in one plant which were 10 to 30% were 
ReadytoHelp You Solve reduced to a minimum of 3 to 4%, 


Your Specific Problems 


WILLIAM STANIAR, Chairman 
The DuPont Companies oO e oul 
ROBERT W. DRAKE 


International Harvester Co 
E. W. ZIMMERMAN 

Brown-Lipe-Chapin Co 
JOHN H. DAMON 

Plymouth Cordage Co 
F. G. COBB 

The Arkwrigchts. Inc 
WINTHROP B. WOOD 

Joseph Bancroft & Sons Co. 
oO. G. MURPHY 

West Point Mfg. Co 
DONALD A. HAMPSON 

(Printing Machinery) 
K. D. HAMILTON 

(Walk Over Shoes) 
W. F. SCHAPHORST 

(Laundries) 
g. RB. STALL 

J. E. Sirrine & Co. 
WALTER E. TAFT 

Brown Company 
DAVID L. TRAX 

Gypsy Oil Co. 
IRVING WARNER 

Charles Warner Co. 


WALTER C'BECKGORD POWER TRANSMISSION ASSOCIATION 


(American Gas Assn.) 





H. D. FISHER Drexel Building, Philadelphia 
The New Haven Pulp 
tna 9 oo The Power Transmission Association is organized to promote the 
Southeastern Contr. Corp most efficient and economical distribution of power. It is col- 
pag ot tg lecting data based on plan records. It favors no particular drive. 
a ia eS Dock Co It is unalterably committed to the correct drive in the right 
“Sika a Coens place, and places all of its resources at the disposal of the power 
F.T.BROOKS = users of the country. 
Nationa Liectric Light Assn. 
Philadelphia Suburban ‘ ‘ ée ° P 99 ee ° ° 
Counties Gas & Electric Co. Send for ‘*‘ Drive Right’’ Booklet outlining in detail 
H. C. FARRELL ‘ : a! 
United Shoe Machinery Corp the services offered by the Association. 


E. E. REMINGTON 
Ford Motor Company 











National Electric Manu- 
facturers Association 
. : . 

zenera ectric oO. 
Lg ooDING Chicago Pulley & Shafting Co. 
R. W. OWENS ENGINEERS, FOUNDERS AND MACHINISTS 


(Westinghouse Electric 
& Mfg. Co.) 


This advertisement is made possible through the co-operation of 











MAIN OFFICE: 
17 No. Desplaines St., 
Chicago, IIl. 


FACTORY: 


Menomonee Falls, 


All Forms of 
Power Transmitting 
Appliances 


Wisconsin 
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THE 


acobs 
Keyless Type 


ortomatic Chuck 


Has a definite place in the new Three-model 
: standardization plan 





HIS is a new model designed particularly for use on portable drills 

and for light drilling where the kevless or hand operated feature ts 
desirable. This new Jacobs Portomatic Chuck has a tremendous grip 
which automatically tightens as the load increases. The drill is easily 
released from the chuck’s vise-like hold by a twist of the knurled sleeve. 
Its simple, sturdy construction from finest alloy steels has the usual 
high Jacobs standard of accuracy and it can be furnished to fit all 
standard Jacobs tapers and thread 


THE JACOBS MANUFACTURING COMPANY 
HARTFORD, CONNECTICUT 


The World’s Largest Producers of ‘Drill Chucks" 
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Rahmann 
Leather Belting 


A full line of Leather Belting for main drives 
and all smaller drives. 


Quality warranted as stamped on every 
length. 


Made since 1895 by an organization that 
specializes in leather belting. 


A Sales Policy that encourages and protects 
the Distributor. 


Geo. Rahmann & Co. 


32 Spruce St., New York, N. Y. 
Newark, N. J. Syracuse, N. Y. 




















This Feature 


Sells 
Hundreds of Traps 


Strong traps are built with a special TEST 
OUTLET directly above the valve. By opening 
this outlet and permitting the trap to discharge 
to the atmosphere, makes known to the attend- 
ant the condition of the valve. A glance tells, 
as the Strong trap is intermittent in action and 
should close tight when not discharging. 


OUTLET 





STRONG STEAM TRAPS Let us tell you more about this trap and other Strong 


Guaranteed Leak-proof for One Year specialties. 

Require little attention ; : ; ; 
ee ay re a ene The Strong line comprises: Steam, Vacuum and Radiator 
lraps, Steam and Oil Separators, Strainers, Pump Governors, 
Pressure Regulators, Reducing Valves, Non-Return Valves, Emer- 
Do not air-bind gency Valves, Engine Stops, Evrryte Globe Valves 


The Strong, Carlisle & Hammond Co. 


1392 West Third Street CLEVELAND, OHIO 


Are easy to inspect and service 
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General Wheelbarrows for Contractors 


come in three sizes for general purpose 
work and in two sizes for concrete and 
mortar 


Sell Contractors What They Want 


N the industrial field the old Akron line, now the General, 

showed how much strength and service could be built into a 
steel tubular barrow. Likewise, for contractors’ use General has 
proved that a vastly better handling barrow could be built, and 
stronger and better looking. 


Handle and axle breakage have been eliminated. Legs and braces 
have been made permanently tight. Trays and wheels are stronger 
and more serviceable. All the features that contractors want are 
present in General Contractors’ Wheelbarrows. 


Write for a copy of Bulletin No. 210 
which tells why these things are so. 


General Wheelbarrow Company 


Wheelbarrows, Concrete Carts, 
Steel Mortar Boxes, Scrapers, Salamanders 


3140 E. 65th Street Cleveland, Ohio 
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The Record of Williamsport’s | 
10 Years Growth 
in the Wire Rope business 





7 —and a continuous 
| ra never ending upward 
has PROVEN THAT curve indicates that 
MEN BELIEVE IN ‘ the TELFAX System 
SAFETY FIRST of Certifying Grade 
METHODS Strength has met with 
a widespread approval 

= of the 

a 











WILLIAMSPORT 
WIRE ‘ecenve ROPE 


Men who have to do with Wire Rope have watched 
the development of this protective measure and 
day by day more and more Engineers and Superin- 
tendents have supported this Safety First move- 
ment by specifying and insisting upon using the 
only wire rope that affords this definite protection. 


| You may buy direct 
from the manufacturer 
or through any one of 
the scores of distribu- 
tors located through 
America 


You too may secure 
this added safety. 
more valuable than 
the price of the rope, 
if you use Williamsport 





START NOW TO CUT THE COST OF TROUBLE 


Williamsport Wire Rope Co. 


WILLIAMSPORT, PA. PEOPLES GAS BLDG., CHICAGO 


WILLIAMSPORT 





CERTIFIED WIRE ROPE 
Use Madesco Tackle Blocks—They Stand the Gaff 


oY Ft = Wwe 


—_—_— —_ 
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other Monumen 
tolndustty 


GENERAL Morors BUILDING 
NFW YORK CITY 
Architects: SHREVE & LAMB 
Engineer: CLYDE R. PLACE 
General Contractor: G. RICHARD DAVIS & COMPANY 
Plumbing Contractors: J. L. MURPHY, INC. 
Heating Contractors: BAKER, SMITH & Co., INC. 


aN) 

S in other of America’s foremost 
buildings, ‘“‘NATIONAL” was 
selected for the major pipe tonnage 
another proof of high quality and 
dependable service. ‘““NATIONAL”’ 
Butt-weld Pipe (sizes 14 to 3-inch) 
is the only pipe made by the Scale 

Free Process. 





































NATIONAL TUBE COMPANY 


FRICK BUILDING - PITTSBURGH, PA. 
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TIME-TRIED 
AND TESTED 


Every Powell Product, 
regardless of size or serv- 
ice recommendations, is 
accurately tested to spec- 
ified limits greatly in 
excess of working pres- 
sures. 





‘ ‘ 
; to 3 inche 
300) pound 


Powell Valves are made 
for nearly every service de- 
mand—water, steam, air or 
for high and low pres- 


sures and temperatures. 


gas 





Gate Valve Sizes 


and 300 pound W 


We manufacture a 
complete line of bronze, 
iron and steel globe, 
angle, gate and 


check valves; also oilers, 


cross, 


lubricators, grease cups, 
oil and water 
whistles, etc. 


gauges, 





If your dealer cannot 
supply you, write to us. 


Bronze Model Star Re 
nding Globe 


300 pounds W. S. P 





THE WM. POWELL CO. 


2525 Spring Grove Avenue 
CINCINNATI, OHIO 











END the Marvel Hack Saw 
Blade: twist it: turn it; jam 
it —it will not break. 





MARVEL 





ee. Blades can be depended on to go 
3 thru. with any job—on = anv 
: power hack saw. Nothing stops 
fs them. There is no time lost nor 


accidents because of breakage 


where NIARVEL Blades are used 


_ 

High Speed Steel 
e 

Cutting Edge 
The teeth of these blades are 
made in a strip of High Speed 
Steel which is electrically welded 
to a body of specially heat 
treated steel of great toughness 
and strength. In this manner 
Marvel Blades combine the two 
essential qualities of fine blades 
a long lasting cutting edge on an 
unbreakable back. 


OF 
QUALITY 





HACK SAW 
BLADES 


Jobbers: Here is a line which 
once introduced continu- 
ously repeats. Write today 
for our jobbers proposition. 


Marvel Blades are unconditionally 
guaranteed. They are made in all 
practicable sizes for use on all makes 
of hack Write today for 
Catalog 7 showing the complete line 
of Marvel Hack Saw Blades and 
Marvel power hack saw machines. 


ARMSTRONG-BLUM MFG. CO. 


“*The Hack Saw People’”’ 
353 N. Francisco Ave. CHICAGO, U. S. A. 


Saws 
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A Monthly Journal Devoted to the Interests of the Manufacturers and 
Distributors of Mill, Steam and Mine Supplies, Machinery and Tools 
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THE MILL SUPPLY COUNCIL 

The next meeting of the Mill Supply Council is 
to be held in Cincinnati on Tuesday, March 6th, and 
it seems reasonable to suppose that by that time 
something pretty definite will have been determined 
upon by the fifteen gentlemen entrusted with the 
destinies of the three mill supply associations. It is 
well known that a lot of water has gone over the 
dam since the council was inaugurated on the 
Steamer Noronic last June. 

Each association has five representatives in the 
council, and that means ten men who are en- 
gaged in distributing to the industries the many 
products made by manufacturers, who have five 
members in the council. While it ought to be a safe 
bet that all our readers know this, to make sure, we 
remind you that five members were named by the 
American Supply and Machinery Manufacturers’ 
Association, five by the Southern Supply and Ma- 
chinery Dealers’ Association, and five by The Na- 
tional Supply and Machinery Distributors’ Associa- 
tion. 

Probably they have all been busy, some much 
more interested and energetic than others, but to 
aid you in getting a correct view of the coming as- 
sembly, and for fear you may not have the list handy, 
here are the names of the gentlemen entrusted 
with mapping out a plan designed to bring co-opera- 


tion, peace and harmony in the ranks of the manu- 
facturers and distributors, as well as in the relations 
of the three associations: 

American Association Members—Don S. Brisbin, The 
Columbus McKinnon Chain Co., Tonawanda, N. Y.; William 
C. Henning, A. Leschen & Sons Rope Co., St. Louis; J. H. Wil- 
liams, J. H. Williams & Co., Buffalo; Frederick H. Payne, 
Tap & Die Corp., Greenfield, Mass.; Robert B. 
Skinner, Skinner Chuck Co., New Britain, Conn. 

National Association Members—Edward P. Welles, Charles 
H. Besly & Co., Chicago; George Puchta, The Queen City 
Supply Co., Cincinnati; Herbert W. Strong, The Strong, 
Carlisle & Hammond Co., Cleveland; W. J. Radcliffe, The E. 
A. Kinsey Co., Cincinnati; B. H. Ackles, The Rayl Company, 
Detroit. 

Southern Association Members—L. J. Larzelere, Farquhar 
Machinery Co., Jacksonville, Fla.; W. W. Doe, Alabama Ma- 
chinery & Suppiy Co., Montgomery, Ala.; D. D. Peden, Peden 
Iron & Steel Houston, Texas; Alvin M. Smith, Smith- 
Courtney Co., Richmond, Va.; T. C. Keeling, Nashville Ma- 
chine & Supply Co., Nashville, Tenn. 

At the first regular meeting of the council, held in 
Cleveland, September 21st, Edward P. Welles was 
elected chairman: T. C. Keeling, first vice-chairman; 
Robert B. Skinner, second vice-chairman, and Alvin 
M. Smith, secretary. 


Greenfield 


Co., 


While it is very certain that something is going 
to be accomplished at Cincinnati, just what that 
something is is not public property. Certainly MILL 
SUPPLIES does not know, and as certainly is not go- 
ing to indulge in any surmises or suggestions. The 
council is made up of an able lot of men, knowing 
their own businesses and the needs of the mill sup- 
ply business as a whole. Even with that background 
what will be done is problematical, because outsiders 
can only guess as to where individual or association 
ideas or interests will clash and very honestly clash 
at that. 

It is easy to prove that co-operation and harmony 
is desirable not only among distributors, and among 
manufacturers, considered as individual groups, but 
as well between the two groups. You get a unani- 
mous vote as to that, but to accomplish it is quite an- 
other matter. The manufacturer has interests that 
are opposed to the demands of distributors, as have 
the distributors in opposition to the established 
practices of manufacturers. So, do not under- 
estimate the burden you have placed on the shoulders 
of your representatives. If they cannot work out 
the problem satisfactorily at this time, the only 
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thing left to do is to reconstruct the foundations, 
and approach the proposition from another angle. 

Back of it all, as far as the distributors are con- 
cerned, lies the fundamental necessity for concerted 
action in selling the great public, and that means 
practically all industries, on the economic value of 
the distributor, plus the obliteration of any form of 
internal warfare in obtaining business. That is 
easy to agree on, but the building of the machinery 
to carry out the idea is quite another matter. 





SELECTING A PRESIDENT 

Here we are, the great American people, prepar- 
ing to select candidates to go before the electorate 
in an effort to secure for four years a position con- 
ceded to be the most important in all the world— 
the presidency of the United States. 

How are they being weighed? Certainly not on 
their inherent and acquired abilities to serve their 
country; not on their honesty, business ability and 
freedom from the blighting effect of political wis- 
dom. The first question the politicians are asking is 
how does he stand on the eighteenth amendment, 
and the second, is he a Protestant or a Catholic. 
With this malignant background the campaign is 
now rapidly getting under way, with a resultant 
entirely sentimental effect on business that is both 
unpleasant and costly. That does not mean that 
there are not now more direct attacks on our finan- 
cial and business structures, but they are all the 
result of political activities engendered by the com- 
ing presidential campaign. All are in preparation 
for moves on the political checkerboard—the wets 
and the drys, the “friends” of the poor agriculturist, 
and the one time republicans who are ready to co- 
operate with any old faction framed to embarrass 
the present administration. 

The entire situation is reeking with unpleasant- 
ness, and it is no wonder Calvin Coolidge does not 
choose to enter the lists. He means it, and is wise 
in so deciding. He has been a wise president, with 
a brilliant and honest cabinet, and his administra- 
tion has been immensely profitable to his country. 
There now intrudes the trite statement that no 
man ever has or ever will refuse the presidency. 
The first part of the statement is undoubtedly true, 
but the rule may be shattered in case the republican 
national convention should insist on nominating 
Mr. Coolidge. He has received all the honors pos- 
sible for a country to confer on him, with practi- 
cally everything to lose should he be nominated and 
reelected to the great office he now holds. 

It is of minor importance to the people whether 
our next president is a wet or a dry, a Jew, a Protes- 
tant or a Catholic, but politicians drag these ques- 
tions to the front, and there they will remain unless 
the usually silent voters arouse from their lethargy 
and take the position in the primaries and the elec- 
tion their overwhelming strength entitles them to 
occupy. 

The man for the presidency is the one with the 
greatest ability, the greatest experience in business 
and world affairs, the greatest honesty and courage, 
and the least interest in the political hucksters, 
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shylocks and imitators of Judas who would ever 
threaten and try to bribe him to do their bidding. 
Take your choice, make your decision and then get 
busy, ignoring the few thousand politicians who 
usually control our elections. 





PLAN TO ATTEND THE CONVENTION 

Looming up in the offing—and not so far away— 
is the second renewal of the triple mill supply con- 
vention. On May 15th, 16th and 17th The National 
Supply and Machinery Distributors’ Association, 
Southern Supply and Machinery Dealers’ Associa- 
tion and the American Supply and Machinery Manu- 
facturers’ Association will meet in the Hotel Her- 
mitage, Nashville, Tenn., for their annual separate 
and joint meetings. 

This should be a very important convention, and 
every member of the three associations should make 
ita point to be there. A great start was made at the 
history-making gathering on the Noronic last June, 
but a great deal remains to be done before the mill 
supply business is on a satisfactory basis. Every 
member of the associations who is interested in his 
own business and in the mill supply business as a 
whole owes it to himself, his company and his asso- 
ciation to be on the job, listening to the discussions 
and participating in them. Hundreds of firms not 
now embraced in the membership of these associa- 
tions should join one or another of the three groups. 

Nashville should be a great place for the conven- 
tion. It is a thriving industrial and business city. 
Ample accommodations for convention meetings are 
assured, as the city has excellent hotels. There are 
many points of interest to be visited, and a good time 
is assured. Nashville being in the South, there is 
little likelihood that there will be any of the winter 
hang-overs that often inflict the northern states even 
that late in May, so, all in all, the prospects look 
mighty jolly. 

This brings us to the question—have you made 
your hotel reservations? If not, you’d better do so 
pretty quick. Not that there won’t be plenty of good 
hotel rooms, for there will be; but remember that so 
often it is a case of first come, first served, so the 
earlier you get in your reservation, the better the lo- 
cation you are likely to receive. 

For the convenience of those readers who may not 
have noted hotel room prices in last month’s issue of 
MILL SUPPLIES, or who may have mislaid their 
copies of the magazine, these rates are again quoted. 
The rates at the Hermitage, convention headquar- 
ters, will be $2 to $3 per person, two or more in a 
room. The Andrew Jackson, which is just across 
Memorial Square from the Hermitage, quotes rates 
of $2.50, $3, $3.50, $4 and $5 for single rooms, and $5, 
$6 and $7 for double rooms, either twin beds or one 
full-size bed. The Sam Davis hotel, which has just 
been completed, quotes prices of $2.50 for single 
rooms and $4 for double rooms. This hotel is cen- 
trally located in the business section. Other good 
hotels include the Tulane and Maxwell House, which 
are not lately built but are used by a great many 
traveling men, according to T. C. Keeling, president 
of the Southern Association. 
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Its 


Cc. A. Channon 


Pick them when they are young and develop them in 
the school of experience. This in brief is the policy of 
the Great Lakes Supply Co., Chicago, in selecting and 
training not only its salesmen, but others who are to be 
valuable factors in the company’s 

To illustrate how well the Great 
Lakes company adheres to this 
policy, C. A. Channon, vice-president 
and general manager, cited the fol- 


business operations. 


NOT AGAINST SPECIALIZING 
While the Great Lakes Supply Co. does who starts in as a messenger gets his 
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How One Sepele Pies 


Develops Its 


Staft 


Great Lakes Supply Co., Chicago, Trains 
Salesmen and Others 
Ground Up — Finds Specialization and 
Departmentalization Inadvisable Be- 
cause 


from the 


of the Nature of Its Activities 


are governed by different conditions. Neither do I be- 
lieve there is anything original in our system.” 

How then do the salesmen of the Great Lakes Supply 
Co. gain a good knowledge of all of the company’s lines 
sold to the industries? Simply through the process of 
working up “through the ranks.” The 
boy or young man—-and the younger 
they are, within reason, the better 





lowing facts: The asgistant treas- not find specialization or departmentalization introduction to the supply business 
urer of the company started in as a | advisable, C. A. Channon, vice-president and as conducted by Great Lakes through 
bill clerk; the sales manager and re- | general manager, in his talk with a repre- Carrying small orders and running 
ceiving clerk as stock clerks, the | sentative of MILL SUPPLIES, emphasized ° her errands. His next step is into 


purchasing: agent as a file clerk, or 
office boy; the superintendent as a 
teamster and the shipping clerk as a 
messenger. <All of the outside sales- 
men, save one, began their careers 
either as messenger boys or stock 


man who sells tinners’ machinery. 
These facts were brought out as 
the result of a question by a repre- 


the fact that he has no quarrel whatever with the Stor k above Where he becomes 
specialization or departmentalization. For familiar with the lines carried 
some supply houses he believes they are all 
right. His company, however, serves such a 
variety and number of industries, and these 
clerks. The one who did not is the | (2@ustries have need for such a great variety 
of items that the salesmen must be prepared 
to sell everything the company handles for the 
use of industry, Mr. Channon states, and 
sentative of MILL SUPPLIES as to | 3@/esmen must do a large volume of business. 
whether the company does anything TAat each of the salesmen for the company 


through handling them in the prep- 
aration of orders, receiving and ship- 
ping. 

There are four general depart- 
ments under which the business otf 
the Great Lakes Supply Co. is con- 
ducted. One is the treasury and ac- 
counting, another the sales, the third 
the purchasing and the fourth what 
might be called the operations de- 


in the way of sales specialization or does sell a large quantity of supplies is indi- partment. The latter department is 
has any particularly interesting cated by the fact that the lowest yearly quota) under a superintendent. He is in 


method of training its salesmen. 


assigned is $120,000, while the highest is charge of all such activities as the 
“No, we don’t specialize,” said Mr. $300,000. The Great Lakes Supply Co. 


preparation of orders and the han- 


Channon. “We have to carrv what trains the members of its organization from dling of stock shipments and_ re- 
our customers want. We serve many | the ground up, which Mr. Channon states is | ceipts and deliveries. 


and varied industries, from a great not at all original, but readers of MILL 


The boy or young man entering 


steel corporation to theatres. There- SUPPLIES will find the method very the employ of Great Lakes is under 


fore, we have to carry a great variety | inferesting. 

of goods, our salesmen calling on 

the various industries must be familiar with all our lines, 
and they must do a good volume of business. 

“We do not departmentalize, so far as having one de- 
partment for mill supplies, another for heavy hardware, 
etc. When one of our customers calls up with an order 
and talks with one man, he doesn’t want to be turned 
over to another department to order some other item. 

“Don’t think that I have anything against specializa- 
tion or departmentalization, however. What is true for 
us may not be true for the other fellow, whose activities 


observation from the time he starts 
to work, and his efforts are event- 
ually directed into the department for which he seems 
best fitted. If, after he has worked in the stock room, 
it is believed that he has the earmarks of a salesman, 
he joins the inside sales force, where he waits on counter 
trade and handles telephone orders. The average num- 
ber of telephone orders taken by a telephone salesman 
during a day is about 50, according to Mr. Channon. 
At this point, it is interesting to note that the com- 
pany has a perpetual inventory system. Mr. Channon 
is enthusiastic over the benefits of this svstem, which has 
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been in force for five years. It is not only a handy and 
quick source of information as to the stock on hand, but 
gives the company figures for comparing sales of one 
year or one period with those of another. 

During their course of development young employes 
find that they can turn to older members of the organiza- 
tion for information or advice. Mr. Channon is almost 
like a father to them. He calls them by their first names 
and encourages them to have confidence in him. 

One of the members of the company’s sales force calls 
on tinners. Another calls on contractors. Both of these 
are familiar with the general lines of the house. The 
others call on the industries of the locality and are 
familiar with all the lines which these industries might 
wish to buy from the house. 

Weekly sales meetings are held under the direction 
of W. G. Ritzenthaler, manager. Here the past 
week’s business, future business, business conditions gen- 
erally and any matters brought up by Mr. Ritzenthaler or 
the salesmen are discussed. Sometimes a representative 
of one of the manufacturers is present and at times such 
representatives go out with salesmen. 


sales 


In some instances 
salesmen have visited plants of manufacturers making 
the lines they handle. Bulletins are issued to the sales 
force at intervals and business magazines and trade 
literature available. Special efforts are sometimes 
directed on certain lines and sales contests are at times 
conducted, but the fact is never lost sight of that the 
Great Lakes Supply Co. is a house supplying to industry 
the great variety of things that industry needs in the 
yperation of its plants, and that the salesman must sell 


these goods. 


are 


Each salesman receives a salary. He is also given a 
quota, and is paid a percentage on all sales above tha’ 
quota. The lowest quota assigned a salesman is $120,000 
a vear; the highest, $200,000. Thus it will be seen that 
‘man must do a good volume of business to 
obtain his quota. 


each sale 


Another interesting feature of the Great Lakes Suppl 
Company’s sales activities is a record system whereby 
the manasrement may keep track not only of a salesman’s 
daily sales, but of the gross profits on his sales. <A slip 
is filled out for each order, showing the name of the 
customer, the salesman making the sale, the items sold. 
the total value of the sales, the total cost of the goods 
and the gross profit. These figures are combined and 
the records of every salesman during the day supplied 
to the management. Mr. Channon told of one case where 
he salesman was known as a plodder, not a sensation in 
any way, but whose records showed that he was making a 
remarkably good gross profit on his sales. 

Bi-monthly house dinners and meetings are held. About 
10 per cent of the organization are present at these 
gatherings, where various business problems and con- 
ditions discussed. Minutes of these meetings are 
kept and copies distributed. 

The Great Lakes Supply Co. carries mill supplies, con- 
tractors’ supplies, pipe and fittings, wire rope, twines and 
cordage, hose and belting, heavy hardware, machinists’ 
supplies and tinners’ machinery. It is one of the larger 
supply houses in the Chicago district and serves indus- 
tries in Cook county and in northern Lake 
This territory, Mr. Channon believes, is 
the natural territory for the company. 
the company decided to try expanding its territorial 
limits. The experience the futility of going 
beyond the old boundaries because of the additional direct 
expense involved. 


+ 


are 


southern 
county, Indiana. 


On one occasion 
proved 
So the Great Lakes Supply returned to 


its old territorial limits, satisfied that they were correct. 
In the section covered by the company there are a great 
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number and variety of industries, and the field is plenty 
large to cover. Furthermore, by confining its activities 
to its present limits the company is able to save the ex- 
pense of over-night traveling by salesmen or the alter- 
nate plan of having resident salesmen in districts some 
distance from the house itself. 

The company was incorporated in 1893, has a capitali- 
zation of $478,000 and carries an average stock of goods 
valued at $700,000. M. G. Hausler, Jr., is president of 
the company, George Hibben, C. A. Channon and Harry 
M. Londelius are vice-presidents and C. W. Kraft is secre- 
tary-treasurer. Luke Neip is buyer. 


——E—— 


DON S. BRISBIN ADVANCED 


Well Known Association Man Made Vice-President 
of Columbus McKinnon Chain Company 


Don S. Brisbin, former president of the American Sup- 
ply and Machinery Manufacturers’ Association and a 
well known figure in the mill supply field, has been elected 
vice-president of the Columbus McKinnon Chain Com- 
pany, Tonawanda, N. Y. He will continue to serve as 
general manager of sales. 

Mr. Brisbin has been associated with the Columbus 
McKinnon Chain Company constantly since 1910. He 














DON S. BRISBIN 


has been prominent in association activities. In 1925 he 
was chosen third vice-president of the American Supply 
and Machinery Manufacturers’ Association; was elected 
second vice-president in 1926 and president in 1927. In 
1928 he was chosen as a member of the Mill Supply 
Council, being one of the representatives of the Amer- 
ican Association on the council. Much of the success of 
the triple convention aboard the Noronic last June was 
due to Mr. Brisbin’s share of the efforts made in plan- 
ning the program and carrying it out. He is at present 
a member of the board of directors and board of gov- 
ernors of the Automotive Equipment Association. 

“T am a strong believer in, association activities and 
particularly the Mill Supply Council,” stated Mr. Bris- 
bin. “The distributor must realize, however, that his 
place of business is actually a subsidiary or branch of 
the manufacturer whose lines he handles. Problems are 
one. Therefore, my belief is that a closer contact be- 
tween distributor and manufacturer is obviously es- 
sential.” 
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“Planned” Building Curve Rising 


Author of Valve and Fittings Index Anticipates Greater Actual 
Contracts for Building This Spring Than in Spring of 1927 


JOSEPH H. BARBER* 
Assistant to President and Chief Statistician, Walworth Company 
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Figure 1—Chart Showing Actual Movement Sinee 1924 
De cenbe r Final Inde r 

January Preliminary Tide oi 

The monthly indes is not based upon any single company’s 
erpel ie wee bat iS de ve lope d fi ol broadly sé le cte d mieasHtres of 
the quantity of demand in all those industries that use valves 
and fittings. The index has been corrected for irrelevant sea- 


sonal fluctuations and price variations. 


We are just at that turning point where we must dis- 
tinguish between the results of a past cycle and the 
beginnings of a new cygle. The Valve and Fittings Index 
in December and January has definitely reversed its 
direction, and this is one of the signs of a recovery 
period. The list of such favorable indications is growing. 
Last month we drew attention to the continuous increases 
in unfilled orders of the United States Steel Corporation, 
to the large volume of sheet steel sales, to the rising 
tide of structural steel orders, and to the back-log of 
“contemplated projects” that forecast a large building 
volume during 1928. To this list we may now add records 
of large commitments for freight cars during recent 
months, of an increasing interest in automobiles, result- 
ing in many purchases, and of machine tool ordering 
better in January than in any month since May in the 
boom year, 1920. 

The increased activity in each of these cases represents 
a recovery of confidence and renewed enterprise. Most 
of the products referred to are “capital goods” that repre- 
sent investments against the future, and such com- 
mitments would not be made unless there were confidence 
in the future. This renewal of enterprise, or “under- 
writing the future,” is characterist ic e beginning of 
confidence always. re- 
turns after the earlier business cycle } agged to its 
end. Such is the case now. During last year we had 
the hangovers of an earlier business cycle. There was 
under-demand and some accumulation of stocks. Follow- 
ing renewal of demand, the first step toward actual re- 
covery is a depletion of stocks by a wilful under-produc- 
tion. But when actual shortages are threatened, pro- 
duction itself begins to rise. 


a new business cycle, and suc 


Due to this lagging of 
production there is for a time a confusion of trade re- 
ports and it is hard to tell what the real trend is. That 
is the present difficulty, yet there are evidences that, 
in many industries, current output and employment are 
already being brought up to the higher level of demand. 

Because building activity is one of the largest single 
factors affecting variations in demand, and because of 
the significant nature of recent developments in that in- 
dustry, it will be interesting to review the basic factors 


* Copyright 1928, Walworth Company. 


likely to affect the 1928 building programme. Discussion 
to follow is in part a review of a more elaborate dis- 
cussion in the September, 1927, issue of MILL SUPPLIES, 
and is in part a presentation of current facts that now 
confirm the optimism developed by our line of reasoning 
at that time. There is a definite prospect for an in- 
creasing volume of building and this interesting con- 
clusion has broad significance, because rising activity in 
building usually initiates and develops increased demand 
and production generally. 

Figure 2 shows an index of building volume compared 
with an index of total real income of the United States. 
We reason that population alone is not a true normal for 
checking against building demand. Figures of the Na- 
tional Bureau of Economic Research show that there 
has been nearly a 40 per cent increase in the real in- 
come per capita in the recent decade. .Men have been 
producing more per person so that real earnings have 
become larger and each person rightfully possesses a 
higher standard of living. In Figure 2, we do well, then, 
to compare building volume against the rising income 
curve rather than against the slower population growth 
line. In Figure 2 we see that an “area of deficit’? in 
building volume did develop during the war years but 
that since 1922, an “area eliminating deficit’ has not 
even yet been high enough nor for long enough to make 
up for the previous “area of deficit.” 

But this deficit may never be fully made up. Not all 
the deficit in building is accumulated as a shortage. If 
during the war we tolerated an old building three years 
longer than we would have otherwise, we have simply de 
layed the date of its obsolescence; we have not necessarily 
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Figure 2—Building Volume Measured Against Total 
ap S. Real Income 
(Building volume curve based on index of Federal Reserve 
Bank of New York. Total ey. Ds re al incon based on Na 
tional Bureau of Economic Research data for total U.S 
income in 1913 dollars, unaffected by price fluctuations and 
therefore reflecting increased total purchasing power. One 
hundred per cent base 


' 
e EQ 


is an 8 year annual ave rage of pre 
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created any shortage. Having apparently made up for 
such shortage as did exist, we have not necessarily 
created a continuing ‘excess’; for such “excess” as now 
appears to exist may not include the types of building 
demanded by present-day requirements. We are in a 
period of transition from the old to the new. Older 
buildings are being vacated. Yet they are not just 
(Continued on Page 53) 
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THIS IS OUR 





1 THE MOST COMPLETE LINE OF MECHANICAL 
RUBBER GOODS MANUFACTURED 


D2 QUALITY STANDARDIZED AND ABOVE 
QUESTION 


3 A LINE SOLD EXCLUSIVELY THROUGH 
DISTRIBUTORS 


A EFFECTIVE, BUSINESS-BUILDING SALES 
ASSISTANCE 


& A PROFITABLE COST BASIS 








NO OTHER LINE OF MECHANICAL RUBBER 
GOODS ON THE MARKET OFFERS TO ITS 
DISTRIBUTORS THE COMBINED ADVAN- 
TAGES PRESENTED BY THE MECHANICAL 
RUBBER COMPANY. 


Che Mechanical Rubber Co. 


CLEVELAND, OHIO 


“We Back the Jobber" 
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PLATFORM! 
1 




















Sustained high quality 
and dependable service 
distinguish ‘““MARCO”’ 
Belting, Packing and 
Hose from all other 
Mechanical Rubber 
Goods. 












When purchases are 
concentrated, the job- 
ber’s dollar hits the 
very bull’s-eye of buy- 





ing power. 







We are making every 
effort to convert the 
consumer to the truth 
that he can purchase 
as economically and 
with better service 
from the local jobber. 






















The Mechanical Rub- 
ber Company provides 
its distributors with 
values in Mechanical 
Rubber Goods that 
mean better business 
and profits. 


Che Mechanical Rubber Co. 


CLEVELAND, OHIO 


“We Back the Jobber” 











Our responsibility 
does not end when we 
sell the jobber our 
merchandise—that’s 


only the beginning! 
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A Bearing that indus- 
try accepts because ~~ 
they know tt ts right | 


When 


you “Dedge-Timken™ to your 
industrial prospect, you are “pulling him over 
on your side of the desk.” 
with him and not to him 


WHY? 


Sda\ 


You are talking 


Timken Bearings have been established as the 
standard where hard jobs have to be handled. 
by performance 


Timken publicity has told the story of electric 
steel, self-aligned rolls and dual load carrying 
capacity. Your prospect knows it 

Dodge leadership is acknowledged wherever 


wheels turn,—their adoption of Timken bear- 
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ings for hangers, pillow blocks, unit mounts. 
belt governors, loose pulleys and conveyor 
idlers, after long investigation of all types, 
rounds out the last chapter of a sales pres- 
entation that is hard to beat 


In four vears the Dodge-Timken line has 
grown from a single product to over two 
hundred types and sizes designed and made 
to meet demand. 


Armed with this story, [Dodge distributors are 
finding it profitable to contribute to the 
general efficiency and economical operation of 
\merican industrial plants. 
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(Continued from Page 49) 

“vacant”; they may be obsolescent and “in the discard.” 
Consequently no drastic depression in building is likely 
to result in the face of a continuing high level of total 
purchasing power. Probably the recent sagging of build- 
ing demand has already brought us very nearly into a 
normal adjustment with the level of real income and from 
now on building volume should increase gradually as the 
line of total income continues to rise. 

Such was our line of reasoning in that earlier article 















last Fall. As stated above, present facts seem to justify 
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Figure 3—Conte niplate d Projects as a Forecaster of 
Building Activity 


YW’. Dodge Corp. Data for 327 


The F. W. Dodge 
Corp. gathers complete statistics relating to building ac- 
tivity and measures that activity in two different ways: 
First, as projects are “contemplated,” and second, as 
“actual placed.”” It would be reasonable to 
assume that a project must be contemplated in advance 
of actual contract placing, and this clear relation is seen 
to exist. In Figure 5 we have simply plotted a record of 
contemplated projects upon the same chart with a record 
of actual contracts placed. In drawing the chart, we have 
recognized the erratic nature of the statistical record, 
and, in the case of each curve, each plotting point repre 
sents the average of monthly values reported in the latest 
three-month period just ended. 

In order to emphasize the relationship between the 
curves we used two devices. 


(Chart Based on F. States) 


the wisdom of that earlier reasoning. 


contracts 


First, we shaded in the area 
between each curve and that level upon the chart which 
represented its 1921-1923 monthly average. Then, as long 
as the contemplated projects curve was rising, we showed 
its line heavy, and as long as that curve was falling we 
showed its line spotted. We showed the actual contracts 
curve heavy as long as it was “sustained” (that is, so 
long as each month was as good as, or better than, the 
same month in the previous year) and we showed the line 
spotted when it was sagging (at levels less than at the 
same time in the previous year). The facts are thereby 
emphasized. ‘Rising’? contemplated projects occur ahead 
of a “sustained” level of actual contracts. “Falling” con- 
templated projects result in a sagging in actual contracts 
later on. 

These rules have pertinent application right now. <Ac- 
tual contract placing has been sagging in recent months. 
so that amounts were not quite up to those at the same 
time in the previous year. But from the chart we see 
that there has been a distinct reversal of the contem- 
plated projects curve. Not only has that curve been rising 
sharply in the recent three months, but it has risen to 
levels higher than those recorded on the average during 
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the 1925 period that preceded the 1925 and 1926 boom of 
building. It yet remains to be proven that the recent 
rapid rate of increase in contemplated projects will con- 
tinue and we have yet to see how important a “rising”’ 
area may be developed during 1928; but already the 
rising trend in contemplated projects has neutralized the 
sagging tendency in actual contract placing. The Jan- 
uary posting on the chart (the average of the latest three 
months) shows that actual contract placing was not quite 
as high as at that time a vear ago. Actually, however. 
data at hand for the single month of January, 1928, 
show a definite increase over January of 1927. Probably 
during the Spring months of 1928 we shall see actual con- 
tracts for building at levels greater than the levels in the 
Spring of 1927. 
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ATTRACTIVE WINDOW DISPLAY 
Zina Goodell Corporation, Salem, Mass., Showed 
Dixon Preducts in Effective Layout 

The accompanying illustration shows a very attractive 
display of products of the Joseph Dixon Crucible Co. in 
the large show windows of the Zina Goodell Corporation, 
Salem, Mass., distributor of mill supplies, hardware and 
auto accessories. Displays of Dixon lubricants and lum- 
ber crayons were effectively used, the products shown 


including flake graphite, pipe joint compound, spring 
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Zina Goodell Window Display 











oil, and greases. Much taste was shown by the window 
decorators in the selection of colors for the display. 

It is interesting to note that, whereas Joseph Dixon 
founded the Joseph Dixon Crucible Co. in Salem in 1827 
more than 100 vears ago), Zina Goodell started his busi- 
ness in the same city 90 years ago, and it is one of the 
pioneers in the hardware and mill supply trade in New 
England. The Zina Goodell Corporation’s first location 
one-story wooden structure, 18 by 30 feet in 
dimensions. Its present brick buildings cover an area of 
more than an acre. Joseph Dixon moved to Salem, from 
Marblehead, a nearby town, where he was born and 
passed his early days. The Joseph Dixon Crucible Co.’s 
plant is now in Jersey City, N. J. 
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Queen City “On the Air”’ 


The Queen City Supply Co., Cincinnati, is, so far as 
MILL SUPPLIES is aware, the first mill supply house to 
“go on the air.”” Lawrence J. Puchta, vice-president of 
the company, announces that the company is broadcasting 
every Tuesday evening at 6:30 o’clock eastern standard 
time, through station WSAI, Cincinnati. 
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435 — Wall Paint Brush. Long Black 
China Bristle, heavily filled and vulcan- 
ized in hard rubber—nickeled ferrules. 
Sizes 3” to 5” widths. 


Dependable 
Paint and Varnish 
Brushes 


There is always a feeling of satisfaction in 
selling merchandise that is thoroughly de- 
pendable. In this class you may safely place 
the Osborn line of Paint and Varnish Brushes. 


These brushes represent all that selected ma- 
terials and skillful workmanship can contribute 
to better working and longer wearing tools. 


More than thirty years of experience has firmly 
established the tradition that Osborn Paint and 
Varnish Brushes will stand the test of hard and 
continuous service by the most exacting users. 


JHE OSBORN MANUFALTURING LOMPANY 
5401 Hamilton Ave. . Cleveland, Ohio 


Branch Offices 
New York Detroit Chicago 


San Francisco Los Angeles 


BETTER WEARING BRUSH 


When writing to Advertisers please mention Mitt SuPPLIES 
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444—F lat Varnish 
Brush. Black China 
Bristle, vulcanized in 
hardrubber—chiseled. 
Tin ferrules. A handy 
brush for general use. 
Sizes 1” to 4” widths. 


401 —Flat Varnish 
Brush. Black China 
Bristle, vulcanized in 
hard rubber, triple 
thick, chiseled. Nick- 
eled ferrules — cherry 
handles. A popular 
high-grade brush. 


441 — Oval Paint or 
Varnish Brush. Black 
China Bristle, vulcan- 
ized in hard rubber— 
chiseled. Nickeled fer- 
rules. Sizes 1%” to 
2%” diameter. 












456—Oval SashTool, 
Black China Bristle, 
chiseled, vulcanized 
in hard rubber, seam- 
less nickeled ferrules, 
polished handles. Sizes 
¥,” to 1%” widths. 


This month your customers 
will’see these Osborn Brushes 
advertised in Factory @ In- 
dustrial Management, Pur- 
chasing Agent, Mill & Fac- 
tory Illustrated, and Midwest | 


Purchasor. 








FOR EVERY USE 
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Council Will Meet on March 6th 


Convention Programme up for Discussion and Formulation—Asso- 
ciations Urging Members to Make Nashville Hotel Reservations 


The third regular meeting of the Mill Supply Coun- 
cil will be held in the Cincinnati Club, Cincinnati, Tues- 
day, March 6th, starting at 10 o’clock in the morning. 
Alvin M. Smith, secretary of the council, has sent out 
formal notices of the meeting, and each notice was ac- 
companied by a suggested programme to be followed 
at the meeting. The March 6th gathering will be the 
third regular meeting of the council. A _ preliminary 
meeting was held on board the Noronic last June, at the 
close of the triple convention. Regular meetings were 
held in Cleveland, on September 21st, and in Cincinnati, 
November 29th. 

The principal matter scheduled for attention at the 
meeting of the council March 6th is the formulation of a 
programme for the triple convention of The Nationel 
Supply and Machinery Distributors’ Association, South- 
ern Supply and Machinery Dealers’ Association and the 
American Supply and Machinery Manufacturers’ Asso- 
ciation, to be held May 15th, 16th and 17th in the Hermit- 
age hotel, Nashville, Tenn. 

BIG CONVENTION ATTENDANCE SOUGHT 

All eyes are now turned toward the May convention 
and each of the associations is seeking a large attendance 
and urging its members to get in their hotel reservations 
early. 

“Those who were fortunate in being on the steamship 
Noronic convention cruise last summer will be interested 
to learn that an even more excellent business promotion 
session is ahead,” wrote F. D. Mitchell, secretary of the 
American Supply and Machinery Manufacturers’ Asso- 
ciation, in a letter mailed February 10th, advising mem- 
bers to make their hotel reservations. 

“In dollars and in friendships it will pay you to have 
your company well represented. Please write to the hotel 
of your choice for the accommodations you desire; but 
please write soon.” 

Enclosed with the letter was a map showing the hotel 
section of Nashville. 

“Our activities at this time are centered upon bring- 
ing out the largest possible attendance at the Nashville 
convention, May 15th, 16th and 17th,” wrote Alvin M. 
Smith, secretary of the Southern Supply and Machinery 
Dealers’ Association, in a letter to MILL SUPPLIES. 

“We are also actively compiling a complete list of all 
the manufacturers from whom our membership buy, 
looking toward increasing the practice of dealer distri- 
bution. 

“The meeting in Jacksonville (Fla.), January 28th, 
was not very largely attended, but the lack of attendance 
was made up in enthusiasm, and we feel that considerable 
good has been derived by the members in that section 
through the contacts gained at this meeting and the dis- 
cussion of problems relating to the industry, which con- 
cerned all the firms represented. 

“We do not expect to hold any additional district meet- 
ings prior to the Nashville convention.” 

The National Supply and Machinery Distributors’ As- 
sociation is also urging its members to make their reser- 
vations and is seeking a good attendance at the triple con- 
vention. On the bottom of all stationery being sent out 
by the association are lines in red ink calling attention 
to the twenty-third annual meeting of the organization, 


to be held in Nashville, Tenn., May 15th, 16th and 17th. 

Announcement has been made at headquarters of the 
National Association of the addition of another new 
house to membership. The latest new member of the Na- 
tional is Page, Steele & Flagg, 219 Water street, New 
Haven, Conn. This brings the total of new members of 
the association secured since the triple convention last 
June up to 31. 

National Investigates Truck Deliveries 

To determine the extent to which the practice of mak- 
ing long distance motor deliveries has grown and to ob- 
tain the concensus of opinion of distributors on the profit- 
ableness and advisability of the plan, The National Sup- 
ply and Machinery Distributors’ Association has sent a 
questionnaire to its members. 

The questionnaire asks the longest distance over which 
motor truck deliveries are made by dealers; average value 
of orders thus delivered; average cost per order of mak- 
ing such deliveries; whether extra charge is made for 
such deliveries, and, if so, the amount charged and how 
determined; the average number of miles each truck runs 
per week; the cost per week of operating one truck, in- 
cluding gas and oil, tires, repairs, insurance, deprecia- 
tion and driver; whether distributors in the territory are 
constantly increasing delivery distances; whether the 
member is making long distance deliveries in competition 
with local dealers, or whether such deliveries are in com- 
petition with dealers outside of his locality. 

“The gradual extension of motor truck deliveries is 
considered by many of our members a subject that should 
be given most serious attention,” wrote George A. Fern- 
ley, secretary of the National Association, in a letter ac- 
companying the questionnaire. 

“Many doubt that orders delivered long distances are 
as profitable as is generally believed. In order to ascer- 
tain the concensus of opinion and determine the extent 
to which this practice has grown, it has been decided to 
make an exhaustive study of the question.” 

Profit Is Up to Individual 

The problem of making money through mill supplies 
is one which the individual must continue to solve, and 
one which he can solve when he wills to do so, according 
to Little Talks with Mill Supply Men, issued by the 
American Supply and Machinery Manufacturers’ Asso- 
ciation. The article, which is captioned, ‘Forward and 
with Good Cheer,” 


Says 


is as follows: 

If the mill supply industry were as profitless as some of 
our most enthusiastic pessimists would have us believe, there 
would be no use looking forward to better conditions in the 
vear 1928, which is now with us. If the industry were as 
profitless as those same pessimists indicate, they themselves 
would have been out of it years ago. Just as exuberance is 
regarded as a sign of youth so some of our best business men 
feel that they have to hang just so many yards of crepe each 
year or they would not be considered as solid, conservative 
vertabrae of the nation’s spinal column. 

YEAST CAKES MAY BE NECESSARY 

For a condition such as this the Fleishmann Company 
would recommend three yeast cakes a day, masticated slowly. 
The director of athletics would recommend diving into th 
old sweat shirt and bettering the circulation, while the office 
boy would shout: “Don’t take it lying down; get up an: 
fight!” If everything looks blue, it must be you; go to the 
M. D. and have a blood test made to see if there are enough 
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Vo ot Forged Steel Flanges 
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‘THE illustration gives an idea of the complete 

stocks of Vogt flanges carried in sizes to 
eight inches inclusive ... Forged from the best 
grade open hearth steel. Vogt flanges are ac- 
curately finished in specially designed machines 


for refinery, hydraulic, steam, air and 
ammonia service. Write for Catalog F-6 
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smancs orrices: HENRY VOGT MACHINE CoO. ta 
CHICAGO 
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I NCORPORATED ) 
CLEVELAND LOUISVILLE, HY. Ae “yy 
DALLAS ye 5 
PHILADELPHIA Manufacturers of: Oil Refinery Equipment, Drop Forged Steel Valves and Fittings, Water Tube and z 
Horizontal Return Tubular Boilers, Ice Making and Refrigerating Machinery. 
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red corpuscles chasing themselves around your interior cir- 
tn, “ © 

Think of where we are. This U. S. A. of ours is without 
doubt the best and most prosperous place in all the world to 
be just now. It will doubtless be the best place for business 
for many years. Just suppose yourself a bath-tub merchant 
in Russia and then figure your chances of making profits. 
There are assuredly tens of thousands of mills in these 
United States, and each of these mills consumes supplies. 
If your products meet with more than normal sales resist- 
ance, it might interest you to call on some of the mills that 
use your type of goods to find what you can do to make your 
product more acceptable. That may mean changes either 
large or small, but, except in items altogether standardized, 
the article must be redesigned or modified to meet changing 
conditions. This would be a soggy and sick business world 
if the best of twenty years ago were the best today. 

COUNCIL SEEKING TO BETTER RELATIONSHIP 

The Mill Supply Council is trying to find a way to better 
some of the business relationships in this great industry. 
That will help considerably, for it will bring closer under- 


57 


standing between manufacturer and distributor. The prob- 
lem of making money through mill supplies will, however, 
continue one for the individual to solve. It is one he can 
solve when he wills to do so. To start a new line of thought 
he may have an outsider make a sales survey. The sales- 
survey man should be an engineer so that comments and 
criticism by the actual user may be translated into commer- 
cial and acceptable design. The man who makes the inquiry 
must start with a mind as open as a clean slate, and he must, 
after starting the subject, be a good listener, but he must 
also promote the flow of customer suggestions by giving out 
ideas of his own to serve as targets for the user’s approval 
or criticism. 

Where prosperity reigns is where life is best, and pros 
perity is certainly with us. If some companies show low 
profits and some show losses, it is no mark of a national dis- 
ease; it is a matter of individual management. The business 
world rewards responsive manufacturers. For 1928 develop 
dividends by giving the customer exactly what you find he 
wants. And may prosperity attend you! 


Competition Is the Problem 


A. C. Ernst Is Hopeful for Economies in Distribution During 1928 


That 1928 will witness a continuance of active compe- 
tition and that it will produce a general recognition of 
the necessity for curtailment of selling and distribution 
overhead costs. is the opinion of A. C. Ernst of the firm 
of Ernst & Ernst, Cleveland, accountants and business 
‘ounsellors, as expressed in a letter appearing in one of 
he firm’s weekly bulletins, under the caption, ‘“Competi- 
‘ion Is the Problem for 1928.’ The letter in part is as 
iollows: 

The past year has been noteworthy for stiffening compe- 
tition, declining sales prices, additional economies in produc- 
tion, some but not enough economies in distribution, a 
continuation of the struggle to hold and increase volume 
sales—resulting in a decline of profits in many lines. Money 
has been unusually easy and large surplus funds have been 
available. It has been a good year to teach business lessons, 
and we are learning them well. 


In 1928 I think we must expect a continuation of active 
competition. I believe the demand for credits and large 


financial undertakings outside of America will be very great, 
with a stiffening effect on money conditions at home. 

It is my feeling that 1928 will produce a general recogni- 
tion of the necessity for curtailment of selling and distribu- 
tion overhead and that this will be beneficial. With 
production facilities in many lines far in excess of normal 
market consumption, a continuation of the policy of stressing 
large volume of sales at reduced prices would force readjust 
ments. Volume alone cannot compensate indefinitely for 
inadequate returns on investment. Effective policies must 
be adopted looking toward solution of the problem of de- 
structive competition, for the benefit of both large and small 
companies, and equally in the interests of consumers. 

We must do for selling and distribution something of what 
has been done in the manufacturing ends, through large cap- 
ital outlays for labor saving equipment and the more efficient 
handling of products and personnel within manufacturing 
plants. Executives must operate under better financial and 
budget programmes, so that at the end of the year there may 
be some improvement in the net profit showing. 

The year will inevitably be marked by combinations and 
consolidations, better organization of industrial and trade 
associations, progress toward economies of distribution, 
tighter adjustment between production and sales schedules, 
with more emphasis put upon sales possibilities as the guid 
ing factor. There can be no letting down of effort to effect 
constructive economies, to do even better than in the past. 
It will be a good year for those industries and trades which 
apply themselves to this task. 

D. K. Swartwout, president of The Swartwout Com- 
pany, Cleveland, in sending copies of this letter to all 
sales and distribution representatives of the company, 
stated that the letter is timely and strikes his company 
vith tremendous He indicated as the points he 


costs, 


force. 


considered outstanding in the letter of Mr. Ernst—‘the 
necessity for cutting down the cost of distribution” and 
“the outstanding value of making new contacts, to which 
reference is made in the last paragraph of his letter, 
‘with more emphasis put upon sales possibilities as the 
guiding factor’.” 


~ 


“FULTON FACTS” HAS BIRTHDAY 


Monthly Magazine Psblished by Fulton Supply Co. 
Was Founded in February, 1915 


Fulton Facts, published monthly by the Fulton Supply 
Co., Atlanta, distributor of mill supplies, began the four- 
teenth year of its existence with the February issue. 
This very interesting little magazine, containing 
editorials, news matter and other reading features, to- 
gether with advertisements of lines carried, is sent by the 
company to customers. The first issue of Fulton Facts, 
which went into the mail in February, 1915, was sent to 


1,327 different addresses. The February, 1928, issue 
went to 2,573 addresses. The first issue contained 20 


pages; the most recent 36. 

“During the time the Facts has been issued scores of 
little publications similar to ours were ‘born and died,’ ” 
the magazine states. ‘But, like the rippling brook, the 
Facts ‘goes on forever.’ Its success, while reflecting ow? 
success at Fulton Supply, could not have been possible 
without the loval support of our customers, and again we 
thank you, every one, for your co-operation down through 
the years.” 

_— 
Company Purchase Announced 

The Upson-Walton Co., Cleveland, recently purchased 
The Cleveland Block Co., and states it is thus able to 
supply the trade with a complete line of tackle blocks 
for manila and wire rope, hay fork pulleys and oil well 
pulley blocks, together with the full line of wood blocks 
for manila rope and regular pattern Diamond frame 
blocks for wire rope, which the Upson-Walton Company 
has been manufacturing for some years. The name 
“Cleveland” will be continued as a trade name for the 
tackle blocks formerly made by The Cleveland Block Co. 
The Upson-Walton Co. also has a line of drop forged 
steel turnbuckles, wire rope clamps, thimbles, sockets and 
drop forged shackles, together with a stock of pure 
manila rope and wire rope, boat oars and paddles. 
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OHNSON Bronze Bars, in 
J the hands of skilled work- 
men throughout the world, are 
being wrought into millions of 
useful products. 

Ease in working them is insured by the even texture 
obtained from careful compounding of virgin metals. 
Solid bars are available in 32 sizes from 14” to 414” 
in diameter. The 192 cored bars range from 5%” to 
3” inside diameter and from 114” to 6” outside diame- 
ter. All the 224 sizes are 12” long. 

The same careful attention is given the manufacture 
of Johnson Bronze Bars as obtains in the Johnson 
Bronze Bearings and Bushings which go into the 
world’s finest motor cars and machinery. 


JOHNSON BRONZE COMPANY 
NEW CASTLE, PA. 


Branches: Chicago Kansas City San Francisco 


BRON Z 


BAR BRONZE 


Johnson Products: Piston Pin, Tie Rod, Steer- 
ing Knuckle, Spring Eye, Spring Shackle, Genera- 
tor, Starting Motor, Special Miscellaneous Bush- 
ings and Parts, Cored and Solid Bronze Bars. 


JOHNS 


BUSHINGS 
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First of Regional Meetings Hel 


Manufacturers, Distributors and Salesmen of Power Transmission 
Equipment at Interesting Sectional Session in Philadelphia 
W. S. HAYS 


Executive Secretary, Power Transmission Association 


The first of a series of regional meetings of manu- 
facturers, distributors and salesmen of mechanical power 
transmission equipment was held at the Poor Richard 
club, Philadelphia, Friday evening, February 3rd. It was 
a highly successful meeting in every respect. More than 
100 were present, including manufacturers, distributors, 
salesmen, operating and designing engineers and several 
representatives of the business press. 

Following dinner and a brief greeting by L. H. Shingle, 
Shingle-Gibb Leather Co., Philadelphia, treasurer of the 
Power Transmission Association and chairman of the 
committee on arrangements for the meeting, William H. 
Fisher, secretary and sales manager, T. B. Wood’s Sons 
Company and president of the Power Transmission As- 
sociation, assumed the duties of toastmaster. Mr. Fisher 
explained that the aim of these regional meetings, which 
are to be held in a number of cities, is to acquaint all 
members of the industry and their representatives with 








L. H. SHINGLE 





the purposes and scope of the association in promoting 
the most efficient and economical distribution of power, 
and with the methods of collecting and disseminating 
such information, which will be helpful to the repre- 
sentatives of the industry in showing users of power 
equipment what is the most efficient drive method to em- 
ploy. He further explained that the association is un- 
alterably committed to the right drive in the right place, 
and places all its resources at the disposal of the power 
users of the country. 

DISTRIBUTOR ENTHUSED OVER ASSOCIATION ACTIVITIES 

The next speaker, T. E. Hazell, vice-president, Wm. 
H. Taylor & Co., Inc., Allentown, Pa., a member of the 
Dealers Relations Committee, said it was a splendid move 
on the part of the manufacturers to take the distributors 
of power transmission in their councils, that the new 
association would fill a long-felt want in providing the 
necessary supplementary consulting engineering and 
technical service for distributors. Many such companies 


do not have a sufficient number of problems to keep a full 
time technical expert, he said. To be able to supply every 
salesman of mechanical power equipment and supplies 
with data and facts on simple mechanics and norma! 
problems, and on efficient and economical distribution of 
power, would prove invaluable to the dealers, and react 
in increased sales for the manufacturers. The associa- 
tion would provide a place to which salesmen would refer 
special problems, and secure the experience of users and 
recommendations of engineers. He was enthusiastic as 
to the future, and as to possibilities for closer co-opera- 
tion and greater knowledge throughout the trade. 

At the annual meeting held in December, an advertising 
programme was suggested for the purpose of acquainting 
users of power equipment with the purposes of the asso- 
ciation, the advertising space to be donated to the asso- 
ciation from the members’ schedules. Roy C. Moore, the 
Chas. A. Schieren Co., New York, chairman of the adver- 
tising committee, explained the progress that has been 
made, and showed the advertisements that have been 
run, with the members’ ‘signatures at the bottom of the 
ads. Mr. Moore expresséd the thought this programme 
would prove to be the outstanding example in 1928 of co- 
ordinated and co-operative advertising and of great value 
to the association and to members contributing use of 
their space. He felt the members had responded splen- 
didly in the matter of appropriation of space. 

The schedule at the present time includes 22 mediums, 
and, while there are some gaps in every issue of the 
schedule, he firmly believes that when all the members 
realize the value of the programme and the method of 
carrying the members’ signatures at the bottom, nearly 
all the gaps will be closed. His advertising committee 
wants all in the industry to think about the ideas these 
advertisements should carry, and it will welcome any 
ideas that can be used to get users of 
power equipment thinking in terms of mechanical trans- 
mission equipment, and to stop, look and listen before 
making new or renewal installations, in order that they 
may be sure they are driving right with the latest and 
most approved mechanical power transmission equipment. 

The toastmaster then introduced the ‘‘granddaddy” of 
a number of associations, Charles E. Carpenter, E. F. 
Houghton & Co., Philadelphia. Mr. Carpenter said he 
was very grateful for the opportunity the Power Trans- 
mission Association was giving him and the other manu- 
facturers of power transmission equipment to show the 
worthwhile place of their products in the manufacturing 
programmes throughout the country. He expressed the 
thought that the association would do the whole industry 
a great deal of good, but that the members of the associa- 
tion and the other individuals of the industry could not 
expect that business would roll to them because of the 
activities of the association. Co-operation can do a lot, 
but not the impossible, he said. This was the signal for 
all to work and hustle and to redouble their efforts, be- 
cause now there would be the incentive of knowing the 
whole industry was back of them, and that the movement 

(Continued on Page 638) 
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The COMPRESSED SPRUCE 
PRODUCTS COMPANY of West 
Orange, N. J., takes pleasure in an- 
nouncing the completion of their new 
factory located at Bloomfield, N. J. 
The Bloomfield plant has a capacity 
for producing pulleys in all tvpes and 
sizes 12 times greater than the West 


Orange plant. Also equipment has 
been provided for the production of 

' 
SPRUCOLITE non-metallic gears 





rolls for all kinds of service —wheels, 
et cetera. 


SPRUCOLITE is the new trade 
name of our products, and effective 
February Ist, 1928, the name of our 
company was changed to the 


SPRUCOLITE CORPORATION. 


We are highly gratified at the very 
rapid growth of our business, and we 
are putting forth every effort to im- 
prove our service in connection with 
our high grade products. 4 
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3000 TON HYDRAULIC PRESS 
Compressing Pulley Stock 


Do not confuse SPRUCOLITE Compressed Spruce Pulleys 
with ordinary wood pulleys. Due to the extremely high 
compression, the elastic limit of the wood structure is 


passed and the resultant material isa VERY DENSE FIBRE. 





To dealers: 


Our account is a most valuable one. We are appointing 


dealers in all sections of the country. Write for our attrac- 





— Cross section of Compressed Spruce Block show- 
tive proposition. ing change due to compression 
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_ FOR MORE EFFICIENT POWER TRANSMISSION USE 
COMPRESSED SPRUCE FIBRE PULLLEYS 








, Maximum Power is delivered by Compressed Spruce Fibre Pulleys due to their higher coeffi- 
cient of friction, superior strength, true running qualities, and maximum resistanee to water, 
‘ steam and atmospheric changes. 
' 
COMPRESSED 
{ SPRUCE 
H 
| 
hurnished in any size or COMPRESSED 
t shape for all) conditions SPRUCE FIBRE PUL- 
Ss é of service. LEYS are manufactured 
f E under basic patents, and 
£ were not placed on the 
; . ~ eastern market until after 
ee et atm six vears of development 
; ee tual - and actual use on the 
i erating Cond Lig@omns. Wisntin Cenaat. 
& 
- 
j SECTION THRU COMPRESSED SPRUCE PULLEY 
Pp 
Compressed Spruce Fibre Pulleys are used and recommended by some of the largest nation- 
ally known concerns due to their superior qualities in reducing belt slippage, prolonging the 
Y life of belts and eliminating all bearing troubles that are due to exeessive belt tension. 
e 


- , Compressed Spruce Pulleys cost no more than other types 
ay HIGH FRICTIONAL QUALITIES: Tests conducted by the University of Washington, Leland Stanford Uni- 


versity, and by large nationally known concerns have unquestionably proved that compressed spruce pulleys possess 
the highest known coefficient of friction. This st: itement is corroborated by the following, which is an extract from 
page 1296, 1923 edition of Kent's Mechanical Engineer's Handbook: 


Relative Capacity of Different Types of Pulleys. —In an investigation to ascertain the value of compressed 
spruce pulleys, Prof. G. 8S. Wilson (Bulletin No. 10, Univ. of Wash. Engg. Expt. Station, 1920) fe saad the horse- 
power capacity of several different types of pulleys to be as given in Table 1. In this investigation the slip of the 
belt was measured at belt tensions ranging from 37 Is to IST!» Ib. per sq. in. of belt section, and the horsepower 
determined by a Prony brake. The pulleys used in the investigation were ix in dam and 6 in. face 


Table 1.—-Horsepower Capacities Per Inch Width of Belt of Various Pulleys. 





» e s oO . 
— pict sts Relative 
1% 113% 2% Capacity 
Weight at 2% Slip 
Kind Lb Horsepower 
Cast-iron 65.0 | 0.58 0.69 0.74 =| 100.0 
Steel 10.0 71 7s SI 109.4 
Wood split 21.5 | 63 7 82 110.8 
Paper wes 4 62 76 S83 | 13.4 
Compressed spruce 22.0 76 Sl Si 113.5 


SPRUCOLITE CORPORATION 


(Formerly Compressed Spruce Products Co. 
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Before Lincoln was President 


Rusco Solid-W oven Cotton Belting 
Was Serving American Industries 


IN 1857 a patent for weaving solid-woven 
cotton belting was issued to Mr. Thomas 
Cook. Mr. Cook sold his patent to the 
Russell Manufacturing Company, which 
thus became the first manufacturer of 
solid-woven cotton belting in the 
country. 

Rusco Belting was first used for eleva- 
ting grain in mills and elevators. 
Another of its earliest jobs was trans- 
mitting power from overshot water 
wheels. 

In 1882 waterproof Rusco Belting was 
first supplied —waterproofed by a secret 
impregnating process. And even then, 
we were still the only people in the 
business. 

Today, Rusco Belting is one of the 
great servants of industry for trans- 
mission, elevating and conveying in 


dozens of industries as wide apart as 
paper mills and bakeries. 


Wonderful Qualities 
Rusco Belting is enormously strong. 
Has wonderful grip and pulling power. 
Remarkably free from stretch, shrink 
and slip. Amply elastic. Waterproof. 
Weatherproof. Dustproof. Stands heat 
up to 250-degrees F. 

Rusco Belting is woven from highest 
grade cotton, all of uniform grade. It 
is woven on enormously heavy looms 
of our own manufacture. It is impreg- 
nated with a secret waterproofing com- 
pound. 

Wherever you find Rusco in industry 
you find a belt doing its job well, with 
long life, at low cost. For complete 
information write The Russell Manu- 
facturing Co., Dept. M-1, Middletown, 
Conn. 


RUSCO BELTING 


FOR TRANSMISSION—ELEVATING—CONVEYING 


Long Life 


. - Great Pull . . . . Low Cost 
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(Continued from Page 59) 
was increasing the respect with which the industry is 
held. 

The chairman of the board of advisory engineers of the 
association, William A. Staniar, E. I. Du Pont de 
Nemours & Co., Wilmington, Del., was next introduced. 
Mr. Staniar stated that as a buyer of mechanical trans- 
mission equipment, it was pleasing to note the interest 
of the manufacturers in the work of the association, that 
he really felt it was beginning to reflect in the salesmen, 
and that the caliber of the men and the knowledge of 
their products were showing a vast improvement. Mr. 
Staniar explained the place of the board of advisory en- 
gineers in the work of the association, saying it would be 
glad at any time to render assistance in any problem 
that may arise to perplex the members or any of their 
representatives or users of power. The board of ad- 
visory engineers is made up of engineers in nearly every 
phase of manufacturing. 

Mr. Fisher then called upon the writer, who explained 
the necessity for all in the industry doing their utmost 
to promote the use of mechanical power transmission 
equipment, whether they make it, sell it, pack and wrap 
it, or bill it, and to do everything possible to make the 
users satisfied and happy. It was explained that if the 
user is induced to use certain material, everything must 
be done to insure its successful use. 

The meeting was then thrown open to general discus- 
sion and a number of problems were discussed. All 
present had such an enjoyable and profitable time that it 
was voted to hold such meetings two or three times a 
year. The next regional meeting will be held in Chicago, 
at a date to be announced later. 

At a meeting of the executive committee of the asso- 
ciation prior to the regional meeting, regional chairmen 
or team captains were selected to head the “Every Mem- 
ber Get a Member” drive. Edward H. Ball, president, 
Chicago Belting Company, Chicago, was appointed gen- 
eral chairman of this drive. Other regional chairmen 
are as follows: H. E. Whiting, Whiting Leather & Belt- 
ing Co., Long Island City, N. Y.; Charles M. Murray, 
Transmission Ball Bearing Co., Inc., Buffalo; Stiles C. 
Smith, The Smith Power Transmission Co., Cleveland: 
D. I. Wheeler, The Whitney Mfg. Co., Hartford, Conn.: 
Fk. H. Willard, Graton & Knight Co., Worcester, Mass.: 
A. G. Snider, Hide Leather & Belting Co., Indianapolis; 
H. J. Heasley, G. W. Sadler Belting Co., Montreal, Can- 
ada; J. E. Henry, The Medart Company, St. Louis; H. P. 
Degen, H. P. Degen Belting Co., San Francisco, Cal. 

THOSE ATTENDING MEETING 

Following are the names of those who were present at 

the regional meeting and the firms they represented: 


Alexander Bros., Inc., Philadelphia—George L. Abbott, 
Frank Barnes, J. Allan Machin, A. D. Williams. 
E. P. Alexander & Son, Inc., Philadelphia—W. F. Hurley, 


Wm. L. McCall. 

The American Pulley Co., Philadelphia 
liam R. Simpson. 

Baldwin Belting & Leather Co., Inc., New York 
Baldwin. 

Charles Bond Company, Philadelphia—C 
L. Martin, Charles T. Oliver. 

Bond Foundry & Machine Co., 
Noros. 

England, Walton & Co., Inc., Philadelphia—M. 
Bryan, John B. Mulford. 

The Fisher Leather Belting Co., Inc., Philadelphia—George 
H. Fisher, C. H. Fisher, J. B. Tomlinson. 

Graton & Knight Co., Worcester, Mass.—-P. W. Brennan, 
H. L. LaRue, R. W. Davis. 

Hood Mill Supply Co., Philadelphia-~-B. Bailey, Frank G. 
Hood, A. J. Innes. 

R. H. Hood Co., Philadelphia—Henry G. Hood. 

E. F. Houghton & Co., Philadelphia—Frank V. 


B. E. Baker, Wil- 
Ernest L. 
. Carter Bond, H. 
Manheim, Pa.—George C. 


Phillip 


Armato, 
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Walter A. Buechner, C. Howard Butler, H. P. Canerdy, 
Charles E. Carpenter, Frank A. B. Harris, Albert Koch, J. 
R. Pounds, George W. Pressell, R. H. Patch, John D. Powers, 


Joseph Rach, Walter L. Reading, W. W. Richardson, Jr., Her- 


bert Seward, C. H. Stonerod, J. F. Weber, John Wolfenden, 
E. H. MacInnis, E. F. Norton. 

Hyatt Roller Bearing Co., Newark. N. J.—H. M. Carroll, 
I’. Farrell. 

Keystone Lubricating Co., 
Joseph H. Yerkes. 

Page Belting Co., Concord, N. H. 
S. Rivers. 

Philadelphia Gear Works, Philadelphia 
ter, Fred W. Walker. 

Reilly Bros. & Raub, Lancaster, Pa. 
John Thice. 

J. E. Rhoads & Sons, Philadelphia 
vey, Philip G. Rhoads. 

Royersford Foundry & Machine Co., 
M. Champion, J. Carroll Deisher. 

Chas. A. Schieren Co., New York—Roy C. Moore. 

Shingle-Gibb Leather Co., Philadelphia—F. W. 
H. Shingle. 

Standard Pressed Steel Co., Jenkintown, Pa.—-H. F. Grade, 
Ralph S. Mast. 

The U. S. Leather Co., New York—E. G. G. Brooker. 

T. B. Wood’s Sons Company, Chambersburg, Pa.—W. H. 
Fisher, T. Lester Marshall. 

The Whitney Mfg. Co., Hartford, Conn.—R. J. Howison. 

sright & Company, Reading. Pa.—R. S. Moore. 

Crompton & Knowles Co.—John Crompton, Will Knowles. 

Manufacturers Selling Company, Trenton, N. J.—Edw. 8. 
Bigelow, C. W. Blakesley, Arthur S. Dingethal, George A. 
Erb, Arthur T. Hedden. 

H. B. Mehring & Co.. York, Pa. 
ring, Jr., John P. Rudisill. 

Wm. H. Taylor & Co., Inc., Allentown, Pa.—G. F. R. Bahn- 
son, T. E. Hazell. 

Power Transmissien Association—W. S. Hays, F. O. Mat- 
thiessen, William Staniar, the latter of E. I. DuPont de Ne- 
mours & Co., Wilmington, Del. 


Philadelphia—H. A. Buzby, 


> 


George W. Krauss, R. 
Robert J. Coul- 
Richard H. Barr, A. 
H. Cope, Anson B. Har- 


Royersford, Pa. i. 


Baldt, C. 


F. Fogle, Herbert B. Meh- 


REPRESENTATIVES OF BUSINESS PRESS 

Tudustrial Engineering, New York—A. P. Gumaer. 

Industrial Power, Chicago—C. Lester Staman. 

MILL SUPPLIES, Chicago—E. N. Grantvedt. 

Power Transmission, Chicago—B. F. Damon. 

McGraw-Hill Publishing Co.. New York—W. E. Nish. 

Shoe and Leather Reporter, Boston—S. B. Koons. 

Textile World, New York—Charles W. Fisher, S. S. 
Henderson. 

Belt and Electric Co-operation 

In view of the attention being directed to the correct 
application of group and electric drives, the following 
contribution to The Wood-Worker trom the pen of N. G. 
Near is of particular interest. 

“It is my opinion that we see a ‘vs’ placed between 
‘helt drive’ and ‘electric drive’ entirely too often,” wrote 
Mr. Near. “I have done it myself, but let’s not do it any 
more. I am a believer in both the belt drive method and 
the individual electric drive method, depending upon con- 
ditions. 

“A few vears ago, while talking with a prominent 
manufacturer of power-transmitting equipment, he told 
me that I was ‘butting my head against a stone wall’ by 
writing articles that were favorable to belting. He said 
that belting was doomed. But he was mistaken. There 
is need for both electric motors and belts. During the 
past decade the use of leather belting has been increasing 
more rapidly than the use of electric motors. Both are 
on the increase, as they should be. 

“When there is an increase in the use of electric 
motors it often means that there is a corresponding in- 
crease in the use of belts. because the motor may be 
belted to several machines, as in group drives. And very 
often a single motor is belted to a single machine instead 
of being directly connected. 

“In a recent advertisement by a large company which 


(Continued on Page 6s) 
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“self-lubricating” axle bear- 
ing— guaranteed for the life 
of the barrow—means long- 
er life and easier wheeling. 








| Mes No oil service ever needed — 
r~ =n permanent lubrication sup- 
plied. Rolls as smoothly when 
it is old as when it is new. 


The Sterling wheel and axle 
assemblies are scientifically 
made to reduce wheeling ef- 
fort and withstand hard service. 
Pre-lubricated fibre bearings 
in each end of the hub. The 
hub is wrought steel. Axle 
shaft is round, cold rolled steel, 
in place of the ordinary com- 
mon bolt and is locked to mal- 
leable brackets by means of 
split pins—cannot turn or bind. 
The spokes are riveted and 
shouldered to the tire and cast 
to the hub. The tread of the 
tire is smooth. The Sterlin3 
wheel has “10 spokes” instead 
of the usual 8, this shortens 
the distance between spokes 
and strengthens the tire. This 
unusual wheel and axle assem- 
bly—on all Sterling barrows 
— means more capacity loads 
per man per day and results in 





' 


SPECIAL STERLING FEATURES more real profit for your trade. 

Self-lubricating bearings Selected maple handles It is both ethical and profitable to sell 
10-spoke wheel Special tubular steel handles what is asked for. We have a very 
Malleable iron brackets Handles clamped — not bolted attractive dealer proposition— good 
Smooth wheel face Top of tray reinforced discounts— good profit — extra heavy 
Wrought steel hub Channel steel legs national advertising. Write for facts 
Riveted and cast to hub spokes Riveted leg braces today. Prompt service from factory 
Fixed rolled steel axle Extra leg shoes or branch warehouses at Chicago, 
“V”" front tray braces Wrought iron handle tips 


New York, Fhiladelphia, Pittsburgh, 


All parts interchangeable Cleveland, Detroit, St. Louis. 


Wisconsin 
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ine Service Building Is Occupied 


New Home of Belcher & Loomis Hardware Co., Providence, Large and 
Modern in Every Respect and Provides Conveniences for Customers 


The Belcher & Loomis Hardware Co., Providence, R. I., 
founded 102 years ago, has moved into what is believed to 
be one of the most modern wholesale, factory and con- 
tractors’ supply service buildings in the east. The new 
structure, which is at 122-130 West Exchange street and 
28 Mason street, was formally opened to the public from 
February Ist to llth. The old store at 83-91 Weybosset 
street will be retained as the company’s retail depart- 





New Belcher & Loomis Service Building 








ment, under the management of Gordon W. Browne. It 
is hoped to fill the store with new lines. 

The new service building of the Belcher & Loomis 
Hardware Co. is four stories in height and has 100,000 
square feet of floor space, all of which will be occupied 
by the company. The first floor has a 110-foot service 
counter and the display and sales rooms. The second 
floor is devoted to the receiving and shipping departments 
and the open stock, executive and general offices. The 
third and fourth floors are used for warehousing. 

The building has 27 display windows, and, as it is 
located at the corner of West Exchange and Mason 
streets, it has four entrances to take care of the parking 
problem. The company has built on one side of the 
structure what is called “Service Parkway.” This is to 
be used by customers for parking their automobiles while 
trading in the building, and provides space for 35 cars at 
one time. In the rear of the building is a loading plat- 
form large enough to load the trucks of 15 customers at 
one time, and there is another loading platform on the 
side large enough to accommodate the company’s fleet of 
trucks. This space is equipped with steel doors that may 
be drawn at night to provide a fireproof garage for the 
company’s own trucks. 

In erecting the new building it was necessary to make 
an excavation of 6,500 square yards. In the structure 
were placed 182,500 square feet of forms for concrete. 
6,150 cubic yards of reinforced concrete, 380 tons of 
reinforced steel, 92,000 square feet of floor finish, 13.350 
cubic feet of brick work, 8,750 square feet of tile parti- 
tion, 3,000 square yards of pitch and gravel roofing, 2,700 
square yards of roof insulation, about 1,000 lineal feet 
of copper flashing, 286 lineal feet of steel office partitions, 
counters and wickets; 3,500 square feet of plate glass and 
9,000 square feet of ribbed glass, 1,160 square yards of 
plastering of various kinds, 2,150 square yards of terrazzo 
floor, 1,150 lineal feet of slate, tile and terrazzo base, 675 


square feet of ceramic tile flooring and 900 square feet 
of marble wainscot and partitions. 

To provide adequate telephone service, the building 
has 12 trunk lines and 67 telephone extensions. It has 
more than 425 lighting outlets, two 45-horsepower down- 
draft smokeless boilers, an incinerator for disposal of 
rubbish, 11,700 square feet of direct heating radiation, 
all regulators and thermostatic controls, and more than 
1,100 sprinklers. It has two fully automatic, push-button 
control, micro-leveling elevators, one of 6,000 pound 
capacity and a speed of 100 feet per minute, and the 
other of 10,000 pound capacity and a speed of 75 feet per 
minute. It has four fully automatic, push-button control 
dumbwaiters, two of them having 500 pound capacity 
each and a speed of 100 feet per minute, and the other 
two having 200 pound capacity each and speed of 50 
feet per minute. There are 11,600 square feet of win- 
dow area, excluding the office section, and the latter has 
730 square feet of window area. The building is equipped 
vith two complete stairways, composed of 17 flights of 
stairs, has 150 tons of steel shelving in the store and 
display rooms, and a steel smoke stack 75 feet high 
and 3 feet in diameter. 

During the formal opening of the building there were 
165 factory men demonstrating on the floor of the new 
building and the floor was not a bit crowded, Howard C. 
Crabb, advertising manager, states. The regular display 
on the floor of the new building is so planned that it can 
be moved around to suit the company’s requirements at 
any time. The company has a unique showing of power 
transmission equipment and accessories, including Amer- 
ican steel pulleys and hangers, Rockwood paper pulleys, 
the T. B. Wood’s Sons Company line, and Clipper belt 
lacers. It has a transmission engineer in the person otf 
Mr. Tondreau, who works in conjunction with the outside 
factory supply salesmen. 

The business of the Belcher & Loomis Hardware Co. 
was started in 1826 by Joseph Belcher. Later it was 








View of the General Office 


changed to Joseph Belcher & Sons, then to Belcher & 
Loomis and finally to Belcher & Loomis Hardware Co. 
Harry B. Read is president of the company, Howard F. 
saker, vice-president and treasurer, and Frank M. Whit- 
ford, secretary. The lines carried include builders’ and 
marine hardware, factory, electrical and jewelers’ sup- 
plies, paint, cutlery, tools, automobile accessories and 
ammunition. The company also does locksmithing. It 
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What \NARREN & BAILEY Say 
bout CUNEO SERVICE 


Tue letter from the Warren & 
Bailey Company reproduced here 

Is representative of scores of testi 
monials we receive from supply 
jobbers commending Cuneo Service. 


Unquestionably the catalog service 
offered by this organization is the most 
complete obtainable. It does not stop 
upon the delivery of your catalog but 
continues throughout its entire life, keeping 
your salesmen’s catalogs always up to date. 


This complete service costs no more than 
ordinary services. It 1s sponsored by The 
Cuneo Press — the world’s largest commer- 
cial printing organization. . 

We shall be glad of an opportunity to make 
a survey of your requirements in your office 
and give you complete information without 
the slightest obligation. 


CUNEO CATALOG SERVICE COMPANY 


cA Subsidiary of THE CUNEO PRESS, Inc. 
2242 GROVE STREET CN, CHICAGO, ILLINOIS 


When writing to Advertisers please mention Mirt Supprres 
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employs 180 people, 37 of whom are outside salesmen. Its 
territory includes Rhode Island, Massachusetts and Con- 
necticut. The company will take what retail business 
comes to the service building, but will not cater to that 
class of trade there, the Weybosset street store being the 
regular retail outlet. 

In the announcement of the opening of its new build- 
ing, the company made the following statement: 

“When Joseph Belcher, in 1826, founded the store of 
Joseph Belcher, which was the beginning of the Belcher 
& Loomis Hardware Company, it was his purpose to serve 
the community with good quality hardware at a fair price, 
and to give the best service possible. 

“We have unceasingly adhered to the policy laid down 
by the founder. In pursuing these ends we have found 
great happiness, numberless friendships and a sufficient 
prosperity. 

“The reward of honest merchandise is permanence of 
patronage and the confidence of the public. We are proud 
of the fact that many of our customers are the descend- 
ants of customers through several generations. 

“Good relations cannot endure for a century unless 
they are based upon confidence, early established and 
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steadily strengthened by just dealing. We ans it may 
be said of Belcher & Loomis Hardware Company that all 


who buy or use our products are friends.” 
aids Gis 


Sprucolite in New Plant 

Incident to occupancy of its new modern plant, re- 
cently placed in commission in Bloomfield, N. J., the 
Compressed Spruce Products Co. has changed its name to 
the Sprucolite Corporation. The new plant gives the 
company twelve times the productive capacity of the old 
one. <A subsidiary, Sprucolite International, has been 
formed for manufacture and sales in foreign countries. 
Factories in England and Canada are being planned. The 
company was originally established in Tacoma, Wash.. 
where a factory was placed in operation. After a seven 
vear development in Tacoma, it was decided to enter the 
eastern market, and a factory was built in West Orange, 
N. J. The facilities of this plant became so overtaxed 
that it was found necessary to establish the new plant 
in Bloomfield. The Sprucolite Corporation manufactures 
compressed spruce pulleys, gears and wheels. The com- 
pany has recently issued a small, interesting booklet on 
its products. 


Views of New Tull Building 


Exterior and Interior Glimpses of Recently Occupied/Atlanta Structure 


The accompanying photographs are views of the new 
home of the J. M. Tull Rubber & Supply Co., Atlanta, 
concerning which an article appeared in the February 
issue of MILL SUPPLIES. 

The new Tull Company home, at 285 Marietta street, 
was designed especially to meet the needs of the firm. It 
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Evte ar of New B uilding 


is an imposing structure, its exterior being of red face- 
brick, trimmed with granite and terra cotta. Construc- 
tion throughout is of reinforced concrete. The struc- 
ture has large windows, equipped with metal sashes, 
which permit daylight to enter all parts of the building. 

The view of the exterior of the building is from the 
southwest side of Marietta street, 
and side of the store building proper, with the warehouse 
adjoining in the rear. The interior view was made from 
the southeast corner of the office and shows practically 
the entire office, and the retail, or small goods, section, 
in which are kept wrenches, pliers, hack saw blades, fine 
tools and a wide assortment of screws and bolts. A tier 
of show cases around the area serve for displays of elec- 
tric tools, etc. Directly behind the stairway wall is the 
shipping room, as are also the bins for pipe fittings, hose 
couplings and kindred lines. 


showing the front 


On the second floor of the building a miscellaneous 
stock is carried, including such items as contractors’ sup- 
plies, belting of all kinds, pulleys and hangers, rubber and 
oiled clothing, rubber boots, carborundum products and 
paints. Along the northwest side of the second floor, for 
the full length, is the belt shop. In the warehouse in rear 
of the building are kept the pipe stock, cold rolled steel 
and iron bars and angles, metal sheets and rods, and 
drums of paint. The warehouse is 50 by 100 feet in 
dimension. 

Organized in 1915 . deal in mechanical and industrial 
rubber goods, the J. M. Tull Rubber & Supply Co., has 
grown rapidly and now does a general business in mill 
supplies. Two locations have been outgrown. The new 





View of ’ Gens ral Offices 


structure occupies three times as much space as the old 
location at 150 Marietta street, which was erected only 
six years ago. 


a 
Kulp Company Offices Moved 

The general offices of the Kulp Theft Proof Lamp Com- 

pany, Chicago, have been recently moved from 360 North 

Michigan avenue, to larger and more conveniently ar- 

ranged quarters in suite 1320, Wells and Van Buren 

Building, 330 South Wells street. President Lester Kulp 








had long been considering a move to the southwest cor- 
ner of the loop because of the fact that so many of the 
firms engaged in one or another phase of the electrical 
industry are located there, but it was not until recently 
that the actual shift of offices could be made without 
serious interruption of business. From the new location, 
the company states, it will be able to serve the trade 
more rapidly and satisfactorily than ever before. 
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CO-OPERATIVE EXHIBIT HELD 


Salesmen’s and Purchasing Agents’ Association Fos- 
tered Exposition in Bridgeport 

A co-operative exhibit fostered by the Salesmen’s and 
Purchasing Agents’ Association was held in the Pyramid 
Mosque, Bridgeport, Conn., February 24th and 25th. 
General mill supplies, transmission equipment and acces- 
sories, small tools, tool steel, electric equipment and 
plating supplies were among the numerous products on 
exhibition. 

H. J. Behn, Hunter & Havens, Bridgeport, distributors 
of iron, steel and mill supplies, is president of the asso- 
ciation, made up of buyers and sellers, which has as its 
purpose the fostering of a better understanding of each 
other’s problems and the goods which are sold and pur- 
chased. Other officers of the association are: A. H. 
Jones, Bryant Electric Co., vice-president ; W. B. Osborne, 
Bussmann Mfg. Co., secretary, and R. T. Phipps, Bullard 
Machine Tool Co., treasurer. 
port men. 


All the officers are Bridge- 


Among the manufacturers in the mill supply field who 
had exhibits were the following: Aluminum Company of 
America, Pittsburgh; The American Pulley Co., Phila- 
delphia; American File & Tool Co., Elizabeth, 
N. J.; Atlantic Mfg. Co., Milford, Conn.; The Bassick 
Company, Bridgeport, Conn.; The Bay State Tap & Die 
Co., Mansfield, Mass.; Baeder Adamson Company, Phila- 
delphia; Bridgeport Brass Co., Bridgeport, Conn.; Buss- 
mann Mfg. Co., St. Louis; The Bunting Brass & Bronze 
Co., Toledo, Ohio; The Black & Decker Mfg. Co., Tow- 
son, Md.; Brown & Sharpe Mfg. Co., Providence, R. I.; 
Charles Bond Company, Philadelphia; Cann & Saul Steel 
Co., Philadelphia; Crane Co., Chicago; The Chisholm- 
Moore Mfg. Co., Cleveland; Colts Patent Firearms Mfg. 
Co., Hartford, Conn.; Economy Fuse & Mfg. Co., Chi- 
cago; Hartford Belting Co., Hartford, Conn.; Hunter & 
Havens, Bridgeport, Conn.; Johns-Manville Corporation, 
New York; Ludlum Steel Co., Watervliet, N. Y.; Manning 
Abrasive Co., Inc., Troy, N. Y.; Norton Co., Worcester, 
Mass.; Quigley Furnace Specialties Co., Inc., New York; 
The Ridge Tool Company, Elyria, Ohio; The Seymour 
Mfg. Co., Seymour, Conn.; Skinner Chuck Co., New 
Britain, Conn.; Standard Oil Co., Bridgeport, Conn.; 
S. K. F. Industries, Inc., New York; The Unishear Com- 
pany, Inc., New York; Vanadium Alloys Steel Corp., 
Latrobe, Pa.; Warren Belting Co., Worcester, Mass.; 
Westinghouse Electric & Mfg. Co., East Pittsburgh, Pa.; 
J. H. Williams & Co., Buffalo, N. Y.; The Yale & Towne 
Mfg. Co., Stamford, Conn. 


Swiss 
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New Gilmer Co. President 

The L. H. Gilmer Co., Philadelphia, manufacturer of 
moulded rubber and fabric belts for industrial use, an- 
nounces the election of John S. Krauss as its new presi- 
dent. Mr. Krauss succeeds L. H. Gilmer, who founded 
the company 21 years ago, and is now chairman of the 
board of directors. The new president is a graduate 
engineer. He joined the L. H. Gilmer Co. as factory 
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manager, was promoted to secretary and treasurer, and 
later assumed the duties of vice-president and general 
manager. 
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BUSINESS AND GOVERNMENT 


Lewis E. Pierson Sounds Warning Against Demands 
for New Bureaus and Commissions 

A warning to business as well as other organized 
groups that demands for the creation of new bureaus and 
commissions are projecting government into a field of 
activity for which it is not equipped was sounded by 
Lewis E. Pierson, president of the Chamber of Com- 
merce of the United States, recently. 

“It is important,” said Mr. Pierson, “to preserve 
American business, but it is far more important to pre- 
serve American government. 

“As citizens, we cannot permit American government 
to be buried under a multiplicity of bureaus, and an 
avalanche of taxation. We serve neither our own pur- 
poses nor those of the government when we meekly sub- 
mit to the growing idea that government at will can step 
from its throne to enter the marts of trade to compete 
with the enterprise of its citizens. 

“We want government to preserve liberty and justice 
and fair play. We want government to protect its citi- 
zens at home, no less than abroad, from the abuse of 
arbitrary power. We want government to keep open 
the doors of opportunity to us and to our children, and 
permit us as private citizens to pursue those opportuni- 
ties in the open, to the limit of our genius and our powers. 
And when government has done that, it will have done all 
that any government should do. Beyond that point gov- 
ernment functions not as a benignant giant, but as a 
blind and blundering tyrant. 

“Tf the government finds that it can enter one business 
without resistance how long will it be before it extends 
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its operations to all business? 
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Gain in Machinery Exports 


Exports of industrial machinery from the United 
States during the year 1927 had a total value of $180.- 
000,000, compared with the 1926 total of $156,618,000-— 
a gain of 15 per cent—according to Commerce Reports, 
published by the bureau of foreign and domestic com- 
merce of the United States Department of Commerce. 
The 1927 value of shipments exceeded that of any year 
since the abnormal postwar volume of 1921. 

—s 
Belt and Electric Co-operation 

(Continued from Page 63) 
electric motors, it was stated that belt- 
driven machines save space, give higher motor efficiency 
and give improved power factor; also that the increase 
in motor efficiency more than offsets the the 
drive. 


manufactures 


loss in 


“There is no question but that the electric drive has its 
place—for individual drives on machines of 50 h. p. or 
over, on portable machines, and where overhead cranes 
are used. But where the power consumption is small and 
there are no overhead cranes, group driving is generally 
more economical than individually-driven machines. In- 
dividual drive looks better, but in many instances belt 
drive is better. The two are not enemies, and that is 
why I shall hereafter endeavor to use the words ‘belt and 
electric co-operation’ rather than the old expression, 


, 


‘belt drive vs. electric drive’. 
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INDUSTRIAL GEARS 
of Every Description 


Speed at the right price! Whether cut 
gears, pattern-molded or machine-molded 
gears, when you order Medart Industrial 
Gearing, you get quick action on shipments 
—emergency or ordinary routine needs. 


Medart Gears are furnished in practically 
every type, material, size and construction: 
Spur, Spiral, Bevel, Miter, Internal, Herring- 
bone, Worm, Mortise, or any other style gear- 
ing, including wood cogs....Cast Iron, Cast 
Steel, Semi-steel, Bronze and composition 
Fabroil, Textolite and Textoil. 


NOTE: The Medart Company is national 
distributor for Fabroil, Textolite and Textoil 
Gears. Composition material made by Gen- 


eral Electric and cut into finished gears by 
Medart. 


Get Medart Catalog No. 43 and discount sheet — for 
Everything in Line Shafting Equipment and Bulletin 
on Timken-Equipped Line of Industrial Applications. 


THE MEDART COMPANY 


(Formerly Medart Patent Pulley Co.) 
General Office and Works, St. Louis, U. S. A. 
Officesin Chicago’ Philadelphia’ Pittsburgh ’ NewYork ’ Seattle 


Office and Warehouse in Cincinnati 


MEDART 


Everything in Line Shatting Equipment 


When writing to Advertisers please mention Mitt SuppPLies 
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BLACK & DECKER 


Portable Electric Tools 
With the Pistol Grip ne 3 Tr. rigger Switch” 
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We are 
illustrating 
only a few of the 
operations on 
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) RUNNING UP CAP SCREWS 













COUNTERSINKING which the Colum- |) Biack & Decker No. 3 Electric 
Black & Decker Portable Electric bia Axle Co. saves | Socket Wrenches are suspended at 
Drills are used for countersinking ; d » the beginning of each assembly line 
drilled holes in axle housing. time and money || and are used for running up ten 3/gi" 
. through the useof cap screws. 
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ee ' \ Black & Decker 


Portable 
Electric 
Tools. 





TAPPING —————— 
Black & Decker Electric Tappers are GRINDING es 
pln pie ne Black & Decker Portable Electric 


plate on differential housing. Grinders are used for various 


operations, including that shown 
in illustration. 











The BLACK &# DECKER MFG. CO. 


TOWSON, MD., U. S. A 


Black & Decker Mfg. Co., Lin..ted, Toronto, Ontario "Black & Decker, Limited, Slough, Bucks, England 
Branch Offices with Service Stations in 
NEW YORK OAKLAND,CAL. ATLANTA DETROIT BALTIMORE KANSAS CITY LOS ANGELES 
BUFFALO PHILADELPHIA ST. LOUIS DALLAS CHICAGO MINNEAPOLIS CLEVELAND SEATTLE 
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A QUALITY PRODUCT 
with A QUALITY POLICY 
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FORD CHAIN BLOCK CO, PHILA.,PA. 





BONNEY. CV.CHROME VANADIUM 
SOCKET.WRENCHES 


BONNEY 


FORGE & TOOL WORKS 


ALLENTOWN,PA. 


‘CV”’ is a Bonney trademark registered in the U.S. Patent Office 
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The Unishear line includes One-Half Actual Size 


many other models in heavier 


machines for cutting sheets | | 
up to 14-inch boiler plate, all i é eel oe be . ~ 
built on the famous Unishear Jt " 

o4 . i} 


principle. Complete catalogue 
sent upon request. 
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‘Tre Unanean Company. bet New YounNY.. 





As a Bench 
Tool 


The Mighty Midget 
can be furnished with 
a cradle for bench 
mounting, converting 
it into a stationary 


bench tool Price of j 
cradle with Yale Lock | 
$5.00 t 





It’s a midget in size but a giant in power. It’s built with the precision of a 
watch and the ruggedness of a piledriver. THE MIGHTY MIDGET cuts 
material of any description—sheet iron up to 18 U. S. gauge; brass, alumi- 
num, etc., up to 16 gauge; cardboard, linoleum, fibre and other softer materials 
in proportion. It will cut straight, curved, or irregular shapes, holes as small 
a 1 inch radius, and without ragged edges or distortion. 


THE MIGHTY MIDGET is easier to handle than a pair of snips—and 100°, 
safer! It operates from any light switch, and crowds hours of results into 
minutes of operation. 


THE UNISHEAR COMPANY, Inc. 


270 Lafayette Street New York, N. Y. 


Branches—Chicago, Boston, Cleveland, Detroit, Milwaukee, 
Pittsburgh, Philadelphia, San Francisco 
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BULL DOG is the name and mark we have used 
for fifty years to identify our mechanical rubber 


goods. Bull Dog guards the interest of the 


mill supply jobber who is the logical dis- 
tributor of our merchandise. The B.W. 
H. dog has been a hundred percent 
loyal to the distributors of mill 


supplies and enjoys in re- 


turn the hearty friend- 


liness of the trade. 





BOSTON WOVEN HOSE €% RUBBER CO. 


CAMBRIDGE, MASS. 
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BULL DoG BELT 


No Drive Too Hard ‘ 
No Service Too Severe 


BULL Doc Hoss | 
: For Every Industrial Service ; 
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For Steam, Water, Air, 


Suction, Oil, Gasoline, 
Acid, Sand Blast, Etc. 
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BULL DoG TAPE l ane 
It Sticks—-It Holds—It Lasts! , 


And Last But Not Least, A 
It Sells! ERY 
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EMPIRE®@ BOLTS 





Aim to satisfy 
the man 
with the wrench 


| abies it is does the actual buy- 
ing of bolts and nuts, the man 
with the wrench is the one it pays 
to satisfy. For his time is a cost item 
of first importance, while the cost 
of bolts and nuts is secondary. 


Give him bolts like Empire New Process Bolts 
(sold at standard prices) and he'll show his 
satisfaction by speeding up his work. 


Firms have found that the superior accuracy 

and 20% increased strength obtained by 

our exclusive method of manufacture 

» made a 10% to 15% difference in 
bolt assembly time. 


RUSSELL, BURDSALL & WARD 
BOLT & NUT COMPANY 


Factories at 
PORT CHESTER, N. Y. ROCK FALLS, ILL. CORAOPOLIS, PA. 
Sales Offices at 
Philadelphia Chicago Detroit San Francisco Los Angeles Seattle Portland 
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Leather Belting Men 


in Meeting 


American Leather Belting Association Met in Chicago—Good- 
win Emphasized Importance of Selling Through Distributors 


In a meeting marked by much interest and enthusiasm 
and an attendance that exceeded that of the organization 
dinner in New York in December, the American Leather 
Belting Association held what was known as its second 
organization in the Hotel Stevens, Chicago, 
Thursday, February 23rd. This meeting, which was the 
last that will be open to guests of the association, was 
attended by 78 people, 68 of them representing 25 firms 
which are members of the organization and the other 10 
being guests. Arrangements for the meeting were in 
charge of Edward H. Ball, president of the Chicago Belt- 
ing Co., Chicago, a member of the executive committee of 
the association. 
the luncheon, F. H. 
president the 


session 


Following 
Knight Co, 


W illiard, 


association, 


Graton & 


of called upon 








tion. 
officers, the by-laws were passed. 


had been considered at the New York meeting and re- 
ferred to the executive committee for further considera- 
With one amendment regarding the election of 


The makeup of three committees was then announced. 
W. T. Bell, Page Belting Co., is chairman of the mem- 
bership committee, and he has selected Edward H. Ball, 
Chicago Belting Co., as one of the members of that com- 
mittee. J. R. Hopkins, Chicago Belting Co., is chairman 
of the advertising committee, and the other members 
are Roy C. Moore, Chas. A. Schieren Co., and Frank F. 
Raniville, F. Raniville Co. Philip C. Brown, |. B. Wil- 
liams & Sons, is chairman of the engineering committee, 
and his associates are J. Edgar Rhoads, J. E. Rhoads & 
Sons, and Claude O. Streetor, Graton & Knight Co. 








Leathe) Belt Me il at Chicayo Luncheon ii Hotel Ste CeCUNS 


Julian Alexander, E. P. Alexander & Son, Inc., 
treasurer of the association, for the treasurer’s report. 
In connection with his financial statement, Mr. Alexander 
reported that George H. Blake, secretary of the recentl) 
disbanded National Association of Leather Belting Manu- 
facturers, had turned over to the treasury of the Amer- 
ican Leather Belting Association, the balance left in the 
National leather belting funds, in con- 
formity with instructions given by the association on 
December 6th last, when it was voted to disband in the 
interest of having united of leathe: 
belting manufacturers. 

President Willard 
secretary of the 


secretary- 


association’s 


one association 
then announced that J. L. Nelson, 
Tanners’ Council of America, had been 
appointed assistant secretary of the American Leather 
Belting Association. 
and 


The Tanners’ Council is collecting 
the statistical data of the belting 
aggregate monthly volume of by 
Weight, value and class from those members sending it in, 
and disseminating the information in bulk to those same 
members. 

At the request of President Willard, Secretary Alex- 
ander read the proposed by-laws of the association, which 


disseminating 


association, on sales 


that 
association had been brought 


It was announced the total membership of the 
up to with the addi- 
tion of the following new members: Atlanta Belting Co., 
Atlanta; Fensholt & Fechner, Chicago; Union Belt Co., 
Fall River, Mass.; Eagle Belting Co., Chicago; H. A. 
Powell & Bro., Inc and S. R. Sikes Com- 
pany, Minneapolis. 

Bruce Sikes, S. R. Sikes Company, Minneapolis, 
added to the executive committee at a meeting of the 
executive committee prior to the luncheon. Following 
is the complete list of members of the executive commit- 
tee and the number of years they will serve: F. H. Wil- 
lard, Graton & Knight Co. (2); R. N. Pindell, Jr.. Alex- 
ander Bros., Inc. (3); George H. Fisher, Fisher Leather 
Belting Co., Inc. (1); Julian Alexander, E. P. Alexander 


Ye 
os 


.. Jackson, Miss.. 


Was 


& Son, Inc. (3); G. Arthur Schieren, Chas. A. Schieren 
Co. (3); Edward H. Ball, Chicago Belting Co. (2); 
Philip C. Brown, I. B. Williams & Sons (2); W. T. Bell, 
Page Belting Co. (1): Bruce Sikes, S. R. Sikes Com- 


(iy. 

Mr. Willard then read a list of suggestions that had 
been received by the executive committee from members 
as to activities that might be taken up by the associa- 


pany 



























































DONT PAY 


THE PENALTY 
OF THIS FOLLY 


N PIPE FITTINGS, the assurance of 
dependable quality backed by a re- 
liable name is a prime consideration. 
For pipe fittings perform a major service 
on water, steam or other lines. They’re 
the vital, connecting links in the installa- 
tion. No “if and ands” — they’ve got to be good. 


Square “Gee” Fittings are uniformly good — 
just like peas in a pod. They “come easy and 
fit tight” —the first time. Save installation 
time — speed up the job — and permanently 
protect the performance of the installation. 


SQUARE 
Pipe 





MALLEAGLE, CAST IRON 
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It’s a happy footie ae you can recom- 
mend a product that does full justice to 
the good reputation of your house. You can 
confidently recommend Square “Gees”. 


THE GRABLER MANUFACTURING COMPANY 


and its subsidiary GRABLER-REPUBLIC Incorporated 


C LEV ELAN D+: OH I O 


New York 


Chicago 


“GEE” 
Fittings 


ORAINAGE, BRASS 


San Francisco . Los Angeles 





please mention Mint Supprst 



















Ifyouhaven’tacopy 
of the new Square 
“Gee” Costalog, 
just drop us a line 
today. It ought 
to be in your files. 


COECMAE PLM ME 


Ea FREI PE, 


Se eeeeiead eae 


———E 































































a Te 


TR ERR HORE 


EATS ETED SE 


set 


F ersstetiamasl 








March, 1928 


tion. All the suggestions are possible of action, Mr. 
Willard said, and he urged members to send in their sug- 
gestions. He then thanked allied industries and the 
business press for the active part they had taken in help- 
ing the association to secure members and progress 
otherwise. 

WILLARD CITES VALUE OF ORGANIZATION 

He stated that the association had been formed for the 
good of the leather belting industry. The industry, he 
declared, is facing a new kind of competition. The real 
competition is not between members, but between the 
leather belting industry as a whole on one hand and other 
industries on the other. The members of the industry 
had not been merchandising their products correctly, he 
said, and it was necessary for them to get down to busi- 
He then remarked that those industries which had 
organized had found that organization had _ benefited 
them and built them up and created respect for them and 
their products. The leather belting manufacturers must 
proceed along the same lines, he declared. He then spoke 
of the statistical record and said that the Tanners’ Coun- 
cil had consented to do the work in gathering and dis- 
seminating this information. While emphasizing that 
companies in the association are not forced to submit 
the data, he said he was pleased at the number who were 
doing so. With the knowledge of total monthly sales and 
the sales of belting by classes received through this serv- 
ice, the individual can determine what percentage of the 
business he is receiving and can operate much more in- 
telligently than otherwise, Mr. Willard stated. 

Fraser M. Moffat, president of the Tanners’ Council of 
America, then addressed the meeting. After discussing 
briefly the leather situation and telling how the Tan- 
ners’ Council had eliminated fear, fiction and friction 
from among the members of the tanning industry, he 
stated that the members of the Leather Belting Asso- 
ciation are welcome to any help the Tanners’ Council can 
give. Although the belting association and Tanners’ 
Council are not affiliated, Mr. Moffat was advised by his 
executive committee to do anything he could to assist a 
movement of this kind. Members of the belting asso- 
ciation, he said, have an opportunity to do things for 
their fellow men and for themselves in the way of sound, 
material progress. 

William L. Goodwin, Goodwin, Nicholas & Morton, New 
York, merchandising counselors for the American 
Leather Producers’ Association, was the final speaker of 
the afternoon. 


ness. 


Mr. Goodwin, who had many years’ ex- 

perience as a jobber of electrical supplies, laid emphasis 

on the economy and efficiency of leather belting manu- 

facturers marketing their product through distributors. 
GOODWIN ON BELTING DISTRIBUTION 

“Instead of the leather belting manufacturer and the 
distributor getting together, there is friction between 
them,” said Mr. Goodwin. “I dare say there is not a man 
in this room who cannot market his product more eco- 
nomically and efficiently through the distributor than 
otherwise, if he will talk in the distributor’s language. 1] 
believe that 90 per cent of the leather belting produced 
can be marketed more efficiently and economically 
through the distributor than when sold direct—and the 
remaining ten per cent is being allowed to determine the 
direct marketing policy of manufacturers selling that 
way. 

“T dare say that 50 per cent of the belting sold direct 
is sold unprofitably. The distributor can and will func- 
tion most efficiently and economically if the manufacturer 
will put his feet under the same table with him and arrive 
at a proper understanding with him. 
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“Many manufacturers are scared off from the distributor 
because he talks of a 20 per cent overhead. The facts are 
that the distributor may have an average overhead of 20 
per cent, but this does not imply that the 20 per cent 
cost applies to all lines and all customers. Some accounts 
and some lines will show a very much smaller cost and 
others a higher one. Failure to get together and deter- 
mine these facts has driven some leather belting manu- 
facturers and distributors away from one another and 
has resulted in these manufacturers going direct in their 
sales. In my opinion, the manufacturer has a higher cost 
when selling direct than he would have when selling 
through the distributor.” 

The problem of industry today is that of marketing, 
said Mr. Goodwin. Buyers today are discriminating and 
they make a great deal of inquiry as to the value of the 
goods they buy. The sales manager will have to know 
what it costs his company to sell. He believes the sales- 
man will be judged by the arguments he presents, that 
entertainment and friendship will count but little. 

Mr. Goodwin said that if we take care of the spiritual 
side of our lives and business, the material side will take 
care of itself. He then stressed the value of group or- 
ganization. The only hope of American industry, he 
said, is for big and little business to sit around a table, 
discuss their common problems and have confidence in 
one another. The key-stone of the arch of the belting 
association is to establish a right relationship among the 
members of the industry. The fellow who won’t join in 
group association is the one to be reached today. 

Competition after all is not within the industry; the 
competition is industry against industry, Mr. Goodwin 
said. In the final analysis, he said, the industry that 
offers the most for the money will get the business. 
Members of the belting industry had failed to establish 
standards, identify them, stand by them and allow the 
buyer to measure the product. Mr. Goodwin criticised 
the great number of brands and classes of leather belt- 
ing and urged members of the association to get a stand- 
ard. If they reach such an agreement, the results will be 
marvelous, he said. The source of the troubles of the 
belting industry is among those in the industry, and it 
is within the law to correct them, he declared. 

Mr. Goodwin heartily endorsed the idea of co-operative 
advertising, which was one of the suggestions received 
by the executive committee. Members of the industry 
can profitably spend a small portion of their advertising 
appropriation for co-operative advertising, he said. The 
association, he said, will start members to thinking. When 
members get to the point where they know the cost of 
selling a particular belt to a particular customer, they 
are adopting marketing, he declared. 

The Chicago meeting gave western members of the 
association and western representatives of eastern manu- 

facturers a splendid opportunity to attend a session near 
at home, but many were present from other sections of 
the country. J. C. Stevenson, San Francisco representa- 
tive of the Graton & Knight Co., was probably from the 
most distant point of any of those in attendance. 
THOSE ATTENDING MEETING 

Following are those who attended the Chicago meeting, 
and the companies they represented: 

Alexander Bros., Inc., Philadelphia—R. M. 
J. L. de Rabot, H. G. Watson. 

E. P. Alexander & Son, Inc., Philadelphia 
ander. 

American Leather Belting Co., Chicago—E. S. Cornell, F. 
H. Cornell. 

Armour Leather Co., Philadelphia—C. P. Englehart. 


(Continued on Page 89) 


Pindell, Jr., 


Julian Alex- 








Remember 


the Noronic 


LL present on that memorable trip saw and felt the quickened 

spirit of cooperation—a realization that the time has come 

when Mill Supply distributors must combine themselves into a thinking — 
working — fighting unit. 


As a result—The Mill Supply Council! The Council will do big things for 
the industry in whatever proportion it is backed up by every individual in 


the field. 


Remember — You are the Industry 
You are the Association 
You are the Council 


You ----- Just you - - -- - what will you do? 
Those who were not present — what about them? 
Those who are not members— what about them? 


Talk—you who were on the Noronic—boost the Associations—the Mill 
Supply Council—the Industry — cause the spark from the hard flint of ne- 
cessity to burst into a conflagration of enthusiasm that will burn all obstacles 


to success. 


Republic is helping supply distributors because Republic believes in them. 


REPUBLIC RUBBER COMPANY 


Youngstown, Ohio 
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1 A line of rubber items sufficiently 
* complete to permit effectively supply- 
ing the requirements of the trade solicited. 





2 A quality of product uniformly good 
* and capable of delivering service re- 
sults that should reasonably be expected. 


Belting Hose Packing 
3 A price basis inducing and making 
Molded Goods Lathe Cut Goods * possible aggressive competition with 


reasonable profit return. 


Freedom from competition from his 
source of supply, either direct or in- 
direct,among the trade covered by his day 
to day solicitation. 


° 


5 Selling helps of reasonable amounts 
* so that his sales force may be given 
the advantage of specialized training and 
a knowledge of the product sold, 
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ower Show Attracted Thousands 


Many Manufacturers in Mill Supply Field Had Booths at Annual 
Exposition Held in the Coliseum, Chicago, February 14th to 18th 


The third annual Chicago Power Show, under the 
auspices of the Midwest Engineering and Power Exposi- 
tion, was held in the Coliseum, Chicago, from February 
14th to 18th, inclusive. 

Thousands of people passed along the aisles of the big 
exhibition hall and viewed the many displays, some 
moving and some stationery, which revealed the prod- 
ucts of some 260 manufacturers. Everything of interest 
to the engineer, from the latest method of coal burning 
and the newest method of water softening and cleansing, 
to the most economical means of transporting material 
and the latest developments in handling high steam 
pressure, as exemplified in the great utility plants, was 
available for study. Exhibits ranged from large power 
pump and refrigerating units to small electric and hand 
tools and precision instruments. There were numerous 


Falls, N. ¥.; A. W. Cash Company, Decatur, IIl.; Chicago 
Belting Co., Chicago; Chicago Pump Co., Chicago; Chi- 
cago Rhopac Products Co., Chicago; Clipper Belt Lacer 
Co., Grand Rapids; Crane Co., Chicago; Detroit Belt 
Co., Detroit; Dodge Manufacturing Corp., 
Mishawaka, Ind.; Durametallic Corporation, Kalamazoo, 
Mich.; Economy Pumping Machinery Co., Chicago; 
Ellison Draft Gage Co., Chicago; Everlasting Valve Co., 
Jersey City, N. J.; The Fafnir Bearing Co., New Britain, 
Conn.; Fisher Governor Co., Inc., Marshalltown, Ia.; 
Grinnell Co., Inc., Providence, R. I.; Arthur Harris & Co., 
Chicago; Hollow Center Packing Co., Cleveland; Jenkins 
Bros., New York; W. A. Jones Foundry & Machine Co., 
Chicago; George B. Limbert & Co., Chicago; J. E. Loner- 
gan Co., Philadelphia; Tool Works, Chicago; 
Lunkenheimer Co., Manning, Maxwell & 


Lacer 


Lovejoy 
Cincinnati; 








View of Main Section of Coliseum During Chicago Powei 


exhibits of power transmission equipment and 
sories, including pulleys, hangers, belting and bearings. 

Every space in the main hall and both the north and 
south annexes was occupied, and it is said that $1,500,000 
worth of power machinery and appliances was on display. 
Many manufacturers well known in the mill supply field 
had exhibits. 

The Midwest Power Conference was held in the Hotel 
Stevens, Chicago, during the same week as the Chicago 
Power Show, the conference sessions beginning on Feb- 
ruary 14th and ending on February 17th. Topics of 
interest to engineers were discussed at the seven meet- 
ings. 

Among the firms in the mill supply field that had ex- 
hibits at the power show were the following: 

Albaugh-Dover Co., Chicago; Alexander Bros., Inc., 
Philadelphia; American Blower Co., Detroit; Armstrong 
Machine Works, Three Rivers, Mich; Barco Mfg. Co., 
Chicago; Barrett-Christie Co., Chicago; Bearium Bear- 
ings, Inc., Boston; Botfield Refractories Co., Phila- 
delphia; Bristol Co., Waterbury, Conn.; Buffalo Forge 
Co., Buffalo, N. Y.; The Carborundum Company, Niagara 


acces- 








Show 


Moore, Inc., New York; Morehead Mfg. Co., Detroit; Na- 
tional Tube Co., Pittsburgh; Naylor-Hickey Corp., Chi- 
cago; Norma-Hoffman Bearings Corp., Stamford, Conn.; 
Wm. W. Nugent & Co., Chicago; Porter-Cable Machine 
Co., Syracuse, N. Y.; The Wm. Powell Co., Cincinnati; 
Henry Pratt Co., Chicago; Quigley Furnace Specialties 
Co., New York City; Ramsey Chain Co., Albany, N. Y.; 
Rawlplug Co., Inc., New York; Reeves Pulley Company, 
Columbus, Ind.; Sarco Co., Inc.,. New York; Shepard 
Electric Crane & Hoist Co., Montour Falls, N. Y.; S. K. 
F. Industries, Inc., New York; M. B. Skinner Co., Chi- 
cago; Snap-On Wrench Co., Milwaukee, Wis.; Spruco- 
lite Corporation, Bloomfield, N. J.: Stephens-Adamson 
Mfg. Co., Aurora, Ill.: Stockham Pipe & Fittings Co.., 
Birmingham, Ala.; B. F. Sturtevant Co., Boston; The 
Swartwout Company, Cleveland; W. O. & M. W. Talcott, 
Inc., Providence, R. I.; Thomas Pump Works, New York; 
Timken Roller Bearing Co., Canton, O.; The Unishear 
Company, Inc., New York; Henry Vogt Machine Co., 
Inc., Louisville, Ky.; Walworth Company, Boston; Wil- 
liams Tool Corp., Erie, Pa.. and Wright-Austin Com- 
pany, Detroit. 







































Famous Recipes—How to 
Ripen an Oster Prospect 


Let him snoop around a flock of joints 


that your Oster customer has just com- 
pleted.— After that 
they never fail to 
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C. F. Schlamp 


Depending on memory may be an admirable trait, but 
it is undependable and destructive in the distribution of 
industrial supplies. 

Seven vears ago we recognized the dire need for con- 
centrating in record the material we carried in 
stock. Our business was expanding. Our detail work 
Was increasing. Our purchases needed to be guided by 
actual movement of merchandise 
over a period of time, our sales 
to be analyzed by the same 
method. Overstocks had to be 
eliminated and understocks built 
up to a satisfactory basis to give 
that our customers de- 
manded. 

Demand 


one 


. expense on his call. 
service 


is constantly chang- 
ing. An article that enjoyed a 
liberal demand ten years ago 
may now be obsolete. Trusting 
to memory might have resulted 
in the accumulation of an over- 
stock of this article. The sales 
department’s memory was erra- 
tic; the purchasing department’s 
memory equally erratic, and the 
destructive outcome was over- 
supplies of ever de- 
creasing demand and understock 
of salable merchandise. 

It was necessary to overcome 
this factor, and there was only 
one salvation—a_ stock record, 
whereby all information could be 
concentrated in one place. This 
record would enable our sales department to see if it 
was effectively moving merchandise on hand. It would 
enable it to eliminate the “dead wood” and push items 
that were in demand. It would guide the purchasing de- 
partment in gauging the amount of its purchases, show- 
ing when a maximum and minimum stock should be car- 
ried. A stock record therefore was to be the “heart of 
our business” insofar as records were concerned. 

We believe we selected a stock record system that is 
the most simplified, yet one that keeps all of the data 
at our finger tips. A “Kardex’”’ system, selected because 


turnover. 


merchandise. 


event of fire. 
stock of merchandise. 
Minimizes 


maximum turnover. 


stock of 


endless detail work. 


Manifold Benefits from 


Stock Record 


POINTS OF ADVANTAGE 


Long distance ‘phone inquiries from customers can 
be answered immediately without going to where the 
stock is located, saving the customer unnecessary 


It is a perpetual record of merchandise. 
Provides a record of daily, monthly, and yearly 


Makes possible immediate inventory of values of 


Provides a method by which adequate insurance 
can be carried and claims recovered immediately in 


Facilitates the maintenance of a complete and salable 
investment in merchandise, 


Provides a complete record of past sales, guiding 
the purchasing department in making specifications. 
Reduces to a minimum the clerical services in sales, 
order and purchasing departments by removal of 


Affords a comparison of turnover in various articles, 
revealing those lines of merchandise that are profitable 
and those that are unprofitable. 


System. 


C. F. Schlamp, Sales Manager, Evans- 
ville Supply Company, Evansville, Ind., 
in This Article, Calls His Company’s 
System “The Heart of Our Business,” 
and Tells of Its Many Advantages 


of its compactness, is enclosed in a fireproof cabinet, as 
illustrated. It is provided with an extension table built 
of steel. The enclosing cabinet is locked at night, and 
thus in event of fire our record may be preserved. 

It is the duty of one man to operate this record. To 
portray the method of operation an illustration on the 
next page shows a portion of a card covering 4-inch, 
4-ply ESCO Red belting. Note 
that this card contains entries 
of purchases, and daily 
balances. 

No doubt, everyone is familiar 
with a “Kardex’’ system, but 
each individual business requires 
a card form peculiar to its de- 
mand, therefore we will explain 
the form we have selected. At 
the top of the card, at the left, 
the prevailing list price and cost 
discount are given. In the center 
the freight rate from factory, 
and the unit by which the article 
is bought and sold, viz.: each, 
foot, pound, or dozen. The right 
side gives reselling discounts. 
The object of these figures is 
two-fold. They enable the stock 
record accountant to act as bill 
clerk if he has the time. They 
also permit the rapid accounting 
of an inventory of merchandise 
value, as cost prices and dis- 
counts are available. 

The vertical column at the left 
is reserved for purchase order entries, thereby enabling 
the stock accountant to ascertain whether or not mer- 
chandise has been ordered if stock is at minimum or be- 
low. The second column shows the amount of merchan- 
dise received against a purchase order. When merchan- 
dise is received, the quantity is entered in this column 
from a receiving ticket delivered to the stock accountant 
by the receiving clerk. This amount is then added to 
balance on hand, thereby creating a new balance of 
material, as will be noted by the entries of 9/13/24. 

At the close of each day a copy of shipping memo- 
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-82 ft. Freight Rate 


AXZ 


-42¢ cwt. 


PXE 
Sell 


c.P. 100 Rand Kardes 621 





ORDERS RECEIPTS 


SHIPMENTS (Enter Sued Goods in Red Ink) 





Date Order No. Quantity Date Quantity Date Quantity Balance 


Date 


Quantity Balance Date Quantity Balance Date Quantity Balance 
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Belting, Esco, Red 4" x 4 Ply 





Maximum 


1500! 














Portions of Actual Filled-in Stock Record Card of the Evansville Supply Company 


randa is delivered to the stock accountant. From these 
shipping memoranda the stock accountant makes 
his daily entries, as indicated in the three right-hand 
columns, thereby maintaining an active daily balance. 
When this balance reaches a minimum, a report on short- 
ages is given the purchasing department, which imme- 
diately conducts a check of the entire line of merchan- 
dise in a particular class and orders more. 

To augment the record have created a 
monthly turnover card. This card fits into a space pro- 
vided on the back of the “Kardex” pocket. It indicates 
the exact amount of an article that is sold each month, 
thereby enabling us to determine at what period of year 
a maximum stock should be carried, also giving us a 
total yearly turnover, as well as an average monthly 
turnover. This is of exceptional value, especially to the 
purchasing department. Also, it is exceedingly valuable 


System, we 


to the sales department, as sales can rapidly be com- 
pared with those of a previous vear or years, revealing 
whether or not the maximum and minimum stock should 
be changed to meet the prevailing condition. 

An annual inventory is conducted, and it is compared 
with the stock record. Errors are bound to occur, but 
our experience has been that the record and material on 
hand have not had an average variation of five per cent. 
We consider this fairly accurate, as a distributor of indus- 
trial supplies carries an enormous array of merchan- 
dise, and this, coupled with the human element, leads 
us to believe that a five per cent variation is not radically 
inaccurate. We find more merchandise in stock than 
our record shows as often as we find shortages. 

We consider a stock record an absolute necessity in 
the economic operation of our business. In this day of 


(Continued on Page 89) 
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Photograph of Stock Record System, showing the steel cabinet, the steel table which the company had built, and the 
gra] ! g , i] ! 


Kardes with 
hoth 


hack of a pocket containing the 


system proper, two of the drawers opened. 


side 


furnove) record card, 


Note that one of the cards is turned over, indicating that 


: of the cards can be used for the record; also that the other drawer shows the top side of the card and the 





———— er ene — 


gare 





_: 


oon 


as 














a 


eRe yee 


eka i s 
nips Ll iim OG 

















k 


THE N 
te | 
F SMEL 

) ite | pai 


M 


A 
; ch 


Multiply 
the Influence of 
Your Salesmen 


Y adding only about $3.00 or 
B $4.00 per week to what you 
are already investing in the 
salary and traveling expense of each 
of your road salesmen, you can rein- 
force each of them with 200 or 300 
“assistant salesmen” in catalogue 
form. And with brand new cata- 
logues every five or six years. 

With such catalogues you can 
keep, say, 2500 “hand picked” arti- 
cles before 2000 or 3000 engineers, 
superintendents and purchasing 
agents between your salesmen’s 
calls—and for a fraction of the cost of 
adding even one man to your force. 
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A Good Catalogue 


. Will present your whole line to the buy- 
ers, not merely the competitive staples. 


. Will stimulate the flow of mail orders and 
telephone orders, the most profitable or- 
ders you receive, because they cost the 
least to sell. 


TIO NOWIWY) 20° 


. Will help tie your customers’ business to 
the house. A catalogue will never leave 
you to go to a competitor. 





. Will work for you for the next five years 
without salary or traveling expense be- 
yond the original investment. 


. Will help your customers to translate 
their needs into terms of your goods, and 
will increase your turnover without in- 
creasing your inventory or your organi- 
zation. 


OVATTY 


& 


6. Will greatly encourage your road sales- 
men. 


And yet, you can issue the best of catalogues 
showing your own “hand picked” goods on 
the Donnelley Unit Selection Plan, for no 
more than the cost of making a round or two 
of calls by your road salesmen. 
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Practical Experience 
and Conscientious 
Service 

The practical supply men of the Donnel- 
ley organization are ready to lift the burden 
of the building of your catalogue from your 
shoulders. They have already compiled 1400 
editions of catalogues for other jobbers of 
supplies since 1904. 

It is highly probable that 95 per cent of 
your goods—maybe more than that—are al- 
ready compiled in the Donnelley Units, for 
there are 80,000 Donnelley Units now avail- 
able for your selection, covering mill sup- 
plies, electrical supplies, plumbing supplies, 
and automotive accessories. 

And when you entrust the building of 
your catalogue to the Donnelley organiza- 
tion, you have the assurance of receiving 
the same conscientious service that has re- 
sulted in the fact that a large majority of the 
Donnelley-built supply catalogues every year 
are repeat orders; 89 of the catalogues pic- 
tured in this folder were repeat orders. 

Would you not like to have this sort of 
service? 


a a Ww) 
9 fimo CEN 
— ey 15 I, 


PUT 








JOG 
of 
S 

“yrs el 


/ ’ 
Se 
* 

~ 





j 





aie 





Ea< Pr AZPraro 


Zz 


S 


W-4>0-AZH-ON PD VAIRVPYV Mupwrn 
IN) 
©) 





al 
q 


2 Tom 7 


1444 ATA ING I147I927F UI0JS IP OL YOSSIDIIAS 


MEEVTIA SF 


23. APT 
*. Bi 
a) 


ae 





“ss 
e- z: Hex 5 f rere 
i Be 7 > “ a =a. ae 
ih § 4 Sei sess YS w j Sot ats | peat Se 
ne i epee sh Us 
iy ee ii Big Cae ies (i 
Ce ee aS ie 


Ol? tend OV 1K Ole) 









@ oO tb, =. ... 















Plumbing, Electrical 
and Automotive 


Supplies Also 
T is important to mill supply job- 
I bers who also handle plumbing, 
or electrical, or automotive sup- 
plies, that the Donnelley organization 
alone furnishes highly specialized 
compiling service in all of these lines. 


The Donnelley Units are inter- 
changeable, and whether you issue 
separate Departmental catalogues or 
one general book, each section will 
be made by the men who build the 
catalogues of the leading jobbers in 
these respective lines, such as those 
pictured here. 


May we go over your requirements 
with you, without obligation 


R. R. Donnelley & Sons Co. 
731 PLYMOUTH COURT CHICAGO 
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(Continued from Page 84) 

keen competition it has led the way toward balancing 
our stock, minimizing our investment in each particular 
line and creating a satisfactory turnover. This would 
have been impossible had we not concentrated into one 
record the very “‘heart of our business.” The distributor 
who is without a stock record system of some design is 
undoubtedly disposing of some of his profit either by 
endless detail work, by carrying dead stock, or by dis- 
appointing his customers by having his stock depleted 
when a customer needs his service. 

We are servants of industry. To accomplish our pur- 
we avail ourselves of every facility to serve in- 
dustry to the best of our ability. A stock record has 
solved our problem and we feel confident that it will do 
the same for every distributor of industrial supplies. 


pose 
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American Leather Belting Ass'n. 
(Continued from Page 79) 

Chicago Belting Co., Chicago—Edward H. Ball, Charles A. 
Ball, J. R. Hopkins, V. A. Seuberth, Clarke F. Irwin, A. J. 
Weis, Frank G. Sherman, Frank G. O’Connor, M. E. O’Don- 
nell, Jr., Brad Stiles, Leonard W. Kearns, Lee H. Stiles, 
J. E. Schwaner. 

Chicago Rawhide Mfg. Co., Chicago—S. 

Detroit Oak Belting Co., 
S. Keen. 

Eagle Belting Co., Chicago—V. F. De 
buck. 

England, Walton & Co., Philadelphia—sS. J. Hartt. 

Fensholt & Fechner, Chicago—R. M. Fensholt. 

Graton & Knight Co., Worcester, Mass.—F. H. Willard, C. 
O. Drayton, J. Verner Critchley, A. M. Norris, J. E. Donovan, 
J. C. Stevenson, E. R. Burton. 

Grand Rapids Belting Co., Grand Rapids, Mich. 
May. 

Holyoke Belting Co., Holyoke, Mass. 

E. F. Houghton & Co., Philadelphia 
H. G. Lloyd, H. E. Cressman. 

Leas & McVitty, Philadelphia—J. F. 

McCauley Belting Co., 
Lynde. 

Missouri Belting Co., St. 
Farrick. 

Moloney Belting Co., Chicago—C. A. 
timer, H. L. Northrup. 

W. S. Nott Company, 
George. 

Page Belting Co., Concord, N. H.—-A. J. Huber, Charles 
A. Steele, Richard W. Thomson, John I. McClure, L. J. Clezie, 
William T. Bell. 

F. Raniville Co., Grand Rapids, Mich. 
V. R. Clark, W. F. Powers. 

J. E. Rhoads & Sons, Philadelphia—Charles Schwartz. 

W. H. Salisbury & Co., Inc., Chicago—T. R. Claffey, A. J. 
Jung. 

Chas. A. Schieren Co., New York—F. E. Wieber. 

Semmelmeyer Belting Co., St. Louis—J. A. Semmelmeyer. 

Shingle-Gibb Leather Co., Philadelphia—C. H. Shingle. 

S. R. Sikes Company, Minneapolis—Bruce Sikes, G. F. 
Moriarty. 

I. B. Williams & Sons, Dover, N. H.—Philip C. 
Julius M. Schoen, Edw. EF. Gielow, A. C. Bass. 

The Youngstown Steel Products Co., Youngstown, 
I. G. Crocker. 

Tanners’ Council of America, New York 
J. L. Nelson. 

Goodwin, Nicholas & Morton, New York——-W. L. Goodwin. 

Shoe and Leather Reporter, Boston—James Price, Jr. 

Power Chicago—--F. E. 
Egbert. 

MILL SuPPLIES, Chicago—Edward J. McOsker. 


E. Ullmann. 


Detroit—E. A. Ludden, Albert 


Wulf, C. M. 


Solde- 


Fred R. 
T. W. Kirkland. 
Charles E. Carpenter, 
Knobloch. 
Chicago—J. J. McCauley, C. W. 
Louis 


Charles Kraus, Harry FE. 


Banks, C. M. Mor- 


Minneapolis and Chicago—W. P. 


Frank F. Raniville, 


Brown, 
Ohio 


Fraser M. Moffat, 


Transmission, 
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Hand Tool Export Figures 
There was a slight decrease in the value of hand tools 
exported from the United States during 1927, compared 
with 1926, according to Commerce Reports. The total 
value of exports of hand tools last year was $19,084,221, 
while that of 1926 was $19,397,897. Increases were real- 
ized in exports of metal-cutting saws, reamers, cutters, 


Chandler, D. R. 


89 


drills, taps, dies, etc., files, rasps, hammers and hatchets. 
The United Kingdom and Canada are the best markets 
for American hand tools, while other important pur- 
chasers are Australia, Japan and Latin America. 


ESTABLISHES SUPPLY HOUSE 


J. C. McCauslan Leaves Disston Company and Organ- 
izes Company in Tallahassee, Fla. 

John C. McCauslan, well and favorably known in the 
mill supply field, has resigned his position with Henry 
Disston & Sons, Inc., Philadelphia, saw manufacturers. 
with whom he 
and organized 
hassee, Fla. 

Mr. McCauslan started his business career with R. 
Hoe & Co., New York, and for 12 years prior to 1900 had 
charge of that company’s saw business. 


_ 


for more than 27 
Mill Supply Co., 


was associated 
the McCauslan 


years, 


Talla- 


For many years 





JOHN C. 


McCCAUSLAN 
he looked after sales in the mill line in the South for 
Henry Disston & Sons, Inc., and became well known to 
southern mill supply dealers and wholesale hardware 
houses. Later, as mill manager for the Disston 
company, he was brought into more intimate connection 
with mill supply distzibutors generally. As special rep- 
resentative for the Disston company, Mr. McCauslan 
spent the year 1926 on the Pacific Coast among the large 
saw mills, many of which are owned and operated by 
former southern mill owners. 

Mr. McCauslan states that he has already made ar- 
rangements to handle a number of nationally advertised 
lines. The new company planned to commence opera- 
tions about March Ist. 


sales 


oo 
Timken Plant Expansion 

Officials of The Timken Roller Bearing Company an- 
nounce that $4,000,000 will be spent in plant expansion 
during the coming vear. Both the steel mill and bearing 
manufacturing plant proper, in Canton, Ohio, will be con- 
siderably enlarged. Among other features, a new sub- 
station of greater kilowatt capacity will be built for 
supplying electric power for both the steel mill and fac- 
tory. The Timken Company states that the last year was 
marked by the successful application of the type of bear- 
ing developed for railway service to 127 passenger cars 
on the Chicago, Milwaukee & St. Paul Railroad, with 
similar applications on other steam roads and various 
types of self-propelled cars on city and interurban lines. 
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THAT SELLS ITSELF 


The merits and superior qualities of 
this Babbitt have long been recognized 
and we have worked out a plan for the 
distributors handling this Babbitt that 
will undoubtedly build business and 
profits during the year. 


First--We have a complete coopera- 
tive selling plan that will enable each 
distributor to sell more Babbitt in his 
territory. 


Second We prepare a complete chart 
for the use and kind of Babbitt that 
best fits the consumers individual 
needs, thus assuring the distributor of 
satisfied customers. 


Third -We have large stocks of Bab- 
bitt on hand and can make prompt 
deliveries from our warehouse stock 
throughout the country. 


Fourth We have left a nice profit 
for the distributors in order that the 
handling of this metal may be a 
profitable item. 


Write us for full description and we will 
promptly advise you of our selling plan 
for your territory. 


ARGUS SMELTING CO. 


393 SEVENTH AVENUE 


NEW YORK CITY 














When writing to Advertisers please mention Miri Supprres 
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Distributor Situation Is Stabilized 


Charles J. Graham, President, Bolt, Nut and Rivet Manufacturers’ 
Association, Tells of Improved Relations with Supply Houses 


“We have been brought to realize the importance of 
the jobber in the proper and economical distribution of 
our merchandise,” declared Charles J. Graham, president 
of the Bolt, Nut and Rivet Manufacturers’ Association, 
during the course of a recent address. Although Mr. 
Graham refers consistently to “jobbers,” and in one in- 
stance to “hardware jobber channels,” his remarks were 
undoubtedly also intended to apply to mill supply houses, 
which are important distributors of bolts, nuts and riv- 
ets. The portion of Mr. Graham’s address referring to 
the distributors was as follows: 


During the period of ruthless competition culminating in 
our financial distress in 1924 we had ignored the existence of 
the jobber, and become his chief competitor, thereby creating 
in him an enemy and becoming the chief aggressor in the 
rapid decline of our markets, brought about entirely by our 
lack of appreciation of his importance to us. 

Beginning early last year and finishing only recently, a 
committee of eight of the leading executives of our industry 
toured the entire United States. We have held meetings with 
the jobbers in 36 cities, representing every important job- 
bing center, and have now converted the jobber from an 
enemy to a friend and have made him a supporter of our mar- 
kets rather than an antagonist, and have pointed out to him 
the importance to the jobbing industry of a stabilized market 
not only in our line, but in all other lines he handles. 

This plan has been responsible for the creation of the 
greatest piece of machinery ever put together in the history 
of the jobbing industry—a piece of machinery which is now 
in operation in our line and ready and willing to be effective 
in all other lines of trade which sell either part or all of their 
product through the hardware jobbing channels. 


THIRTY-TWO DISTRIBUTOR COMMITTEES 


We have caused to be created 32 jobbers’ committees, each 
headed by an important executive as chairman, each com- 
mittee covering a particular section and each committee rep- 
resenting all of the jobbing interests of its particular section; 
therefore, we have 32 committees with 32 chairmen repre- 
senting the entire jobbing industry of the country as a whole. 

This gives an opportunity for co-operative effort in the job- 
bing industry never before possible, and represents collec- 
tively a buying power of approximately a billion dollars per 
year, and such buying power used on a proper basis in an en- 
deavor to stabilize purchases has untold possibilities. 

The jobbers have had the fact presented to them in as for- 
cible a manner as possible that the radical price cutter in any 
line is their greatest enemy, and they will do more to stamp 
out this evil than any other piece of machinery ever created. 

They realize the radical price cutter is an enemy not only) 
to themselves in creating liabilities for them where a stabil- 
ized price creates assets, but that he is also an enemy to their 
community, to their source of supply and to the country as a 
whole. 

They realize he is the arch enemy to decent wages, decent 
living and decent profits. He converts all assets into lia- 
bilities, surpluses into deficits and satisfactory tax returns 
into higher taxes. He is the outstanding evil in everything 
constructive, and his operations only lead to destruction for 
himself as well as to others. 

We are all interested in lower taxes. The greatest thing 
to bring about lower taxes is for all industry to make a fair 
profit, thereby creating for the government a tremendous in- 
crease in tax returns, and a marked increase in buying power 
will also be created, thereby further increasing our prosperity 
and, with it, greater returns to our government in the form 
of taxes. 


BETTER DISTRIBUTION A COST REDUCTION FACTOR 


The brains of industrial America in the past have been 
devoted to the upbuilding of industry from a manufacturing 
standpoint. Untold millions have been expended annually on 
improved machinery and manufacturing methods to create 


low-cost production, and we have succeeded beyond our fond- 
est expectations. 

During all these years we have neglected a proportionate 
expenditure of brain power and money in proper methods of 
selling and distribution, as a result of which we have wasted 
millions in selling that we have saved in manufacturing, with 
the result as indicated in my opening remarks, that almost 
half of our business corporations are now operating at a loss. 

Now the reaction has set in, and the same brains that cre- 
ated our manufacturing success are now confining a great 
deal of their attention to the subject of how to sell and dis- 
tribute, so that the era of profitless prosperity will be elimi- 
nated, and we will go forward on a basis so that all men en- 
gaged in business activities—labor, employes of all kinds, ex- 
ecutives and stockholders—will receive a satisfactory return 
for their endeavor. 

It seems strange that in all these years our business execu- 
tives, in their struggle for cost reduction, have overlooked the 
greatest single factor in this very important line of any ever 
undertaken. 

Take our industry again as an example, this recent move of 
ours, in creating the proper channels of distribution of our 
products, is the greatest we have ever made in cost reduction. 

It will mean a marked reduction in our sales expense, and 
will also go completely through the organization, beginning 
where actual manufacturing stops—shipping expense, pack- 
ing expense, clerk hire, accounting, stationery and office sup- 
plies—and such savings will eventually react to the benefit of 
the ultimate consumer. 

Mr. Graham then reviewed the “right about face” 
made by the bolt, nut and rivet industry, and told how, 
through co-operative effort, the industry had converted a 
loss of $12,000,000 in 1924 to a profit of approximately 
$6,000,000 per year in 1925, 1926 and 1927. A profit of 
$6,000,000 on an investment of about $150,000,000 is not 
enough, he said, but is a move in the right direction, and 
it is hoped that a condition will be brought about whereby 
‘Wwe will finally make a return consistent with manufac- 
turing necessity and be able to make not only a fair re- 
turn for our stockholders, but a return sufficient to en- 
able us to keep abreast of the times in the modernization 
of equipment.” 

“We have entirely revolutionized our business meth- 
ods,” he said. ‘We have dug in deep and brought to the 
surface all of the evils we could find and have killed 
them one by one. We have developed a degree of un- 
selfishness never before attained either in our industry 
or any other we know anything about. 

“What has been the result other than a return in dol- 
lars? We can look the world in the face today with a 
degree of pride, our competitors are our friends rather 
than our enemies, and we are conducting our business on 
a higher ethical plane than ever before and have created 
the same honest conduct in our business as heretofore 
ruled in our social lives. 

“We have gone further than this. We have started a 
movement which we feel has solved the distribution prob- 
lem in our own industry and, if the same plan is followed 
by all other industries, it will be the greatest automatic 
stabilizer of business and labor conditions of anything 
heretofore attempted.” 


ee 


Puchta in South America 
George Puchta, president of The Queen City Supply 
Co., Cincinnati, and his wife are now enjoying a South 
American trip, during which it is hoped Mr. Puchta will 
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te tae Among your customers are 
readers—thinkers—doers 


who are awake to the trend toward orderliness and 
improved appearance that ts abroad today in industry. 
New buildings, new additions and plans for renewing 
old buildings are continually going forward. These 
buildings must be properly heated. The modern 
trend calls for compactness and orderly appearance in 
heating systems, too. 
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Low Bonnet Radiator Valves, a recent Jenkins develop- 
ment, are in strict accord with this tendency. They 
are typically Jenkins Valves in every respect with 
added compactness and pleasing appearance. 


These Low Bonnet patterns together with the stand- 
ard patterns as supplied for many years form an 
extensive line of radiator valves. They are being 
featured in Jenkins advertising for March. 


A customer reminded is a customer half sold 
follow this line of reduced resistance in your mer- 
chandising work for March. A supply of our folder 
No. 116 will help. Get them from us. 


34 Patterns Available 


Jenkins Low Bonnet Radiator Valves are made in 
globe, angle, offset globe, and corner types. Jenkins 
radiator valves are available for systems of all types 
requiring them. For Vacuum Heating Systems we 
supply Jenkins Modulating Valves and Thermostatic 
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regain his former strength. He recently recovered from 
a serious illness. Mr. and Mrs. Puchta went through the 
Isthmus of Panama and down the west coast, and planned 
to cross over to Buenos Aires and return via the east 
coast. Their itinerary includes stops at Havana, Christo- 
bal, Lima, Mollendo, Arica, Iquique, Antofagasta, Chan- 
aral, Valparaiso, Santiago, Los Andes, Mendoza, Buenos 
Aires, Montevideo, Santos, Rio De Janeiro, Trinidad and 
Barbados. Mr. Puchta is a member of the Mill Supply 
Council and a former president of The National Supply 
and Machinery Distributors’ Association, and is one of 
the best known figures in the mill supply trade. 


>. 


Are You Interested? 

A Chicago specialty manufacturer, who calls on the 
mill supply and wholesale hardware trade in the Middle 
West, wants several good hardware lines that can be sold 
to this trade. His several salesmen can give good cov- 
erage of this field. If you are interested in this oppor- 
tunity, ask MILL SUPPLIES for name and address. 


> 


Ryerson Company Officers 

Announcement has been made of the election of new 
officers of Joseph T. Ryerson & Son, Inc., Chicago, as a 
result of the death, on January 19th, of Edward Larned 
Ryerson, chairman of the board. Donald M. Ryerson, 
vice-president and general manager of the company, has 
been elected chairman of the board of directors. Joseph 
T. Ryerson continues as president and treasurer. Ed- 
ward L. Ryerson, Jr., succeeds Donald M. Ryerson as 
general manager, retaining his position as vice-president. 
Everett D. Graff, assistant to the vice-president in charge 
of purchases, has been made a vice-president. Donald 
M., Joseph T., and Edward L. Ryerson, Jr., are all sons 
of the late Edward Larned Ryerson. 


> 


It Looks Like a Good Year 

“For those who are going around with long faces, pre- 
dicting a calamitous 1928, it may be cheering to know 
that The American Hammered Piston Ring Co.’s busi- 
ness for January was 40 per cent greater than in Jan- 
uary, 1927, and a _ still greater percentage ahead of 
January, 1926 and 1925,” states G. W. Brogan, Inc., 
Towson, Md. “This is one big company which has found 
January, 1928, to be the biggest in its history. The 
Manley Mfg. Co. reports a $30,000 increase over January 
last year, The Black & Decker Mfg. Co. about 15 per 
cent and the Bonney Forge & Tool Works about 15 per 
cent. These are merely given as some bright spots which 
indicate that 1928 will be a much better business year 
than 1927.” G. W. Brogan, Inc., is in charge of pub- 
licity for these four companies. 


_ 


Purchases Johnson Interests 

Announcement has been made of the purchase by P. J. 
Flaherty of the Johnson interests in the Johnson Bronze 
Co., New Castle, Pa. Mr. Flaherty will continue as presi- 
dent and general manager, and no changes either in oper- 
eration or personnel are contemplated, it is stated. The 
company was originally organized, in 1901, as the Ameri- 
can Car & Ship Hardware Company. From 1901 until 
1909 it devoted its entire production facilities to the man- 
ufacture of miscellaneous hardware for steam and elec- 
tric cars. Since 1909 the company has concentrated on 
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the manufacture of a line of finished bronze bushings, 
babbitt-lined bearings and sheet metal bearings, as well 
as specializing in bronze castings for steam and electric 
railroads. The main plant of the company in New Cas- 
tle covers two and one-half acres and employs more than 
500 people. Warehouses are located in New Castle, Chi- 
cago, Kansas City and San Francisco. 
no ee 
Concerning Margin on Extras 

The National Supply and Machinery Distributors’ As- 
sociation in a letter to its members called attention to 
the fact that manufacturers of wire nails have recently 
inaugurated a system whereby the distributor secures a 
margin on the extras, and that, following this action, 
wholesale hardware distributors are now individually 
writing to manufacturers of rope, urging that they adopt 
some plan “which will place the sale of rope on a more 
satisfactory basis.” 


> 


Supply Houses Not Damaged 

No mill supply houses or plants of manufacturers of 
mill supplies were damaged in the great fire which swept 
the business district of Fall River, Mass., February 2nd, 
although one supply house and two manufacturing plants 
had narrow escapes. Robert A. Thompson, purchasiny 
agent of the Massasoit Manufacturing Company. states 
that his company’s plant was within 150 feet of the fire, 
but suffered practically no damage. The supply house 
of Leonard S. Chace was within 200 feet of the flames, 
but fortunately for him the wind was blowing from the 
west and his building was not even scorched. ‘We are 
going to have a better and bigger Fall River when the 
new buildings are constructed, plans for which are now 
being made,” stated F. R. Wordell of the mill supply 
house of William F. Harticon. Leeds Burchard, treas- 
urer of The Covel & Osborn Co., stated that reconstruc- 
tion work will begin in the near future, as soon as a 
decision regarding the new civic center is reached by 
the planning board. ‘While we see no reconstruction 
directly benefiting the mill supply dealers, there un- 
doubtedly will be considerable for the material dealers 
for some time,”’ wrote Mr. Burchard. R. N. Hathaway, 
treasurer, Union Belt Company, stated that his com- 
pany’s plant was not damaged, although it looked at one 
time as though it were doomed, being only a block away 
from the worst part of the conflagration. 


a 


Grabler-Republic Merger 

Announcement was recently made of the consolidation 
of the interests of The Grabler Manufacturing Company 
and The Republic Brass Company, both of Cleveland. 
The new company is known as Grabler-Republic, Inc. The 
merger brings together two prominent and progressive 
organizations in the plumbing and mill supply field. 
The heads of both companies have had many years in 
their respective branches of the industry. E. H. Blywise, 
of The Republic Brass Company, is a veteran in the brass 
goods industry, with a wide knowledge of the supply 
business. Both M. C. Rosenfeld and W. C. Bayer, of The 
Grabler Manufacturing Company, are likewise fortified 
by long experience in the field. Both of these men hav- 
been associated with The Grabler Manufacturing Com- 
pany since its inception in 1901. The business policies 
of the two organizations have operated along parallel 
lines. Both companies have adhered to the policy of 
jobber distribution, believing it to be the most effective 
and economical method of getting merchandise to market, 
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Built Like An Automobile Motor | 
Parts Ground to Fit 


That’s how efficiency is secured It means a small, efficient, noiseless 
air pump for a job that now requires a large machine of the old type. 
The relative cost to produce is greater but increased production holds 


the cost to the user down. 
Leiman Bros 
Patented 
Rotary 


Wherever air is required at a pressure or a vacuum most likely these pumps will be found to 
represent the ultimate possibility——the surprise racehorse for the trip. 











Increased efficiency through mass production and improvements in construction gives you this, 
the latest and most up to the minute air pump for vacuum or pressure at less cost than you 
expect—and a smaller, more compact machine than you expect. 


LEIMAN BROS? 


Makers of good Machinery for 35 Years 
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ource of the Live Wire’s Energy 


If Executives Expect Their Salesmen to Put Proper Enthusiasm 
Behind Selling Efforts, They Should Inspire and Encourage It 


FRED COUNTERMAN 


Suppose you were to read in some periodical an adver- 
tisement offering to send free a booklet telling about a 
certain product, and when you sent for that booklet, you 
received a reply stating: “Your request for a free booklet 
has just been received. Personally I know nothing about 
this booklet offer, but I will take up the matter with the 
advertising department and let you know in a few days 
whether any such offer has been made.”’ 

How harshly you would criticize a company so slack 
in its methods as to allow such a thing to happen! You 
would wonder how it could expect to make its advertising 
pay. 

And yet it is not so different when a buver asks one 
of your salesmen about something’ vou have advertised 
and finds that the salesman does not know anything about 
that item and is compelled to say that he will write in 
and find out about it. 
zation? 


Could that happen in your organi- 


KEEP SALESMEN INFORMED ON PUBLICITY EFFORTS 
When the prospective purchaser—who has been partly 
sold by advertising literature, who has formed the opin- 
ion that you think you have a great product in a certain 
line and believes vou very enthusiastic about it 
finds that one of vour own organization is ignorant of 
the proposition, the bottom drops out of that purchaser’s 
interest. 


are 


I saw two small boys looking at the posters of a circus 
that had shown in town a day or so before. One of the 
boys evidently had attended the show and the other had 
not. The one who had not been there was asking the 
other about the various acts advertised. “‘Did they have 
that—-and that—-and that?” he queried. “Naw,” 
the other boy. ‘“That’s just advertising.” 

Failure on the part of the salesmen to know all about 
the products advertised to buyers and inquired about by 
them can only result in a feeling somewhat like that of 
the small boy who declared that certain circus posters 
were “just advertising.” 

It may be admitted that it is the business of the sales- 
man to keep himself informed about the advertising of 
the company. He ought to be asking about it when he 
is in the house. He ought to ask that he be supplied 
with copies of all advertising going out direct to his 
trade or reaching it through a publication. He ought 
to be sufficiently interested to follow up such matters. 
He ought to, but not, and sometimes, 
with the best of intentions, advertising matter does not 
come to his notice because the advertising manager or 
whoever may be responsible neglects to call his attention 
to it. 

In the case of a small mill supply company the sales- 
man may be in such close touch with the house and its 
lines as to know practically all there is to be known upon 
the subject. In that will have the personal 
knowledge of things that Abraham Lincoln had, when in 
the old Denton Offutt store he was asked by someone 
how he knew a certain pair of gloves he offered for sale 
were genuine dogskin. “I'll tell you how I krow,” Lin- 
coln replied, “Jack Clary’s dog killed Tom Watkins’ sheep, 
and Tom Watkins’ boy killed the dog. Old John Mounts 
tanned the dogskin and Sally Spears made the gloves.” 


said 


sometimes he is 


case he 


vhe may 


When the company is large and the salesman does not 
have the same opportunity to learn all about its lines by 
personal contact, the situation is different. The bigger 
any business, the less effective the application of those 
rules and principles that will work with a small company. 

MOST SALESMEN NEED COMPANY’S HELP 

Every sales manager wants salesmen who will be what 
call live wires, men who are enthusiastic and 
energetic in their activities for the company, but I think 
the sales manager or the man at the head of the company 
sometimes forgets that a live wire gets its energy from 
outside, from a central power station, from a charging 
force. The salesman who is to be a live wire must, unless 
he is a rare exception, be hooked up with some source of 
energy outside of himself. Some salesmen can generate 
all their own energy, of course, and such salesmen are 
going to find out all they need to know about the lines 
they sell, whether any information is offered or not. But 
most salesmen need help from the company, sometimes a 
ereat deal of it. Otherwise they accumulate none of the 
high power ability they should have. 

Even those energetic “go-getters’’ who seem to radiate 
rather than absorb energy are apt te run down in time 
or at times. No man can keep drawing on his store of 
and giving off enthusiasm and inspiration and 
never take any on, without finding himself flat. 

When a new product or a new line is turned over to 
the selling force to be pushed, there ought to be some- 
thing more than a perfunctory statement of its qualities 
and advantages. The way in which such a line is pre- 
sented to the salesman has an influence upon the way 
they present it to prospective buyers. If there is to be 
enthusiasm in selling it, some of that enthusiasm must 
come from above the salesman. It ought to be evident 
on the part of the men higher up. They ought to be so 
thoroughly sold on the item that they cannot avoid show- 
ing the sales force how enthusiastic they are. 

If enthusiasm does not begin at the top, or if it does 
not show at the top, the only enthusiastic salesmen will 
be those rare exceptions who can and do make good, no 
matter where they are; and they will not stay long with 
a house that leaves all the enthusiasm about its products 
to the men out on the selling line. 

Some others than the salesmen may take notice of that 
statement made, I think, by the president of the Jordan 
Motor Car Company to the Cleveland Advertising Club; 
in effect, “Any man who will give the same enthusiasm 
each day to his business that he gives to eighteen holes 
of golf can be sure of making the business a success.” 

And I believe that any manager or sales manager who 
gives that much enthusiasm to presenting the lines car- 
ried by his house to the sales force will find the force 
absorbing some of that enthusiasm and carrying it with 
them to their prospects. 

For any company using the services of traveling sales- 
men, those men are in large measure the company in the 
eyes of customers. The customer sees the salesman, talks 
with him, hears what he has to say. The house itself 
and the men in it are often many miles away. The buyer 
hears about them, he reads their advertising, he receives 
their invoices and their letters, but it is the salesman who 
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Variations from the 
required pressures 
mean waste — Mason 
Regulators hold the 
pressures where they 
belong and make the 
saw teeth in charts 
disappear. 





Each Mason regulator 
is tested, before it 
leaves the factory, to 
meet the exacting con- 
ditions of the service 
for which it is to be 
used. Its accuracy 
does not diminish 
with long, continuous 
use. 


Talk these points to 
your customers. Write 
for a copy of new 
Catalog No. 62. 
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Clear — and stays clear 
Tough—and stays tough 


When you sell a Moncrietl Gauge 
Glass, you can assure your cus- 
tomer that the glass is clear 
and it stays clear that it’s 
tough, and stays tough. 
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You can assure him he ts getting 
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you will develop. 


JENKINS BROS. (BEACON REDD) 
Sole U. S. Agents for MONCRIEFF 


Genuine Scotch GAUGE GLASSES at 


enamelled — glass 


80 White Street New York, N. Y with red) indicator 
524 Atlantic Ave Boston, Mass- line for steam) pres 
133 No. Seventh St Philadelphia, Pa. sure to 150° Tbs 


646 Washington Blvd Chicago, Ill 


CPRISMATIC ()) 


A Hat clear glass with 
Specially 


toughened, 


tO ectooeee 


._ POWER PUMPS 


prisn 

































| | PI NDABLE, low cost power Water 
facilities for home, farm or factory 
have them with Myers Self-Otling Bull- 


Apartment 
e Pe Wel 


ous dozer Pumps. Positive — self- 
Hotels and. ‘ , 
dries lubrication, housed) working parts, im- 
method of 


valve $. 


prove dl 


| larget 


power application, 
provide 


There is a 


higher speed, 
large capacity at lower cost 

| style and size for every service up to ten 

| thousand gallons per hour. Catalog and 

| complete information to those who are 
interested. Dealers, supp!y houses, con- 

tractors, builders, write us for cat- 


alog and prices. 


Boost 










ioe |S — : ae 
TE FLE.MYERS & BRO.2. asuianp, ono. 














ILL SUPPLIES 








March, 


ar are rn aed Lita oer ONS: 


1928 





me ed 


comes in person, and, to all intents and purposes, the 
salesman is the company in a great many instances. How 
important, then, that the house sees to it that the sales- 
man is competent to represent it properly and that he 
carries along the enthusiasm and knowledge belonging 
with the presentation of what he sells! 

Admittedly, 1928 is a vear of strong competition. The 
effects of this competition are felt in the executive offices 
of the company, but the man who actually encounters the 
competition is the salesman. Consideration of what 
methods are to be followed during the year should not 
fail to take into account the position of the salesman, one 
of the most important factors in the business of any mill 
supply house. 

When confronted by something less than a highly pros- 
perous business condition, there is sometimes a too pro- 
nounced tendency toward caution. Caution is desirable 
at any time, but no business grows in the hands of a 
super-cautious management advising its salesmen to be 
cautious, forgetting the old saying, “Nothing venture, 
nothing gain.”” Sometimes even safety is sacrificed by 
too much caution. 

The story is told of a brig that struck against a cliff 
on the coast of Ireland. Crushed by the blow, the brig 
held firmly against the cliff for a few minutes, and those 
passensrers who were quick to decide, jumped to the rock 
and were saved, while those who hesitated. cautious, 
weighing the chances on the storm-swept rock as against 
the possibilities of safety on board the brig, were lost. 

“Look before you leap” is good advice, but don’t look 
too long or the chance to leap will be lost. 


NEW DEPARTMENT CREATED 


Chamber of Commerce of the United States to Work 
with Various Trade Associations 

The Chamber of Commerce of the United States has 
created a new department to work with trade organiza- 
tions. Dr. Hugh P. Baker, economist, assumed his duties 
as head of the department on February Ist. Dr. Baker, 
as head of the American Paper and Pulp Association, 
has won recognition as an authority on trade associa- 
tions. 

The purpose of the move, according to Lewis E. Pier 
son, president of the national chamber, will be to co- 
ordinate the relations of the chamber with more than 
600 trade associations in its membership, and to aid 
other industrial groups now planning organization. Presi- 
dent Pierson has stated that one of the most important 
activities of the new department will be to promote the 
movement already under way toward self-regulation by 
business groups, which has as its aim the elimination 
of economic wastes of every form. To that end the de- 
partment will co-operate with the Federal Trade Com- 
mission and other governmental agencies. Mr. Pierson 
emphasized the fact that business is increasingly rec- 
ognizing its group responsibilities, and that it is meas- 
uring up to the task of regulating itself, making its own 
rules of conduct and formulating and putting into effect 
its own trade practices. 


Pa 
Change in Ownership 

Announcement has been made of the purchase of the 
assets of the Power Equipment Company, Minneapolis, 
distributor of power and mill supplies, by the Power 
Equipment Company (a Delaware corporation). Officers 
of the company are R. C. Duncan, president; A. M. Slo- 
cum, vice-president; H. A. Childs, secretary-treasurer. 
Mr. Duncan, who has taken over the management of the 
new corporation, was formerly connected with the Carbic 
Manufacturing Company, Duluth, as sales manager, and 
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at the same time in an executive capacity with the Amer- 


ican Carbolite Company, also of Duluth. According to a 


statement issued by the company, the change will not 
affect the nature of the business or its location, and, 
aside from the fact that additions will be made to the 


force, the personnel will remain the same. “The present 
financial possibilities of the new firm place it in a posi- 
tion to carry larger stocks, and permit the adding to our 
already splendid lines of others of a similar national rep- 
utation,” the statement declares. “As a result, we shall 
be better able to take care of the needs of our customers 
and render the efficient service that modern business de- 


mands. es 


NEW FAIRBANKS CO. HOME 
Firm Recently Moved into Commodious New Quar- 
ters at 393 Lafayette street, New York 
The Fairbanks Company, for many years located at 
Broome and Lafayette streets, in New York City, re- 
cently moved to this commodious building at 3893-399 
Lafayette street, corner of 


Fourth street, in that city. 





The Fairbanks Home 


Company 


Here 


the 


well as 
New York local, general and export selling organizations. 

The Company owns and operates a valve manufactur- 
ing plant in Binghamton, New York, and a factory in 


are located its executive offices, as 


Rome, where it manufactures 
wheelbarrows, drag scrapers and casters. Branch offices 
and warehouses are operated at 520 Atlantic avenue. 
Boston, and at 209 Water street, Pittsburgh. 

“The company’s manufactured products and a few 
specialties, including the well-known Dart unions, flanges 
and fittings, are distributed locally from the New York, 
Boston and Pittsburgh offices, respectively, in 
prescribed territory. All other territory is covered 
through stock-carrying dealers,” stated R. T. Haddock 
of the general sales division in commenting on the com- 
pany’s distribution policy. 
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“SAGINAW” CASTERS 


Pressed from heavy steel. 

Twenty sizes—light and heavy duty. 
Ball bearing swivel. 

Roller bearing axle. 

Steel, rubber tired. 


The 
‘Handy Man” 


for all hand truck- 
ing. A money 
saver in mills, fae- 
tories, shops, ware- 
houses and shipping 
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Nationally Advertised and Now 
Selling in Many Mill Supply Houses 


Manufactured by Last sa 
SAGINAW STAMPING & TOOL CO. _<¢ oth Or 
SAGINAW, MICHIGAN “aa 
































BRAND'M’ DELTA DELTA BRAND'L’ 











st side jst side Same side 15 side 
3.075 strokes 3,075 strokes Next 7000 strokes 7000 strokes ———— 
7 o2s 15% ozs 32% ozs 20% ozs 
Poor Fast Fast Fast 
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; was a Delta. 
At 3,075 strokes one file was cutting so poor- 
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NEW PRODUCTS 
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Otto Bernz Co., Ine., 
street, 
a new 


17-37 Ashland 
Newark, N. J., has introduced 
style of kerosene-gasoline fur- 
nace in three numbers—Nos. 30, 31 and 
32. The No. 30 furnace is illustrated. 
The No. 31 is the same 
as the No. 30 except 
that it is fitted with a 
combination shield for 
melting metal and 
heating soldering irons 
at the same time, and 
a large handle. No. 32 
is the same as No. 30 
except that it is fitted 





with a 94-inch sheet 
steel shield and large 
handle and top plate. 


The top plate of these furnaces is made 
of malleable iron and fitted with an at- 
tachment for holding soldering irons. 


The pump is 1 inch in diameter and is 


the patented “Never Leak” style. <A 
malleable iron arm holds the burner 
shield in place and eliminates three 


small nuts. The steel reservoir has a 
capacity of one gallon, and has a fun- 
nel, and the patented “Dust Proof” cap 
attached. The three top 
the reservoir are brazed and the _ bot- 
tom is welded. A ring welded to the 
bottom reinforces the reservoir. The 
burner shield is so arranged that the 
user can open the side to get at the 
burner. The burner is of a new style, 
and, it is claimed, will burn for a very 


bushings of 


long period before becoming carbonized. 
It is then only necessary to replace the 
clogged pipe with a new one, the com- 
pany states. A iron plate 
brazed to the reservoir holds the up- 
rights, and eliminates three openings at 


malleable 


the top of the reservoir. 

The PDillings & Company, 
Park & Laurel streets, Hartford. Conn., 
is manufacturing the ‘“‘Klose Kwarter” 


Spr weCr 


wrench, which is designed especially for 


use on hard-to-get-at nuts. This is a 


Biting ‘ _ 


\ m-20cr 
a 


double-headed 
ings at a 75 per cent angle, jaws nar- 
row and pointed and the heads 
thin. Both heads are on the same side 
of the wrench. The wrench is made in 
all popular sizes to fit S. A. E. and 
U. S. Standard nuts. 
trade, display 
with the wrench 


wrench, with the open- 


very 


For the general 
furnished 
assortment, and for 
the automobile trade the wrenches are 


boards are 


packed five in a kit, giving an assort- 
ment of ten openings, varying in size 
%-inch to 7,-inch. The wrenches 


from molyb 


from 


are drop forged chrome 


denum steel. 
T« niple ton, 
1020 South 


Ke nly & Co... 
Central avenue, 


Limited, 
Chicago, 


manufacturers of Simplex jacks, have 
announced a new line of screw jacks. 
These jacks are built with an open 
handhole, instead of the solid frame, 
permitting the screw of the jack to be 
visible at all times. The carrying han- 
dle is a formed portion of the hand- 
being braced and ribbed. The 
screw and head are forged from one 
piece of steel, the standard and cap 
made of refined gray iron, the base is 
formed with an extra ribbing. Another 
feature is the Duco lacquer or color 
finish. Each distinct size of Simplex 
screw jacks is lacquered in a different 
color. Thirty-two sizes comprise the 
line, including the Junior Jack, for 


hole, 


farm, house, garage and shop use. 
Bonne 7] Forge & Tool Works, Meadow 

& Tilghman streets, Allentown, Pa., has 

metal 


devised a new display cabinet, 


BONNEY CY) SOCKETS 





finished in three colors, and provided 
with hooks to hold a supply of handles 
for Bonney vanadium 
wrenches. A complete assortment of 
may be kept in the compart- 
ment at the bottom of the cabinet. 
Skilsaw, Tne., 3814-24 Ravenswood 
avenue, Chicago, has just perfected the 
new junior Skilsaw electric hand saw, 
known as Model J. This saw is de- 
signed for ripping and cross-cutting up 
to 2-inch dressed lumber. It weighs 11 
pounds, has a maximum cutting capac- 
ity of 15, inches and its base is adjust- 
able for depth of cut desired. It has a 


chrome socket 


sockets 





1, horsepower especially designed mo- 
tor for D.C. or A.C., single-phase, 60- 
cycle or less, 110 or 229 volts. The speed 
of the motor is 12,000 r.p.m, and that of 


the saw 2,500 
aluminum 
shafts and 


r.p.m. The saw has an 
body, chrome nickel 
gears and is ball 


steel 
bearing 


YY 


throughout. It has a Kerf guide and a 
safety guard. The diameter of the saw 
blade is 6 inches. Standard equipment 
includes a combination rip and cut-off 
saw blade, steel carrying case, adjust- 
able rip fence attachment, rubber cov- 
ered cord with connector; lubricant 
and socket wrench. 

Pollard Bros. Mfg. Co., Inc., 4034-36 
North Tripp avenue, Chicago, manufac- 
turer of shop equipment, has placed a 
complete line of steel work benches on 
the market. The benches are made in 





the standard lengths of 3, 4, 5, 6, 8 and 
9 feet; the widths vary according to 
common practice, including 24, 29, 32%4 
and 46 inches. Heights vary from 25 to 
35 inches, according to the customer’s de- 
sire, but the standard heights of bench 
legs are 30, 3214 and 35 inches, the 
company states. The tops are made of 
1¢-inch steel, being formed down and 
under, both front and back. The 
benches may be equipped with end and 
hack rlates to prevent parts from slid- 
ing off. The bench legs have an over- 
hang both front and back, and a 
stringer ties the bench legs together. 
™he steel bench drawer is fastened to 
the steel bench by special clamps. 

The Cincinnati Electrical Tool Co., 
Madison and Edwards Roads, Cincin- 
nati, has recently added to its line of 
electric drills, grinders and buffers five 
71, and 10 h. p. heavy duty floor 
grinders, designed for the heavy grind- 











ing in places where grinders are used 
for continuous service in production 
work. The motors are fully-enclosed 
and spindles are mounted on four Tim- 
ken tapered roller bearings running in 
oil. The wheel guards are equipped 
with exhaust connections and have a 
!-inch adjustment to wear of wheels. 
The grinding rests are adjustable and 
can be removed on work where they 
might interfere with the free movement 
of the operator. The wheel flanges and 
nuts are machined to balance with 
the spindles, to secure a minimum of 
vibration. The abrasive wheels for use 
in connection with the grinders have a 
12-inch bore. The push button control 
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VOGEL Peseumel Prect-Eeeak Chosets | 


give satisfactory service, day in and day out, winter and summer 


The material used in the manufacture of VOGEL closets is the best to be obtained. | 
The seats are exceptionally strong and durable, the operating levers are of mal- | 
leable iron galvanized and will not break, the valve bodies are of good quality brass, | 


and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero | 

weather and many thousands have been in use for years without requiring repairs. | 

When repairs become necessary, merely remove one valve cap in back of the | 
bowl and the rod with operating parts may be 
removed in an instant. 








— 7. The VOGEL is the simplest and most durable frost- 
bo proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY | 


Wilmington, Delaware 
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Rechte Bolte Quality and Service 

Carriage Bolts Specials Stove Bolts 

Plow Bolts Stove Rods 

Step Bolts Everyone can DEPEND on “‘Superior”’ products. —_ Sink Bolts 
’ Ask those who use them. . 

Lag Screws Tire Bolts 


The Superior Screw and Bolt Mfg. Co. 
Cleveland, Ohio 


New York 290 Hudson St. (also export office) St. Louis, Mo.- 318 Planters Bldg. 
Chicago -707 W. Van Buren St. Detroit, Mich. - 3-216 General Motors Bldg. 
WAREHOUSES 

Newark, N. J. 15 Kirk Place Chicago -707 W. Van Buren St. 
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station is mounted on the motor frame. 
Various safety features are provided. 
These grinders can be had for alter- 
nating current, 220, 440 or 550 volts, 
2 or 3 phase, and for direct current, 115 
or 230 volts. 

Homestead Valve Mfg. Co., Home- 
stead, Pa., has placed on the market a 
portable steam boiler which, it is 
claimed, generates steam at 150 pounds 
pressure in from a minute to a minute 
and a half. The generator, known as 
the Hypressure Jenny, is so light and 

















compact that it may be carried about 
on a small shop hand truck or mounted 
on the rear end of a coupe or sedan. 
Gasoline or kerosene may be used for 
fuel. A fuel pump and a fluid pump, 
for water or any cleaning solution, are 
»perated simultaneously so that just the 
right amount of heat is applied to the 
water to change it into steam instantly. 
When the pre-determined 
attained, the pumps 


pressure is 
operating. 
Some of its uses are cleaning machin- 


stop 


ery and buildings, sterilizing, removing 
paint, removing snow and ice and thaw- 
ing frozen equipment. 

Gardiner Metal Co., 1356 West Lake 
street, Chicago, manufacturer of solid 
wire and bar solder and other products, 
is now making a 
self-fluxing wire 
solder by a new 
process, which, the 
company states, in- 
sures even distri- 
bution of flux 
through the length 
of the wire and the proper mixture of 
metal. The company manufactures an 
acid flux solder for all metal goods ex- 
cept aluminum, for heavy electrical 
work and repairing in the 
home; a special flux solder for a vari- 





general 


ety of work on which rosin is too slow 
and acid too strong, and a rosin flux 
solder for radio work and all fine elec- 
trical These 
put on 1, 5 and 20-pound spools. 
Adjustable Co., 417 North 
Ashland avenue, Chicago, is introduc- 
ing a form of carpenter’s steel bar 
clamp, known as “Pony” steel bar 
clamp fixtures. They consist of a set 


operations. solders are 


Clamp 


of parts which, when applied to any 
piece of wrought 
(standard weight, 
double extra-heavy ) 


%4-inch iron pipe 
extra-heavy or 
make a steel bar 
clamp of such length as the pipe may 





be. The head of the clamp is screwed 
fast to the threads at one end of the 
pipe, and the foot, or tail-piece, is 
slipped over No holes, 


the other end. 





notches, rivets or other preparation of 
the pipe are required, nor are any tools 
necessary to make this assembly or 
take the clamp apart again, according 
to the manufacturer. The foot con- 
tains a set of special heat-treated, steel 
multiple clutch rings, which automati- 
cally engage the pipe at any point to 
which it may be moved to fit the work 
to be clamped. 

Oxweld Acetylene Company, 30 East 
12nd street, New York, has added to its 
line a new cutting blowpipe, type C-14, 
which the company claims will not 
backfire even under the most severe op- 
erating conditions. This blowpipe uses 
the same nozzles as the Oxweld type 
C-2, which it resembles, although sev- 
eral improvements in design have been 
made. The three gas tubes are straight, 





—- > 
—_— —_ 











having no bends either outside or inside 
the handle. The cutting valve is of the 
same design used on type C-6 for many 
years and now used on all hand eutting 
blowpipes of the same make. Some time 
ago the small needle valve bodies used 
for acetylene on the cutting blowpipes 
were improved by making them pres- 
sure forgings. Now both the head and 
the rear body of type C-14 are also 
pressure forgings instead of castings. 
Interchangeable nozzles are provided so 
that the blowpipe may be used with 
either medium or low pressure acety- 
lene. 

The Monarch  Co., 
street, 


1270 Ontario 
Cleveland, is out with a new 
chain-lock, known as the ‘‘Wise-lock,” 








which takes the place of the padlock. 
The lock is so designed that it forms 
a link in the chain. It is made of two 
unbreakable steel forgings, hardened to 


resist saw, file, bolt cutter and ham- 
mer. The locking link is so designed 


that there is no shackle to bind or jam 
or pry open, and a strain on the chain 
cannot damage the locking mechanism, 
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it is said, since the double link is made 
in one piece. The key is self ejecting 
and cannot stick in the lock, it is 
claimed, while the lock can be closed 
without the key. The “Wise-Lock”’ is 
electroplated with udylite inside and 
out, making it rust proof. The accom- 
panying illustrations show the “wise- 
lock” locked (above) and unlocked. 
The Porter-Cable Machine C0. 
North Salina and Exchange streets, 
Syracuse, N. Y., announces improve- 
ments on its “Takeabout” sander. A 


very wide roller is said by the company 
machine perfect 


to give the balance, 





and, with a large insulated handle, to 
make the machine easy to operate. 
More vents allow cooling air to circu- 
late around the motor, thus reducing 
heat to a minimum. A removable cap 
makes the motor more accessible. This 
machine, which weighs 14 pounds, is a 
hand belt surfacing machine. It oper- 
ates from a lamp socket and is pro- 
vided with a 1/3 h.p. A.C. and D.C. 


motor, with any voltage from 32 to 
250, inclusive. 
F. L. Rogers & Company, 23-27 


South Jefferson street, Chicago, the 
sales organization in charge of distri- 
bution of Wodack products, announce 
the new Wodack combination lock mor- 
tiser and router, which is now on the 
market. According to the company, 
this machine will cut out all of the 
barrel and most of the face plate of a 
door lock in one operation, without 
stopping the machine to change cutters 
or measurements. The company states 
that it will cut out an ordinary inside 
lock in an average time of 20 seconds 
and that it will mortise an average of 
60 doors per hour, counting time to put 
on and take off each door. The motor 
can be taken off the mortiser and con- 
verted into a router. The machine is 
manufactured by Wodack Electric Tool 
Corporation, Chicago. 
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Tuttle & Bailey Mfg. Co., 441 Lexing- 
ton avenue, New York, has issued Cata- 
ogue No. 81 in handy pocket form for 
use of the furnace installer. The cata- 
logue is illustrated and contains prices 
and information on registers, ventila- 








102 











“THE CHASE” 


Line of 
Factory Trucks 
Industrial Cars 
Charging Trucks and Cars 
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Turntables, etc. 


We solicit your inquiries 


THE CHASE FOUNDRY & MFG. CO. 
Columbus, Ohio 
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“Cleveland Type” “Smith Type” “Industrial Type”’ 
Oil Film Hill Friction Spur Gear Speed 
Bearings Clutches Transformers 


There’s a reason why you should sell 


“Hill Clutch” Mill Equipment 


featuring 


“Smith Type’’ Hill Friction Clutches 
“Cleveland Type’’ Oil Film Bearings 
‘‘Industrial Type’’ Spur Gear Speed 
Transformers 
‘‘Steelarm’’ Automatic Belt Tighteners 
Flexible Couplings 


Your customers’ wants mean more to us than “so much 
material.” A careful study is made by Engineering 
Experts skilled in Power Transmission problems. You 
receive the accumulated experience of “‘half a century” 
serving every kind of industry. 


The Hill Clutch Machine & Foundry Co. 


Power Transmission Engineers 











General Office and Plant, Cleveland, Ohio 
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tors, regulators, grilles, etc., manufac- 
tured by the company; and tables which 
are useful to furnace installers in their 
work. It has 28 pages and cover and is 
6 by 3% inches in dimensions. 

Ludlum Steel Company, Watervliet, 
N. Y., has issued a treatise on the ni- 
triding process for the hardening of 
steel. This booklet contains 24 pages, is 
illustrated and is punched with holes 
for insertion in a loose leaf file or cata- 
logue. 

Albaugh-Dover Manufacturing Co., 
2100 Marshall boulevard, Chicago, has 
recently issued bulletin “A” on its spur 
and worm gear speed reducers. This is 
a completely illustrated booklet of 18 
pages and cover, measuring 11 by 812 
inches. It contains descriptive matter 
and dimension tables, the latter illus- 
trated by drawings. 

Danly Machine Specialties, Inc., 2104- 
2130 South 52nd avenue, Chicago, has 
issued an attractive new catalogue on 
diemakers’ supplies manufactured by 
the company. The first portion of the 
booklet is devoted to a discussion of the 
manufacture of Danly products, with 
illustrations. The booklet contains price 
and dimension tables; and illustrations, 
both photographs and blue prints, are 
used effectively. The catalogue, which 
also contains a discount sheet, is in 
loose leaf form, contains 36 pages and 
an attractive cover, and measures 1214 
by 9% inches. 

The Cuneo Press, Inc., 22nd, Canal 
and Grove streets, Chicago, with which 
is affiliated the Cuneo Catalog Service 
Company, has issued “Cuneo Termi- 
nal,” a very attractive booklet describ- 
ing the Cuneo transportation and 
shipping facilities. The booklet is illus- 
trated by a map showing Cuneo termi- 
nal __—ittransportation facilities and 
railroad connections. The 1928 Cuneo 
calendar has also been issued. This 
provides a pictorial and brief descrip- 
tion of The Cuneo Press, Inc., with its 
six plants in Chicago, New York, 
Brooklyn and Milwaukee. 


(Obituary +) 
John J. Treat 

John J. Treat, assistant superin- 
tendent of The Yale & Towne Manu- 
facturing Co., Stamford, Conn., died in 
the Stamford hospital, February 7th. 
Mr. Treat, who was born in New 
Haven, Conn., in 1873, was a former 
mayor of Stamford. 








Thomas A. Jones 

Thomas A. Jones, vice-president of 
the W. A. Jones Foundry & Machine 
Co., and president and general man- 
ager of the H. B. Sackett Screen & 
Chute Co., both of Chicago, died in his 
home in River Forest, Ill., January 
19th, at the age of 64 years. Mr. Jones 
was born in Susquehanna county, 
Pennsylvania, and came to Chicago 
during the World’s Fair, when he be- 
‘ame associated with the Jones com- 


pany, of which he was later managing 
head. For many years he was secre- 
tary of the corporation and later presi- 
dent. 


Daniel Kennedy 
Daniel Kennedy, president of the 
Kennedy Valve Mfg. Co., Elmira, N. 
Y., died at Hot Springs, Ark., January 
14th, following a brief illness, in his 
eightieth year. Mr. Kennedy was born 
in Ireland and came to this country at 











DANIEL KENNEDY 


the age of seventeen. His first business 
venture was in 1877, when he secured 
the contract for building and installing 
gate valves for the old Boston dry dock 
in the Erie basin, Brooklyn, which is 
now owned by the Robbins Dry Dock 
& Repair Co. This contract established 
the firm of Daniel Kennedy, with a 
small shop in New York City. In 1890 
a plant was established in Coxsackie, 
N. Y., and the firm incorporated under 
the name Kennedy Valve Manufactur- 
ing Company. In 1907 the present 
plant in Elmira, N. Y., was built. In 
1921 an additional plant nearby was 
acquired for independent production of 
malleable-iron pipe fitting lines. De- 
ceased is survived by his widow, three 
sons, Matthew E. Kennedy, treasurer 
and general manager of the Kennedy 
Valve Manufacturing Company; J. C., 
works manager, and Clarence H., gen- 
eral sales manager; and by _ three 
daughters, Mrs. John C. Judge, Brook- 
lyn; Mrs. Alexander H. MacCreery, 
Tulsa, Okla., and Miss Kathleen Ken- 
nedy, Elmira. 


Fred H. Wall 

Fred H. Wall, advertising manager 
of the Carlyle Johnson Machine Co., 
Manchester, Conn., died January 19th 
in Manchester. He had been engaged 
in publicity work for the Carlyle John- 
son company several years and was a 
former newspaper man. 





William J. Henry 
William J. Henry died in the Auburn 
City hospital, Auburn, N. Y., January 
18th, following an operation which he 
underwent on the preceding day. Mr. 
Henry was president of The Oswego 
Tool Company, Oswego, N. Y., and of 
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the Henry Forge & Tool Company and 
the Crouse-Pope Foundry Corporation, 
both of Auburn, N. Y. He was presi- 
dent of the Henry & Allen Manufac- 
turing Company for a number of years, 
but sold his interests in that company 
about ten years ago and organized 
Henry Forge & Tool Company and the 
Crouse-Pope Foundry Corporation. In 
1927 he secured a controlling interest 
in The Oswego Tool Company. De- 
ceased is survived by his widow and 
two sons, Paul A. and William M. 
Henry, the latter vice-president of The 
Oswego Tool Company. 


Walter Bauer 
Walter Bauer, president of the Py- 
rene Manufacturing Company, Newark, 
N. J., passed away Sunday, February 
12th. 


Philip Mueller 

Philip Mueller, first vice-president of 
the Mueller Co., Decatur, IIl., died Jan- 
uary 23rd in his home in Decatur, fol- 
lowing a stroke of apoplexy which he 
had suffered on January 19th. De- 
ceased was born October 16th, 1859, 
and joined his father and older brother, 
Henry, in the plumbing business at an 
early age. He served his apprentice- 
ship and became a master plumber. 
In 1886 Mr. Mueller became a partner 
in the Mueller Co. He had served as 
superintendent of the factory, works 
manager and first vice-president. Mr. 
Mueller is survived by his widow, four 
sons, two daughters, and three brothers, 
Robert, Adolph and Oscar Mueller. 


A. E. Lihme 
A. E. Lihme, treasurer of the R. & 
J. Dick Co., Ine., Passaic, N. J., died 


unexpectedly from heart trouble on 
January 31st. He had been at his desk 
on the preceding day. Mr. Lihme 


joined the sales force of the R. & J. 
Dick Co., Inc., in 1914, at the New York 
branch office, and after several years 
of successful operation, was transferred 
to the head office in Passaic, in the 
early part of 1920, in an executive 
capacity. He subsequently assumed the 
office of treasurer. Mr. Lihme is sur- 
vived by his widow and a daughter, 
Mrs. Brenda Winthrop, of Brooklyn. 


William D. Klipfel 

William D. Klipfel, formerly head of 
the Klipfel Mfg. Co., Chicago, manu- 
facturer of pressure regulators, ther- 
mostats, ete., died in his home, 1023 
North Austin boulevard, Chicago, Mon- 
day, January 23rd, from heart disease. 
Because of ill health, Mr. Klipfel retired 
recently from active service with the 
firm which he founded. He spent his 
entire life in Chicago and was 72 years 
of age at the time of his death. Mr. 
Klipfel is survived by his widow, Mrs. 
Anna E. Klipfel; a daughter, Miss Flo- 
rence Klipfel, and two brothers. 
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2400 


different sizes, shapes and 
cuts for quick delivery 


From this large assortment you can select 
the exact hle for a given job, thus saving 
time, labor, and also improving the grade 
of work. 


An additional saving will also be effected 

for American Swiss Files last from 25°; 
to 35°, longer than other files. ‘This is 
the experience of users of our files. 


American Swiss File & Tool Co. 
410-416 Trumbull St., Elizabeth, N. J. 
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Swartwout 
Steam Products 


Swartwout 
Bucket 
Type 
Steam Trap 
Intermittent action 
pressures to 

250 lbs. 


Trouble Free 





Steam Separators Low Pressure Float Trap 
Return, Lifting and Vac- 


uum Trap 


Air Separator 

Cast Iron Exhaust Head 

Steam Separators 
ceiver Type 


Re Cast Iron Strainer 


The Swartwout Company 


General Offices: 18523 Euclid Avenue, Cleveland 
Factories: Cleveland and Orrville, Ohio 














MORGAN VISES 


are sold through the 
~ Distributor 
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Prompt Deliveries 


MORGAN VISE COMPANY 


108 North JeTerson St. CHICAGO, ILL. 








SELLERS’ GUIDE 
to Supply Houses 
1928 Edition 


A guide to the supply houses of the United States 
and Canada, for sales manazgers and salesmen. 


Price Three Dollars 
The Crawford Publishing Co. 


537 South Dearborn St. 
Chicago 
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RECORDING OCEAN 
“The ‘thermograph,’ attached to the intake pipe of a 


TEMPERATURES 
steamship many feet below the surface of the water, 
records the temperatures for every minute of the day 
while the ship is in motion,” states The Power Specialist 
in its January issue. “With this instrument a lot more 
is being learned about ocean currents. Complete data of 
every trip is recorded automatically on a single chart by 
this instrument, which replaces the old bucket-tester.” 
PLANT CLEANING PAYS DIVIDENDS 

“There are large numbers of plants whose practice it 
is to close down for a week or two during the year to 
make repairs to machinery and equipment,” states Oakite 
News Service. “While these repairs are being made, an 
excellent opportunity presents itself for a thorough gen- 
eral plant cleaning. Walls, windows, floors and equip- 
ment can be washed (and repainted where necessary ) 
without the inconvenience of having to do all this work 
while people are at their jobs during the day. Whenever, 
and under whatever circumstances the cleaning is done, 
there is no doubt that it has a desirable effect upon all em- 
ployes. They are happier, they are more careful with 
their work and, being more contented, their production 
increases.” 

DETERMINING THE COST OF PAINTING 

“Many paint buyers have been led to believe,” says the 
U. S. Gutta Percha Paint Co. in a recently issued booklet, 
“that the price of paint by the gallon is the determining 
factor in the cost of painting. This is a fallacy. Simple 
tests will show that two other factors are of paramount 
importance—(1) the spreading and covering powers of 
paints, and (2) the cost of labor required to apply them. 
Only by considering these factors, which vary widely 
with different paints, can anyone arrive at the real cost 
of painting—the cost of the finished job. With a paint 
that covers more surface and can be put on in a shorter 
time, naturally there is less paint and less labor to be 
paid for. This means savings which frequently amount 
to more than any difference in initial price of the paint 
itself.” 

ONE BILLIONTH OF AN INCH 

“Not so many years ago the micrometer and plug-and- 
ring gauge were considered the ultimate in hair-line ac- 
curacy of measurement,” states a writer in The Power 
Specialist, published by Johns-Manville Corporation. 
“Now, science has perfected a device by which one bil- 
lionth of an inch may be measured. Moreover, the same 
instrument may be used to register temperature changes 
as slight as one millionth of a degree Fahrenheit. So 
far, its use has been confined to the field of magnetic 
research. Just what its effect will be upon the work of 
technical men in the industrial field cannot be foretold, 
but it’s another indication of the strides engineers, scien- 
tists, technicians everywhere are making, strides that 
are tremendous—even when they amount 
billionth of an inch.” 

QUALITIES OF SPEED REDUCERS 

The primary object of modern speed reducers is to 
efficiently transmit the power and step down the high 
speeds of electric motors, gas engines and other similar 
sources of power,” states Albaugh-Dover Mfg. Co. in its 
new catalogue. ‘A secondary object is the elimination 


to only one 


oer 
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of hazardous and troublesome open gearing, counter- 
shafts, belting, chain drives and other makeshift means 
of reducing speeds and transmitting power. Speed re- 
ducers are applicable for drives to conveyors, elevators, 
escalators, hoists, stokers, rotary kilns, grinders, crush- 
ers, agitators, mixers, line shafts, machine tools, pumps, 
fans, calenders, ore roasters, water screws and other 
equipment that must run at slower speeds than electric 
motors or similar sources of power. From the above, it 
is obvious that an ideal speed reducer must be highly 
efficient to conserve power, durable to have a reasonable 
length of life, compact so as to conserve space, self con- 
tained in a housing to eliminate hazards to workmen, 
self lubricating to eliminate labor.” 
FIRST IRON WORKS IN AMERICA 

Iron was first discovered in this country in North Caro- 
lina, and later an attempt to manufacture it was made in 
Virginia, but, quoting from an article in The Disston 
Crucible, “the first successful works were established in 
1645, in that part of Lynn, Massachusetts now called 
Saugus. Bog iron had been discovered there much ear- 
lier, in large quantities, within a mile or two of the 
meeting house, but it was not until 1643 that the want 
of iron tools and iron ware led several of the enterprising 
citizens of the town to make an attempt to work it. Fore- 
most of these were Thomas Dexter, an energetic person, 
and Robert Bridges. * . : 

“In 1642, the latter took some specimens of the ore to 
England, where he succeeded in interesting eleven men, 
the most prominent of whom was John Becx, and ‘The 
Company of Undertakers for the Iron Works’ was 
formed. John Winthrop, Jr., was also connected with 
the enterprise, and reference to him, and to the satis- 
factory quality of the iron produced, appears in the cor- 
respondence between Mr. Endicott and Governor Win- 
throp. Articles of wrought iron, as well as castings, were 
manufactured, and tradition has it that shells 
were used as a fiux for the ore. The first casting made, 
a smal] pot with a cover, barely capable of containing a 
quart, now occupies a post of honor in the Lynn Public 
Library.” 
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JUST WHAT IS A NEON SIGN? 

This question regarding the latest tvpe of electric sign 
is answered by Jndustry, published by the Associated In- 
dustries of Massachusetts. 

Neon signs derive their name from the inventor, Mon- 
sieur Georges Claude, an eminent French scientist who 
discovered this rare gas and named it neon, the article 
states. Neon is the Greek interpretation of the word 
new, therefore neon means new gas. The gas is manu- 
factured and transported in special glass containers, and 
is then placed under a glass seal at the top of the vacuum 
racks. The next step in the manufacture of neon signs 
finds the glass blowers bending glass tubing of various 
sizes in the form of letters, working to patterns fur- 
nished by the drafting department. 
nected to each end of the tube. The glass tubes are then 
taken by the chemist and put through a process of purifi- 
cation and evacuation, after which the letters are placed 
on the face of the sign on glass insulators and connected 
through a transformer which steps up the voltage. 

Neon tubes have a life from four to six thousand hours 
continuous service. At the end of that period, unless the 
glass is broken, the tube may be re-pumped in the same 
manner as an ordinary vacuum lamp and placed in the 
sign for another period. The neon circuit will function 
only on alternating current. With direct current a ro 
tary converter of special design is used to furnish alter- 
nating current to the transformers. 


Electrodes are con- 






















MONARCH 
BALL METAL 


Satisfied Customers - 


St. Paul Distributor. Read their letter: 


many different industries. 


received from you 


ask if your territory is open. 


MONARCH METAL CO., Chicago 
119 South Lincoln Street 


Associate Member National Supply and Machinery Distributors’ Association 
Manufacturers of Quaker Metal, the ‘‘Ladle Bronze’”’ 
which is also sold through Distributors. 


ad 





Coil Chain 


is made in three grades—Proof Coil, 
BB and EBB. 


These chains are graded according to the steel from which 
they are made. Proof Coil is a good commercial chain, 
made from open hearth steel. BB is a better grade with 
shorter links, and BBB is made of the very best basic steel, 
with still shorter links. 


Our line, established in 1873, includes chain for practically 
all uses. Our workmen are master craftsmen who understand 
every essential of chain making. Finished chains are proof 
tested and every link is carefully inspected. 


Ask for Catalog and Distributors’ Prices 


S. G. TAYLOR CHAIN CO. 


144 S. Dearborn St., Chicago 
Factory, Hammond, Ind. 
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Cooperation — Protection 


are what the Monarch Metal account means to our 


“With reference to our selling of Monarch Metal, we 
would state that we have handled this for about fifteen 
years, during which time we have supplied it to a great 
i During this time we have 
secured a number of well satisfied customers and have 
full cooperation and protection.” 


ROBINSON, CARY & SANDS COMPANY 


If this is the kind of babbitt account you want, 
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Does Your Trade Use 
Belting ? 


Frequently your salesmen meet men who know 
belting or they meet service that requires real 
belting. Have they the belt to offer that gives 
such gocd satisfaction that all future belting orders 
are assured ? 


Pater rt omaperataredeprhaped renter eiag el? 


D ph aboe at PERE pe REDE DEP 


Stanley is such a belt 


CEPEPEPRSTIOeYET? 


men who meet and know 
it repeat automatically. Why not offer you trade 
this quality? Write fer sample and our plan of 
cooperating with the jobber. 


: 


reer epeererer 


Stanley Belting Corporation 
13 N. Jefferson St. 320 Broadway’ 124 Adelaide St., W. 
hicago New York Toronto, Ont. 
42 A Southwark St., S. E. I. 
London, England 


¥ 





Kindly send hand 
prices to 


sample and 
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Mechanical Rubberware 


Just When You Need It 


twenty-four hour shipment, 

this service we daily render 
to jobbers on emergency 
orders. 


a complete line of mechani- 
cals, excluding hose and 
belting, made to your speci- 
fications and promptly 
shipped. 


sales to jobbers only is our 
unvarying policy; you can 
depend on us to ship to your 
customer direct under your 
name. 


all such items as bumpers, 
slabs, sheet, strips, gaskets, 

in any quantity needed 
and quality desired. 


pump valves a specialty. 


Elkhart Rubber Works 


ELKHART, INDIANA 
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Quality Is What They Want 


“The American public does not now, and never has, 
worshipped before the shrine of price, and the dealer or 
jobber who thinks it does or the manufacturer who gives 
unduly large discounts or shades his price, under the 
fallacious belief that price is all important, is merely 
cutting his own profits and contributing to the demorali- 
zation of industry,” writes W. T. Kyle, sales manager, 
Page Steel & Wire Company, Bridgeport, Conn., in an 
article, “What We Tell a Salesman Who Wants the Price 
Cut,” which appeared in Sales Management. “The Amer- 
ican public kneels before the altar of quality, not before 
the shrine of price. Quality, consistent with cost, is 
sought by every one of our hundred million American 
buyers, and the sooner trade in general assimilates that 
fact and conforms its business to it, the better will be 
all industry.” 

Heavy 


Current Jopi 


“From Our Exehénges 











Machinery Exports in 1927 

“American machinery was shipped abroad in 1927 in 
greater quantity than ever before,” states The Iron Age. 
“Expressed in dollar values 1920 was higher, but the 
margin of $28,000,000—61!% per cent—was much 
than the enhancement of prices in the immediate post- 
war period. The total exports in the year just closed 
were $435,476,000. This compares with a shade under 
$400,000,000 in the preceding year and with $463,000,000 
in 1920. Since 1922, when the total was $239,000,000, 
there has been a continuous and fairly uniform gain year 
by year. This increment has averaged $39,000,000 a 
year. As recently as 1916 a new high record was made 
at $226,500,000, which was reported as far in excess of 
any preceding year. That the shipments were so high in 
1927 was due in part to record exports of agricultural 
machinery; shipments of machine tools in 1927 almost 
doubled the total registered in 1926.” 


less 


On the Demand for Mechanics’ Hand Tools 

“We hear a great deal about the lesser demand for 
mechanics’ hand tools, and it seems the thought of the 
average person is that this demand has decreased very 
rapidly within the past two or three years,” states Alex- 
ander S. Vaughn, vice-president and treasurer, Vaughn 
& Bushnell Mfg. Co., Chicago, in an article in Hardware 
Age, which appeared under the title, “Let Us Analyze 
the Tool Business.” “I believe the record of manufac- 
turers totaled will show this is not generally the case. 
There is not the increasing demand that the natural in- 
crease in population would ordinarily give, and the de- 
mand for some tools is less than 15 or 20 years ago, due 
to less production of some of our natural resources, and. 
to a greater extent, to the change of building materials. 
However, the use of hand tools has about found its level 
and, as above stated, the total dozen manufactured and 
consumed will not show the decrease that is commonly 
thought.” 

Collecting from Delinquent Customers 

“Getting Blood From a Turnip” is the title of an in- 
teresting article written for The Jobbeir’s Salesman by 
Ruel McDaniel. The author analyzes the policy of a com- 
pany which collects a high percentage of accounts, a com- 
pany which is very methodical in all its credit depart- 
ment routine. It is prompt and regular in sending out 
statements and following up slow-paying accounts. ‘At 
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three o’clock on the last day of the month the company 
closes its books for the month. At five o’ciock the same 
day all current statements are on the way to the post- 
office, for delivery on the morning of the first day of the 
new month,” Mr. McDaniel states. “The ordinary ac- 
count that is not paid in 90 days is written off and placed 
in the hands of an attorney for collection.” Preceding 
such action, the company sends a series of four letters 
to delinquents, and what it threatens to do it does. ‘“‘The 
company does not find it satisfactory to use salesmen in 
making collections,” the author concludes, “believing 
that the two jobs are exactly opposite and therefore need 
different tactics entirely in handling.” 
Do Expositions Make a Difference? 

After stating that machine tool orders continue to be 
maintained at a volume correspondingly higher than that 
obtaining in many other lines of the equipment industry, 
and that there is evidence that users of machine tools are 
gradually gaining a more definite conception of the eco- 
nomic advantage of operating an efficient new machine in 
place of a partially obsolete old one, Jron Trade Review 
asks why this should be more pronounced in the machine 
tool industry than in other branches of the equipment 
building field. ‘““Why, for instance, should orders for ma- 
chine tools remain consistently higher, proportionately, 
than those for foundry equipment?” the writer asks. He 
then states that interest of users was aroused to a high 
pitch in October by the Cleveland machine tool exposition, 
while foundry equipment builders lacked the support of 
an exhibition in 1927. “Is this contrast significant?” 
he asks. ‘Is the show situation responsible in a measure 
for the relative volume of orders in the two industries? 
Certainly buyers of machine tools now are more respon- 
sive than those of foundry equipment. How can this be 
explained, except by placing some weight on the value of 
exhibition influence?’ The article is entitled, “Do Expo- 
sitions Make a Difference?” 

Doubled Actual Selling Time 

A booklet issued by the policyholders’ service bureau 
of the Metropolitan Life Insurance Company as the in- 
troduction to and summary of findings of an investiga- 
tion into the extent to which research has been employed 
in New England industry, tells about a manufacturing 
company whose time studies indicated that the average 
salesman was spending only about 15 per cent of his time 
in the presence of the customer. Forty per cent was 
spent in traveling; 20 per cent in waiting and 25 per cent 
in clerical and miscellaneous tasks. Two different types 
of selling districts were selected for purposes of con- 
ducting an experiment. The study showed that salesmen 
were prone to canvass unsystematically, both in respect 
to territory covered and the times at which they made 
their calls. The company then turned its attention to 
planning the salesmen’s work so that calls might be made 
with as few jumps as possible and only in those places 
where the time of purchase was presumably near at hand. 
At the same time studies made by the company gave 
more definite information as to who and where its pros- 
pects were and what were the logical times or seasons for 
them to purchase. A check made about a year after ap- 
plication of planning to the salesmen’s work showed that 
the time the salesmen devoted to actual selling had in- 
creased from an average of 15 per cent to an average of 
25 to 30 per cent. The results of the investigation by the 
policyholders’ service bureau of the Metropolitan Life 
Insurance Company are being published in a series of 
reports dealing with the application of research to sales, 
production and employment stabilization. This investi- 
gation was conducted on behalf of the New England 
Council. 
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Dealers, Jobbers { Our ads, like the one below, are producing 


ive’ inquiries everyw here. Let us turn 
them over to you for taking the orders. There's a big, growing market for 
blowers the Pornado actually outperforms them all 
liberal discount, small investment, quick turnover. 
Write today to’ A. A. Breuer, President 


TRY IT 10 DAYS FREE 


Blow Out ALL Dust 
with 170 mile p. h. 
Gale of DRY Air 


Exclusive territory, 
Get our proposition 










er — eliminate fric- 
used by ac- 
cumulation of dust. 


~ =4 
“Pp motors, Machinery, ae shine. binsand equip- 
ment free of hi urmful dust, dirt, lint, etc. Fastest, 
safest, cheapest method 170 mile per hour gale of 
CLE AN, DRY air reaches everywhere—no condensed / 
mois tu . Notank, no heavy hose to drag about. Un- { 
10 ae use satisfies, don’ t buy. 


G7 2 BREUER‘ Ss BALL REARING 


TORN 


= 3 RIABLE ye iss et 
CELECTRICHIDWER i 








et 
ste jowns 





» life of 
oO Weighs 7lbs. Connectsto any socke Saat couipment. 
fq et. Sur er Power ful—deliv« “rs more 
iy ;h. p. G-E 















—no oiling. 
repairs, shut- 
Suction or spraying attach- 
ments if desired. Guaranteed to do 
pre seat ore the work where others fail. Costs no 
akon Maar more—soon pays for itself. Product 
rubber bal] Of 20 years’ electrical manufactur 
twiceashighas img experience. Write 
other blowers for Free Trial Offer. 














RREUER ELECTRIC MFG. co. 

854 Slackhawk St., a 
Witt it obligation, ail Fre 
fornado’’ Portable Ele ectric Bi 
Name 


Address 


ptr ial a Offer on 
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SCANDINAVIAN WESTERN IMPORTING COMPANY Ltd. 


107-109 Lafayette St., New York, N. Y. 


Minneapolis, Minn. Seattle, Wash. Montreal, Can. 














REG. U.S. PAT. OFr. 


PUMPS 


for every purpose 








Fig. 4210 
Fig. 3600 


All Capacities---High Efficiency 
Hand or Power Drive 


Handle 


the complete TRAHERN line of high grade 
Rotary 


Pump which sell at rock - bottom prices. 
Write for Catalog 50 
Geo. D. Roper Corporation, Rockford, III. 


PUMPS FOR PERMANENCE 











CRESCENT WOOD WORKING 
MACHINES 


are efficient,practical,simple in adjustments 
and in selecting Crescent your customers 
will get equipment that is designed for en- 
durance and so rigidly constructed as to 
assure them of long continued service. 


Check over your list of Crescent printed 
matter and be prepared to quote on the 
Crescent line at every opportunity. 


THE CRESCENT MACHINE CoO. 


96 Columbia Street - Leetonia, Ohio 








When writing to 


Advertisers 


please mention Miri Supevies 
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Speed, Please! 

Grocer’s Delivery Boy (accompanied 
by his kid brother): “I want a tooth 
out, an’ I don’t want gas, ’cause I’m 
in a hurry.” 

Dentist: “That’s a brave boy! 
tooth is it?” 

Boy: “Show the 
Jimmie.”—Progressive 


Which 


man your tooth, 


Grocer. 


Khasy to Get 

Customer: “I am sorry but I 
no money to pay my check.” 

Manager: “That is 
right. We will write 
the wall and you can 
time you come in.” 

Customer: “Oh, don’t do that. Every- 
bedy who comes in the restaurant will 
see it.” 

Manager: “Oh no they won’t. We 
will hang your overcoat over it.” 


Credit 


have 


perfectly al! 
your name on 
pay it the next 





It Certainly Was Tough 
“T wish to complain,” said the bride 
haughtily, “about the flour you 
me. It was tough.” 
“Tough, ma’am?” asked the grocer. 
“Yes, tough. I made a pie with it, 
and my husband could hardly cut it.” 


sold 


Making Fast Time 
Two gentlemen of color, who had just 
reduced the population of a hen roost, 
were making a getaway. 
“Laws, Mose,” gasped Sam, “why do 
you spose them flies follow us so close?” 
“Keep gallopin’, nigger,” said Mose, 


“them’s buckshot.”—Savage Remarks. 


Seasonal 
Traveling Man: Do you have hot and 
cold water in this room? 
Bell-hop: Yes; hot in the 
and cold in the winter. 


summer 


It Was Some Fish 
“D’ye know, the fish was so big the 
others wouldn’t let me haul it into the 
boat for fear of swamping us.” 
“Ah! 


once 


Same thing happened to me 
on the ‘Olympic.’ ”’—Punceh. 


Three Kinds of Lies 
One of the well-known English pro- 
fessors characterizes statistics, 
more in evidence now than 
before, in the following way: 


which 
are ever 

“There are three degrees of lies,’”’ he 
says, “a lie, a damn lie, and statistics.” 
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Giving 
Colored maid 


Him Momentum 

(to mistress): Miss L., 
will you please, mam, ’vance me 25 
cents on my wages? The leader of our 
church is gwine away, and we want 
to give him a little momentum. 
Charleston News and Courier. 


Fellow Feeling 
Dean: Do you know who I am? 
Stude: No, sir, but if you 
member your address I'll 
home.—Prown Jug. 


can re- 
take you 


An Efficiency Expert 

An applicant at the Ford plant asked 
an old employe if it were true that the 
company always finding methods 
of speeding up production by using 
fewer men. The old-timer said: “Most 
certain. In fact, I had a dream last 
night which illustrates the point. Mr. 
Ford was dead and I could see the pall- 
bearers carrying his body. Suddenly 
Mr. Ford had 
As soon as the casket was 

upright and, on seeing 
six pallbearers, cried, ‘Put this casket 
on wheels and lay off five ry 
T. O. W., Cleveland. 


was 


the procession stopped. 
come to life. 
opened he sat 


men.’ 
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\ Dramatic Scene 

It was early in the morning. He 
flung wide the massive portal, sweeping 
the interior with a piercing glance. Ten 
men sprang to their places and came to 
a swift attention before his severe 
scrutiny. There was a tense silence—no 
word was uttered. He calmly passed 
down the row of uniformed men stand- 
ing at attention. 

Then, with a sudden energy, he flung 
off his hat, threw off his coat, cast off 
his collar. He swung around. He faced 
the waiting line. His face was dark 
and his glance was keen and _ stern. 
He picked his man. He advanced with 
a firm but cautious tread. He stopped 
two feet away. In a low voice, full of 
meaning, he said, “I want a shave and 
a haircut.” 





Domestic Engineering. 


Just For Funt 
“Is that all the work you can do in 
an hour?” asked a negro’s employer as 
he surveyed the scanty result of his 


new man’s labor. 

“Well, sah,” said Sam, “I dussay | 
could do moh’—but, believe me, I nevah 
was one for showin’ off.’—The Open 


Road 
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We Offer Supply Dealers 
Four Sizes of High Speed Steel 
“Red Streak Hack Saw Blades 


At present, only four sizes. You may call this going rather easy 
on high speed steel hack saw blade making. Well, it is, and if you 
had been making high speed steel and heat treating it for cutting pur- 
poses aS many years as we have been doing this, you would realize 
why it pays to go easy on a product of this nature. 

Always it has been Simonds policy to withhold marketing a pro- 
duct until it has been perfected and improved, so that when it is finally 
put on the market, it will at once set the standard of quality by which 
all such products are measured. 

In making Simonds “Red Streak” High Speed Steel Hack Saw 
Blades our object was to obtain a blade that would give the extra 
amount of cutting service that puts it in a class by itself. 

Supply Dealers and their salesmen appreciate this talking point 
because it’s a sales building feature which enables them to get orders, 
when they are selling SIMONDS “Red Streak” Blades that couldn't 
otherwise be had. 

The four sizes of Simonds High Speed Steel Hack Saw Blades for 
power machine use now offered the trade are: 


12 x 1 x .058 with 6 or 10 teeth 
14 x 1 x .058 with 6 or 10 teeth 
17 x 1 x .065 with 6 or 10 teeth 
18 x 1 x .065 with 6 or 10 teeth 


For further information address your Simonds office 


SIMONDS SAW AND STEEL CO. 


ESTABLISHED 1832 
FITCHBURG, MASS. 


Chicago, II! New Orleans, La Portland, Ore. Montreal, Que 
Boston, Mass Lockport, N. Y. San Francisco, Cal. Toronto, Ont. 
Detroit, Mich Memphis, Tenn Los Angeles, Cal Vancouver. B. C 


New York City Atlanta, Ga Seattle, Wash. St. John, N.B 
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Fuk Mitre Suppery Saresman Was Founded by Ernest H. Smith 
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Distribution of Mill Supplies. Ernest H. Smith, Associate 


in 1922, and Dedicated to the Practica 
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Applicaticn of Correct Sales Principles in the 
itor 


The Seed You Scatter May Bear Frui 


A Few Words About Your House and Lines to Outsiders You Meet 
May Bring Returns When Least Expected 


More than once, on meeting some 
man I have not seen for a good while, 
I have asked him what he was doing, 
only to receive the reply, “I’m on the 
road now.” Just that and nothing more 

“On the road.” 

When you are a traveling salesman 
and J ask you what you are doing, it 
may be the easiest and simplest thing 
to say that you are “on the road,” but 
when I hear a man make that reply and 
stop with that, I cannot help wondering 
why he neglects to be more specific, 
why he omits mention of the line he is 
selling or the house he represents. Does 
he think of being on the road as of it- 
self an occupation, regardless of what 
line he is selling? Does he habitually 
think of himself as a commercial trav- 
eler rather than as a mill supply sales- 
man? 

I cannot avoid having a little more 
respect for the man who replies, “I’m 
selling mill supplies,” or “I’m selling 
for the Brown & Green Mill Supply 
Co.” This latter salesman is thinking 
of himself as a specialist, proud of his 
line and with faith that when he names 
it, it means something to his hearer. 

THE OUTSIDER MAY BE INTERESTED 

It would seem that a good many 
salesmen in the mill supply field have 
the feeling that, to the outsider, to the 
man who is not engaged in a business 
in which he comes in contact with mill 
supplies, specific mention of any indi- 
vidual house or line is useless because 
the hearer will not know what it means. 

You never can tell. Your hearer may 
have a wider knowledge than you think. 
Also, his position may be such that it 
is worth while to have him know what 
you are selling. Anything the salesman 
can do to spread the fact that he is 
selling certain things will have a help- 
ful effect, if any. It cannot do him any 
harm. I don’t believe in a man talk- 
ing “shop” wherever he goes, but it 
would seem worth while to have as 
many people as possible interested in 
what he is doing and able to advertise 
if a little. 

I read a very silly incident in a trade 


FRANK FARRINGTON 


paper. It said, “A clerk bought a box 
of candy from his firm and took it to a 
card party where there was a bunch of 
young people that knew good candy. 
‘Now, girls,’ said he, ‘you know I don’t 
talk shop when I’m with you, but I’m 
going to give you a little surprise. Here 
is a box of candy and we're going to 
run this candy all winter for thirty- 
nine cents a pound and it’s going to be 
just as fresh and nice as this box I’ve 
brought you.’ Of course they all said, 


peo 


‘Hurray for Harry! 
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T« I] The di Your Line 


Isn’t that terrible stuff? Think of 


printing that and calling it helpful to 
the retail clerk’s salesmanship! That 
is the kind of slush that disgusts the 
reader with the contributions of the- 
oretical writers on business matters. 

If anyone took a 39-cent box of candy 
anywhere and offered it to a party of 
young folks, they would probably razz 
him to death. “Hurrah for Harry!” 
indeed. And yet Harry might advance 
the interests of the store where he 
works by injecting a little shop talk 
into his outside conversation, and I be- 
lieve the mill supply salesman can also 
help his own business and that of his 
company by introducing shop talk in 
the right places. Certainly it is worth 
while for him to go a little out of his 
way to boost his employer’s business 
wherever opportunity offers. If it pays 
anybody, it will pay him, indirectly if 
not directly. 

It is natural for the mill supply sales- 
man to think that the salesman in 


some other line—drugs or dry goods, 
for example—has no point of contact 
with mill supplies. He may exchange 
selling experiences with such salesmen, 
but he doesn’t think it worth while to 
give them any information about the 
excellence of his line or the admirable 
policies of his company. And yet who 
knows? The dry goods salesman, the 
traveling salesman carrying a line of 
silk hosiery, far as that is from mill 
supplies, may say a word somewhere 
some day that will do the mill supply 
salesman some good. 

The representative of a supply house 
had been visiting in the hotel lobby one 
evening with a salesman for a women’s 
apparel house and there had been an 
exchange of ideas and experiences, and 
the mill supply man had told the ap- 
parel man something about a make of 
belting he sold and what made it good 
and why he thought it was the best. 
It is usually not difficult to interest an- 
other business man in technical infor- 
mation about your line if you are en- 
thusiastic about it and can make the 
subject interesting. 

The next day the apparel salesman 
sat in a smoking car with a stranger 
whom he found to be an engineer. “Did 
you ever hear of (name) belting?” 
asked the apparel man, happy to be able 
to show an intelligence regarding af- 
fairs of the mechanical world. The 
other man knew the belting by name 
only and the apparel salesman went on 
to impress the other with evidence of 
his own intelligence by telling in what 
ways this particular belting was su- 
perior. He passed on the selling points 
the belting salesman had given him the 
night before, and he did it with pleas- 
ure, because he felt he was thereby 
showing himself to be a man of wide 
intelligence. 

It so happened that in this way the 
engineer heard a quality mentioned that 
interested him. He went so far as to 
say, “That’s interesting because I have 
a client who claims he has trouble with 
his belting for lack of just that quality 








you mention. I’m going to tell him to 
look up that make and see if it is all 
you say they claim for it. What supply 
house sells it around here?” And the 
apparel man told him. 

That unusual instance, no 
doubt. But it was an instance, and if 
it could happen once, it could happen 
again, and if that instance could hap- 
pen, others similar in results could 
happen; all of which simply shows that 
one never knows when he may be sow- 


Was an 


ing seed that will produce a crop some 
day. 

Let me give another instance. 

Ed McM. drove up in front of the 
American House in a small town and 
stopped for dinner. He had no custom- 
ers in the town; it was simply on his 
way to the next city where he did have 
customers. One of Ed’s lines happened 
to be conveyors, and he seldom found 
a prospect in any small community. He 
was placed by the head waitress at a 
table where two other salesmen were 
already eating, and talking, since they 
knew one another and were 
in the habit of making the village more 
or less frequently. 


evidently 


THIS CONVERSATION HELPED 


Ed was soon included in the conver- 
sation, which was largely about politics 
and the new Ford car. Ed found op- 
portunity in course of the meal to men- 
tion his line and to get in a word about 
it without seeming too aggressive. It 
was his practice, wherever he went, to 
try to Jeave men aware of his identity 
and his business. 

“Why 


Baces?” 
Ages. 


don’t you go out and_= see 

asked one of the other sales- 

men, “or perhaps you do see him.” 
“No, I never 


sponded Ed. 


heard of 

“You don’t mean 

there is a manufacturer here.” 
“Well, a sort of 


sponse. 


> copa *? ° 
Baggs,” re- 


that 


one,” was the re- 
“About a mile out, on a back 
road where they have a switch, there’s 
a plant where they make boxes, wooden 
packages for the creameries about here. 
Baggs has a water power outfit, and it 
has developed from a little two-by-twice 
outfit into don’t 
suppose he ever thought of using con- 
veyors to handle his stuff. I’ve been 
in the place and I’m sure he hasn’t any, 
and I believe he might be interested.” 


quite a business. I 


Ed found Baggs as indicated, located 


where he was because of nearness to 


lumber supply. His 
plant had just sort of developed itself, 


+ } | 


by bit 


the right sort of 


, addition by addition, all in a 
somewhat home-made way. It did not 
take much talking to show Baggs that 
he could save a nice sum in wages by 
using conveyors to do what he was do- 
ing with man power, and a not unwel- 


come order resulted—due_ to 


nothing 
more or less than Ed’s practice of mak- 
ing known his 


went. 


business wherever he 

I don’t know that I ever found a trav- 
eling salesman unwilling to talk “shop” 
if the subject introduced, and I 
never found one unwilling to give me 
at least a fair chance to do my share 


were 
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of the talking. Time and again I have 
made it a point to switch conversation 
with salesmen around to the business 
of selling and to what they sold, and it 
was always easily switched. 

It can scarcely be expected that sales- 
men will business and 
manship all the time. They need men- 
tal change, and they need to become 
conversant with other topics than those 
strictly applicable to their work, but 
some salesmen go too far in avoiding 
business talk. You can visit with them 
a whole evening and never know what 
they sell, or that they sell. 


discuss sales- 


There are some salesmen, perhaps 
not in the mill supply field, who are 
“on the road” but who are not going 
anywhere. They are just following in- 
structions and going over a regular 
route and calling on certain prospects. 
They are not building up reputations 
for themselves or for the company. 
They are simply holding down 
tions. The chances are all in favor of 
such men being crowded into the back- 
ground, if not being crowded out alto- 
gether, by the fellows who distinctly 
and decidedly are selling something def- 


posi- 


inite and specific and who seem to want 
everyone to know it. 


A Mark at Which to Aim 
If Your Firm Doesn't Set a Quota, Es- 
tablish One Yourself 

Whether it be in business or in sport, 
it’s always well to set a mark at which 
to aim. The golfer who has never been 
able to bust 100 is always striving to 
do so. When he is able to get under 
the century mark consistently, then he 
aims at breaking 90. Having ac- 
complished that feat, he is ever eager 
to get under 80. The man who bowls 
in some civic or business league is not 
only always striving to break his high 
game record, but to steadily increase 
his average. If he gets to 150, he’s 
never satisfied when any of his games 
are below that mark, or even as low as 
that. And so on down the line of 
athletics. 

Many mill supply houses do the mark 
setting by establishing quotas for their 
salesmen. They figure that the road 
representative should sell so much in 
his territory, and very often they pay 
him a bonus on all sales above that 
mark. These generally have 
found that the system pays in keeping 
salesmen up to a high pitch and bring- 
ing in a greater volume of business and 
increased profits. They have found, 
too, that it helps the salesman, because, 
providing him greater income the more 
goods he sells, as it does, it is a fine 
incentive for him. 

The fact that a mill supply house 
does not set a quota for its salesmen, 
however, is no reason why they cannot 
establish their own marks at which to 
shoot. They should figure their own 
quotas by thoroughly analyzing busi- 
ness conditions, the possibilities of their 
territories and other years, 


houses 


sales in 
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months or weeks. They will find that 
by so doing they will increase their own 
energy and enthusiasm, and, needless 
to state, if they do sell more goods as 
a result of this quota effort, they will 
become more valuable to their houses 
and will be in line for financial reward. 


Keep Customers At Ease 

One of the worst habits that any 
man, particularly a salesman, can 
acquire is that of placing his face too 
close to that of the customer when talk- 
ing with him. It embarrasses the man 
being addressed and prevents nim from 
getting full value out of the sales talk. 
The salesman will do well to avoid any 
act or manner that will cause the cus- 
tomer discomfort. 


Business Reading at Home 

Why not devote a certain portion of 
your time at home to reading maga- 
zines and other literature that will 
benefit you in your work? Many sales- 
men undoubtedly do so—and_ benefit 
from it. You don’t need to make a 
task of it. Reading on subjects deal- 
ing with your business is interesting, 
even entertaining, if you approach it 
with the right viewpoint. If you 
haven’t been in the habit of doing home 
reading, you may surprise yourself 
with the pleasure you will derive from 
it when you try it. 


Changing Tactics Quickly 

The efficient salesman is very much 
like the good lawyer or the keen 
military tactician in that he often has 
to change his tactics to meet the emer- 
gencies that arise. It is a good idea for 
the salesman to plan his sales talk, but 
he must be prepared to “shift his line” 
quickly, so to speak. Nearly every 
salesman has met situations where he 
has found that his planned talk would 
not work at all. Whether he has been 
successful in his selling efforts in such 
cases has been dependent entirely upon 
his ability to adjust himself to the new 
conditions and hurriedly form a new 
“attack.” 


On Dealer Distribution 

Mr. Mill Supply Salesman, have you 
schooled yourself thoroughly on the 
reasons why the mill supply house is 
valuable to your customers—why it is 
better for him to buy through your 
house than direct from the manufac- 
turer? If not, it would be a wise stunt 
for you to familiarize yourself with 
these reasons. You never know when 
your ability to counteract the argu- 
ments of the customer or prospect who 
is leaning toward direct buying may 
mean a lot of business to you—and 
your inability to do so a loss of it. You 
are sold on the idea of dealer distribu- 
tion, undoubtedly, but be prepared to 
tell the world why, and in a convincing 
way. 
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aracteristics of a Good Salesman 


Diplomacy and Sincerity the Outstanding Requisites for Success, 
Writes a Man with Many Years Experience 


In selling mechanical equipment of 
any kind the salesman must know what 
his equipment will do. On the other 
hand, if a company picks a mechanically 
trained man and starts him out selling, 
it is taking a chance. In the first place, 
I have run up against men of that type 
and many of them seem to be under 
the impression that their chief mission 
in life is to impart knowledge to the 
men in the plants they visit regarding 
how machines ought to be operated or 
other equipment used, and frequently 
they find themselves in arguments that 
lead to bad feeling on the part of the 
men who are being told how they should 
do things. 

Many times a salesman can give in- 
formation to a man in a plant that he 
will be mighty glad to have, but there 
are different ways of doing it. Some 
fellows give information in the manner 
of a school teacher trying to make some 
youngster feel small, and at the same 
time show off just how clever they 
really are. Other fellows will give out 
information something like this, “Say, 
I saw a little stunt the other day for 
doing that which I thought was rather 
good.” Bringing out an idea as being 
seen in another plant doesn’t make the 
man you are giving it to feel that you 
are trying to let him know how smart 
you are in comparison with him, and 
most of the men one comes in contact 
with in a factory are quite touchy. Most 
human beings are, as a matter of fact, 
no matter what walk of life you find 
them in. 

After having been a commercial trav- 
eler for 15 years, the two outstanding 
characteristics I would name as being 
essential for a good salesman to have 
are diplomacy and sincerity. Diplomacy 
is necessary in order to give informa- 
tion to the men you meet in a way that 
will carry most weight, and sincerity is 
necessary if you are going to establish 
or create a feeling of confidence on the 
part of the men you are doing business 
with. 

AVOID TOO MUCH TALK 

My experience teaches me that a 
salesman should guard against talking 
too much. In fact, there are times when 
a sale is being put over that silence is 
absolutely necessary. Any salesman can 
recall, if he will trv. moments when he 
knew instinctively that his prospective 
customer was making up his mind on 
some action. An interruption would 
have disturbed his train of thought and 
likely spoiled a sale. And often, through 
over anxiety, a salesman has _ talked 
himself out of a sale at just such a 
point. 

I have found it effective in cases of 
this kind to keep silence for a few mo- 
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ments while the man is thinking deeply, 
and then just as he raises his head or 
shows in some way that his mind is 
practically made up or that he has been 
favorably impressed, to ask him, quietly, 
“What delivery would you require on 
this equipment?”—not, “What delivery 
do you want on it?” 

If you put it as though you assume 
he is going to give you the order, he 
may resent it and fool you. On the 
other hand, I have found that when the 
question suggested is asked, a man will 
frequently start to discuss the delivery 
he would require as though he had ac- 
tually given you the order. This is the 


cue for you to get busy with the order 


book, but it is advisable to do this as 





Don't Be Pedagogical 


unostentatiously as possible. Sometimes 
an order book scares a man so that he 
will hastily tell you he isn’t ready to 
buy, but I have invariably found that 
if I ean steer him on to a discussion of 
delivery about the time I have figured 
that he is sold, he won’t shy off when 
the order book is produced. 

For commodities running into small 
amounts I don’t think the order book 
signifies so much, but when it is me- 
chanical equipment running into con- 
siderable cost, it is a different matter, 
for an order for this class of goods is 


quite a formidable looking document. 


If a salesman is too hasty in con- 
cluding that the prospect is sold and 
opens his order book too soon, he will 
in all probability ruin his chances of 
making a sale. On the other hand, it 
doesn’t do to let the psychological mo- 
ment pass without getting the order 
signed, because if the prospect has the 
opportunity to cool in his interest or 
enthusiasm, the chance of getting the 
order may be gone. 


WHERE DIPLOMACY IS NEEDED 
This is where diplomacy is absolutely 
necessary. One thing I decided long ago 
was that a salesman can be too per- 
sistent when a man has definitely de- 
cided to let the matter rest or to give 
someone else the order. You can still 


make a try, but if it appears that the 
man has absolutely made up his mind, 
my policy is to “lay off” and part com- 
pany without antagonizing him. In that 
way you frequently make a good im- 
pression and the man may make up his 
mind that he will give you an order at 
the first opportunity. 

I was talking to a furniture manu- 
facturer recently, and the name of a 
dry kiln salesman came up. The furni- 
ture manufacturer was at one of the 
furniture markets looking around, and 
the kiln salesman was introduced to 
him. The latter hounded him to death 
in his efforts to sell him a kiln. Failing 
to do so that day or on the remaining 
days he was at the market, the sales- 
man was on the job at the hotel before 
his victim was out of bed on the morn- 
ing he was leaving for home. He went 
to the station and got on the train with 
him, and finally followed him into the 
diner and talked to him while he was 
eating his breakfast. 

In a moment of weakness the furni- 
ture man signed the order for a kiln, 
and the salesman departed. No doubt 
he has chuckled over the incident since 
and held it up to his own salesmen as 
an example of real salesmanship, for 
I understand he is now manager of a 
company. If he had ever heard the 
opinion the buyer had of him after- 
wards, however, I believe he would go 
easier next time he wanted to make a 
sale. I actually believe that if he 
showed up at this furniture man’s office, 
the latter would go out the window 
rather than meet him, and I know he 
has spoken against him to other men 
who were thinking of writing to him 
about kilns. 

DON’T BE TOO PERSISTENT 

I don’t call that salesmanship of the 
better kind, although a lot of firms do. 
Get the order, no matter how, is the 
slogan with a lot of them. But I think 
you can be too persistent. It is much 
better to leave before you have made 
yourself disliked—and go back later. 
Some fellows may say, “Yes, go back 
and find somebody else has got the 
order.” Well, I would rather do that 
and have a chance at a man’s next order 
than to pester him until he took an 
actual dislike to me and placed the bars 
up against any future business. 

My criticism of a lot of salesmen I 
meet when I am doing some buying is 
that they are in too big a hurry to make 
a sale. One recent experience IT had was 
in buying a car. I was favorably im- 
pressed with the car, but, having had 
some engineering experience, I wanted 
a lot of information before making a 
decision. The salesman who was wait- 
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ing on me seemed to be so impatient to 
get to the order writing part of it that 
I was forced to “bawl him out.” I asked 
him if he made a fair commission on a 
sale, and when he said he did, I asked 
him if he wasn’t satisfied to do some 
work for his money. 


The Credit Was Very 'Bad 
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As long as a prospect continues to 
ask questions there is no sense in trying 
to rush him into signing an order. 
When he has finished asking questions 
is the time to do that. He will then be 
either favorably or unfavorably im- 
pressed, 


But Old John Rosey Explains to His Secretary Just 
Why He Didn’t “Bawl Out’’ the Salesman 


Jim Brown was highly enthusiastic 
as he burst into the Milner Supply Co. 
with a big order for transmission 
equipment and accessories from the 
Truck Manufacturing Co. tucked safely 
away in his pocket. So anxious was he 
to get into the office of old John Rosey, 
sales supervisor, to tell him the good 
news that he did not take time to hang 
his overcoat and hat on the rack pro- 
vided for that purpose, but threw it 
over his desk. 

Rosey looked up calmly as Jim 
entered the doorway. He was used to 
men coming in to see him in all states 
of excitement, caused by exultation, 
anxiety or anger, and he had schooled 
himself to greet them without becom- 
ing overly excited himself. 

“John, I’ve got a great order!” ex- 
claimed the almost breathless Brown. 
“Tt’ll run up into hundreds of dollars 
for us, and there’s probably a lot more 
business where this came from.” 

“Where'd you get it?” asked old John. 

“From this new outfit that came 
from Blimton, down on Eighteenth 
street—the Truck Manufacturing Co. 
I’ve been after ’em ever since I heard 
they were coming to town, and it was 
a ‘pipe’ landing ’em as soon as I 
see the right party.” 

“How’s their credit?” asked old John 
composedly. 


royt 
got to 


“Why, e-er, I, why—I guess it’s all 
right,” stammered Brown, his face 
turning red. “To tell the truth, I didn’t 
do much inquiring, but I heard they 
were pretty strong financially. Fact is,” 
and he brightened perceptibly, “they 
look pretty good. Seem to be an up 
and coming outfit.” 

“Why did they leave Blimton?” asked 
old John. 

“Well, I guess they must have 
thought this was a pretty good place 
here.” 

“How long were they located in Blim- 
ton?” 

“T can’t tell you that,” exclaimed 
Brown, somewhat angrily. “My job as 
I understand it, is to sell goods, not to 
gather material for a history.” 

Old John laughed pleasantly. 

“Now, Jim, don’t let me get your 
goat,” he said. “Of course, I know 
that you are nct out to gather historical 
material. Neither do I want to appear 
to be a ‘kill joy,’ but it is a good thing 
to know something about the financial 


standing of new concerns before going 
after them for new business. But 
that’s that for the present. I’ll wire a 
friend of mine in Blimton who’s in the 





Beware of Poor Credit Risks 


supply business and ask him what he 
knows about them.” 

Later that afternoon Jim Brown was 
called into John Rosey’s office. Motion- 
ing him to a seat, John handed him a 
telegram. 

“Credit poor. Owe us considerable 
money. Go easy on them.” 

As Jim read the telegram his face 
dropped. 

“Doggone it!” were the only words 
he could muster. 

Sometimes old John was forced to 
correct the salesmen under him; on 
some occasions he found it necessary to 
chide them. But he always sought to 
make life as pleasant as possible for 
them. Jim Brown was “down in the 
mouth” because of his mistake, and 
John knew it. 

He arose from his chair, walked over 
to where Jim was sitting, slapped him 
over the back and exclaimed heartily: 
“Forget it. Let’s go down stairs and 
have a ‘coke’ or something.” 

When John returned to the office, his 
new secretary glanced at him curiously. 

“What’s up, Mary?” he asked. 

“Oh, nothing,” she said hesitatingly, 
the color mounting to her cheeks. 

“Come on, speak up,” he urged. 
“We’re not afraid to say things to each 
other around here. It’s best for every- 
one to get rid of what’s on his mind.” 

“Well, to tell the truth, Mr. Rosey, 
I overheard your conversation with Mr. 
Brown,” she said shyly. “I couldn’t 
help it, of course, although I was in 
the next office. Naturally, I just sort 


of wondered why you didn’t ‘bawl him 
out,’ as they say, after you received 
that telegram.” 

“Mary, there are men and men, also 
women and women,” he replied. “Some 
people need call downs at intervals, 
some need them frequently. It hurts 
others to call them down. When they 
know anything has gone wrong, they 
worry enough without having anything 
said to them. To ‘bawl them out’ will 
simply make things worse. 

“T know Jim Brown well. He doesn’t 
need ‘bawlings out.’ He never makes 
the same mistake twice. You can bet 
your bottom dollar that Jim will never 
take another order from a new outfit 
without investigating its credit. Jim’s 
young in the game, but he’s a comer.” 


More Use for Note Books 

The mill supply salesman will make 
things easier for himself and avoid the 
dangers incident to forgetfulness by 
noting down, as they arise, matters to 
be touched upon in writing the daily 
letter to the office. A section of the 
memorandum book may well be used 
for this purpose. It is very easy to for- 
get important things when writing a 
letter after a hard day of selling effort, 
when the mind isn’t functioning as 
freely as it might, and the little pencil 
notation will prove a fool-proof pre- 
ventative. 


Avoid Rash ‘* Yessing’’ 
There are “yes” men and “yes” men. 
One kind is the salesman who can give 
the customer anything he wants just as 
he wants, to supply just the needs re- 
quired—even if he isn’t sure he can. 
Rash promises made without due con- 
sideration of the propositions presented 
may get by once, but they won’t get 
by a second time if the salesman’s 
house hasn’t been able to make good 
on his promises. Give due weight to 
what the customer asks and then if 
you can’t fill the bill, or if you have a 
counter-proposal to make, speak out 
frankly. Don’t get the easy “yes” 
habit. 


Courtesy Pays Dividends 

Haven’t you a revulsion of feeling 
when a cashier in a restaurant or a 
clerk in a store fails to thank you 
when you pay your check or the bill for 
goods purchased? And don’t you feel 
rather friendly disposed toward a house 
whose employes show appreciation for 
your business? Politeness and ap- 
preciation are great things and they 
go a long way toward establishing a 
business house strongly with a cus- 
tomer. Politeness is especially valuable 
when the customer has a complaint. 
Most any salesman at times feels like 
“blowing up” at a customer who seems 
unreasonable, but it always pays to 
keep the lid on. 
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The Telephone is Handy 


It Serves Many Legitimate Purposes, but Personal 
Calls Should be Made When Possible 


There is no denying the fact that the 
telephone is a wonderful instrument. 
It saves time and unnecessary effort, 
and is an important factor in emer- 
gencies. It may often be resorted to 
when inadvisable, however. 

The man who has served on a small 
city newspaper covering a “beat” 
knows the advantages and _  disad- 
vantages of the telephone. He knows, 
for instance, that it saves many a 
He knows, too, that it saves 
time in the late afternoon when it 
is near press time. But he also knows 
full well that he can’t always get the 
stories over the telephone that he can 
through personal calls. 


‘“ ” 
scoop. 


Take, as an example, the young re- 
porter who covers the “doctor’s beat.” 
He walks into a doctor’s office. 

“What’s doing today, Doc?” he asks. 

“Nothing much, I guess,” 
physician. 


replies the 


They talk about this, that and the 
other thing for a few minutes, and sud- 
denly the doctor exclaims: 

“Oh, by gosh, I have something for 
you.” 

Then he gives the reporter a story. 

Or perhaps during the conversation 
the reporter sees a “lead” to a story, 
questions the doctor further and gets 
his information. 

Chances are that had this young re- 
porter simply telephoned the doctor and 
asked him for news, he would have re- 
ceived none. 

And so it is with salesmanship. Very 
often it is impossible for the mill sup- 
ply salesman to make a personal call. 
In such a case he must resort to the 
telephone. There may be other in- 
stances, however, when the salesman 
hates to go out of his way to call on a 
customer whom he doesn’t think he can 
sell anyway, so he simply resorts to 
the telephone. A salesman for a com- 
petitor calling on this same user of sup- 
plies on the very same day may develop 
an order through his conversation with 
the buyer. 

The writer at one time sold advertis- 
ing. On some oceasions he figured out 
in advance the prospects he thought it 
likely he would land contracts from 
and the ones whom he had less chance 
of selling. In some instances he was 
mistaken. The man whom he most ex- 
pected to sell didn’t buy space, and 
the man he least expected to sell did 
buy it. 

Salesmen are often tempted to make 
only very infrequent calls on prospects 
whom they have tried to sell for sev- 
eral years, but with no success. Yet 


they never know when the poor worm 
will turn, when the prospect whom they 
have almost given up as hopeless will 
come through with an order. 

A basketball team from an eastern 
university recently made a triumphal 
journey through the mid-west. One 
evening during the midst of their cam- 
paign, however, it looked as though 
they had met their “Waterloo.” They 
were playing a western conference five. 
At half-time they were behind by a 
margin that would indicate everything 
was over but the shouting. But they 
came back and won over what seemed 
almost insurmountable odds. One sport 
writer said he didn’t know just what 
happened to make the eastern team 
better and the western team poorer 
than they had been in the first half, 
but it happened just the same. 

If the salesman will keep plugging, 
even against 
awaken to a 


odds, he may suddenly 
realization that he has 
turned the corner to success and has 
sold a customer whom he long thought 
almost impossible. But that plugging 
includes personal calls whenever pos- 
sible. Use the telephone when neces- 
sary or when you are certain business 
can be done just as_ satisfactorily; 
otherwise make it a point to secure a 
ringside seat in the buyer’s office. 


Interest in New Plants 
Are they breaking ground for some 
new industrial plant in one of the dis- 
tricts or cities you cover? If so, have 
you found out what is to be manu- 
factured and who the heads of the 
business are? If not, it would be wise 
It doesn’t hurt to get in touch 

with such folks early in the game. 


to do So. 


Avoid Political Talk 

The political bees are buzzing, and 
it is likely that from now on _ the 
presidential election will come in for 
more and more discussion. What does 
that mean to the salesman of mill sup- 
plies? It means one thing more than 
any other—that he should keep mum 
on the subject of politics when talking 
with customers. There’s much truth 
to the saying that politics and business 
don’t mix. A good customer may be 
lost through a_ political argument or 
disagreement. There’s one thing re- 
garding the election which the sales- 
man may mention, however, if the 
situation arises—namely, that there is 
a growing realization that the period 
preceding the election of a president 
doesn’t have the adverse effect on busi- 
ness that is 


sometimes supposed. 
There’s no 


need to get worried or 
anxious because it’s a presidential year. 


FOR BETTER BELT SERVICE 
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Time Is the Supreme Test 
of Quality 
A poorly made product may get by for a “ASBESTOS” 


time, but only superior quality will survive 
the test of passing 


years. HIGH PRESSURE 


For three generations 
Clayton & Lambert STEAM PACKING 
firepots and blow 

torches have been 

used by skilled 
mechanics the world 
over. Today they 
enjoy universal 
recognition as the 
Quality Line. 





No. 22 Coil Fire Pot Taye 
There is a special C & L tool that best Style No. 101 Spiral. Style No. 102 Rings. 
meets your individual requirements no 
matter what they are. 


Ask your jobber about it 
or write the factory 


Clayton & Lambert Manufacturing Co. LINEAR PACKING & RUBBER CO. 


; . a Marshall and Berks Streets PHILADELPHIA, PENNA. 
6282 Beaubien St. Detroit, Mich. 





























ALTHO Copper Work is nota GLASS BODY OILERS 
stock line, many supply houses send 

us orders for special copper goods. Some 
of the things they order from us are Cop- 
per Expansion Joints for low pressure 
and vacuum, Fipe Coils for boiling, warm- 
ing or cooling, Pipe Bends for storage 
heaters and other uses, Copper Kettles 
and Mixers for food product, chemical 
and other plants, Copper Tanks, 
Special Pipe Fittings and Copper Pipe 
Work. Our brass foundry supplies 
Cored and Solid Bronze Bars, and our 
float department high class metal 
floats and flag pole balls. 


Oil Gauges 
Grease & Oil Cups 
Lubricators 
Air & Drain Cocks 
Brass Pipe Fittings 
Cylinder Cocks 
Water Gauges 








When a customer needs any copper 
work, remember that ‘‘Harris Makes 
It,” and get in touch with us. Ask 
for illustrated folder for your file. 


Arthur Harris & Co. 


Established 1884 





GENERAL BRASS COMPANY 


Successor to 


The McRae & Roberts Co. 
Michigan Lubricator Company 
Standard-Peninsular Brass Works 


100-146 South Campbell Avenue 
DETROIT, MICHIGAN 


Engineers, Coppersmiths, 
Brass Founders and Finishers 





210-218 N. Curtis St. Chicago, I11. 























When writing to Advertisers please mention Mitt Suppiies 
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Personals 





P. L. Watkins, for the past two years 
in charge of the Boston office of the 
Cohoes Rolling Mill Co., Cohoes, N. Y., 
has been placed in charge of its Chi- 
cago territory. Mr. Watkins received 
his education as a civil engineer at the 
Rensselaer Polytechnic Institute, Troy, 
N. Y. After being graduated he served 
as an engineer for the State Highway 
Department of Pennsylvania, going 
from this position to the Cohoes com- 
pany. Prior to his taking over the 
charge of the Boston office, he was en- 
gaged in general missionary work in 
various parts of the country for the 
company. 

Mr. and Mrs. D. K. Swartwout will 
sail March 3rd from New York on a 
trip to the West Indies. Mr. Swart- 
wout is president of The Swartwout 
Company, Cleveland. They will return 
to Havana, Cuba, on April 5th, and 
will later visit with Mrs. K. Swart- 
wout, Jr., and children at Coronado 
Beach, Fla. 

Guy Hubbard has resigned as asso- 
ciate editor of Mechanical Engineer- 
ing, New York, to become advertising 
manager of the National Acme Co., 
machine tool builder, Cleveland. Mr. 
Hubbard received his technical train- 
ing at the University of New Hamp- 
shire, and began his active association 
with the machine tool business in 1915 
with the Windsor Machine Co., Wind- 
sor, Vt. He is a director of the Ma- 
chine Tool Congress of the National 
Machine Tool Builders’ Association. 

R. C. Bastress, formerly with the 
Fort Wayne Iron Store Company, has 
joined The Black & Decker Mfg. Com- 
pany and will cover Indiana and part 
of Michigan. L. W. Beuhausen, for- 
merly with Slocum and Kilburn will 
handle the Black & Decker products 
in western Massachusetts, and G. N. 
McCarthy will represent this company 
in the Buffalo territory, taking the 
place of H. B. Austin who has been 
transferred to the Chicago district. 

E. O. Johnstone, district sales man- 
ager for the American Chain Co., Inc., 
at 425 Second street, San Francisco, has 
been appointed coast ‘Gvaiater of the 
Ford Chain Hoists to the industrial 
trade. 

Philip E. Bliss, who has been vice- 
president since 1923 of the Warner & 
Swasey Co., manufacturer of turet 
lathes and screw machines, Cleveland, 
has been elected president succeeding 


Col. Frank A. Scott, who has been 
made chairman of the board. Mr. Bliss 
has been associated with the company 
for 18 years, and has served in prac- 
tically all its departments. 

Russell Forster, former Philadelphia 
representative of the Nye Tool & Ma- 
chine Works, Chicago, has been trans- 
ferred to the New York office of the 
company where he will assist General 
Sales Manager Harry Olson. 

George W. Page, associated for 30 
years with the W. A. Jones Foundry 
& Machine Co., Chicago, has been 
elected vice-president of that company 
to succeed the late Thomas A. Jones 
William F. Coleman has been appointed 
treasurer. Mr. Coleman has been iden- 
tified with the company for a number 
of years and will continue to serve also 
as general superintendent. Warren G. 
Jones continues as president and gen- 
eral manager, and A. Sizer remains 
as secretary. 

Bennett Chapple, director of pub- 
licity for the American Rolling Mill 
Co., Middletown, Ohio, has been elected 
a vice-president of the company in 
general charge of advertising and pub- 
licity programs and as a special repre- 
sentative. 

C. T. Hutchins, formerly assistant 
manager of the advertising department, 
has been made advertising manager of 
the Goodyear Tire & Rubber Co., 
Akron, Ohio. He joined the Goodyeat 
company in 1914, and prior to his ap- 
pointment as assistant manager of ad- 
vertising, he was assistant manager of 
sales promotion. 

LeRoy J. Zurn, executive vice-presi- 
dent of the J. H. Channon Corporation, 
Chicago, manufacturer of contractors’ 
supplies, has been elected president of 
the company. 

G. Burki, formerly salesman with the 
E. L. Essley Machinery Co., Chicago, 
has joined the Chicago sales force of 
Manning, Maxwell & Moore, Inc., 27 
North Jefferson street. 

George W. Thurston, vice-president 
of the American Screw Co., Providence, 
R. I., has been appointed general man- 
ager of the company. Paul C. Nicker- 
son, a director, has been made a vice- 
president. 

Henry Huss was recently appointed 
sales manager of the Putman division 
of the Shaw Crane-Putman Machine 
Co., Inc., New York. He learned his 
trade as a toolmaker at the plant of 
the Nathan Mfg. Co., New York. In 
1915 he became vice-president and gen- 
eral manager of the Maryland Pressed 
Steel Co., Hagerstown, Md., and in 


1920 was made general manager of the 
Poole Engineering Co., 3altimore, 
parent company of the Maryland 
Pressed Steel Co. Four years later he 
became sales engineer for the Putnam 
Machine Co., Inc., Fitchburg, Mass., 
a position he held until his recent ap- 
pointment. 

Laurence Thompson. recently _ re- 
signed as Cleveland district manager 
of the United States Electrical Tool 
Co., Cincinnati, to become Cleveland 
district engineer for the New Haven 
Sand Blast Co., New Haven, Conn. 

Hugh Benet, formerly with Bartlett 
Hayward Co., Baltimore, has succeeded 
Charles L. Newcomb, resigned, as gen- 
eral manager of the Dean Pump 
Works, Worthington Pump & Machin- 
ery Corporation, Holyoke, Mass. 

J. F. Naylor was recently elected 
president of the Keystone Forging Co., 
Northumberland, Pa., manufacturer of 
truck casters. He succeeds J. J. Axil- 
rod, who severed his connection with 
the company last April. Mr. Naylor 
has been works manager of the Key- 
stone company for three years, and 
previously was associated with the J. H. 
Williams Co. for twenty years. 

Howard W. Edwards, treasurer of 
the Edwards Mfg. Co., Cincinnati, has 
been named second vice-president of the 
Cincinnati Chamber of Commerce. 

E. S. Chamberlain has joined the 
Triplex Machine Tool Co., New York, 
as machine tool salesman. Formerly he 
was associated with the National Tool 
Co. and Kearney & Trecker Corpora- 
tion, representing both companies in 
the New York territory. 

Roy H. Smith has been elected presi- 
dent and treasurer of the Kent Machine 
Co., Cuyahoga Falls, Ohio, manufac- 
turer of bolt-threading and other ma- 
chinery. 

H. W. Seymour succeeds L. P. Ord- 
way as a director of Crane Co., Chi- 
cago. L. B. Peeples has been made a 
vice-president. Other directors and 
officers of the company have been re- 
elected. 

Leonard F. Cowell was recently ap- 
pointed Chicago district manager for 
the Lamson & Session Co., bolt and nut 
manufacturer, Cleveland, and William 
M. Olsen has been appointed to fill a 
similar position in the Detroit terri- 
tory, the company having opened new 
district offices in both cities. The Chi- 
cago office is at 1016 Straus building, 
and the Detroit office at 4-228 General 
Motors building. Mr. Cowell for 15 
years was connected with the sales or- 
ganization of Kirk-Latty Co., Cleve- 
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To Get the Right Start 


Equip with *MEDARF-: 


§]What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? ; 
* Wire them—’phone them—they’ll go off our ware- 
house racks and on the cars in a jiffy. 

* You can always get them from stock, and for a fair 








price, at ‘‘Medart’s.”’ 

{ MR. SUPPLY DEALER—We have been engaged in the Pulle 
busine for 45 year ind we know a great d more rout maki 
200d pulley finan many é ncerns 

© OUR A na Y in building Wood Split Pulleys i Cheapne 
is suicidal ducts must be the best in their cla We wouldn't 
think of running the ghtest risk impairing the value of our 
most valued a Our Good Will 

Get the “MEDART" WOOD SPLIT PULLEY from stock! 


Formerly Medart P. 
General Offices and Works: § St. y Po U.S. A. 


Office and Wareigeees CINCINNATI 


CHICAGO, PHILADELPHIA, NEW ‘YORK, SEATTLE, PITTSBURGH 
Hangers 
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Shafting, Cox ge Collars 
Clutches, Iron Pulley 
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—and solve Your Cutting Problems! 


There are no obstacles in metal cutting with 
Victor Blades. In shops that require hack- 
saw cutting on all kinds of metals, these 
blades have proven an economical and es- 
sential factor. 


The Victor Special Flexible Blade has the same 
cutting efficiency combined with the perfected flexible 
qualities and is recommended for general use on all 
soft and tough cutting metals that produce breakage 


Let us send you free samples of this 
Wonder Blade 


VICTOR SAW WORKS, Inc. 
MIDDLETOWN, N. Y. 





































We give 
to the Distributor 


100°,, cooperation because it 
policy to sell thru distributors. 


is our 


@ We refer every inquiry back to some 
distributor in the territory. 


€ We give an unequaled service to both 
the distributors and their customers. 


€ We give every possible aid to the Sales 
Manager and his men. 
[hese are some of the reasons distributors find 
satisfaction and profit in handling the ATLAS 
CAR MOVER that moves any 
car, under any circumstances, 


a car mover 
and gives the 
kind of service that makes it the outstanding 


tool in that field of work. 


Manufactured only by 


APPLETON CAR MOVER CO. 
P. O. Box 42 Appleton, Wis. 


ociate Member 
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Sold on 10 Days’ Trial 


No Stock to Carry—Liberal Dealers’ Discount 





Every In- 
dustrial 
Plant Isa 
Good Pros- 
pect for 
This Port- 
able Blower 






Price 


» $45.00 


OVER 4000 IN USE 


Think of the manufacturing plants you are calling on regularly that have 
motors, generators, switchboards, wood-working machinery, looms, knit- 
ting machines, and other equipment where dirt, dust and lint quickly 
injure the delicate working parts. You can’t remove this dust efficiently 
by using rags, a broom or a duster. 


The ‘‘Marvel’’ Portable Blower 


forces DRY air into every nook and corner. 
Dust and dirt cannot accumulate if you 
use “‘The Marvel.”’ It will keep your cus- 
tomers’ machinery free from dust. Manu- - 
facturers immediately recognize the value 
of this equipment. It is easy to sell for we 
will ship a ‘‘Marvel’’ Portable Blower on 
10 days’ Free Trial. Simply demonstrate 
it. The machine sells itself. You have no 
stock to carry. 






Write at Once for Discount 
This isa SELLING proposition, NOT an 
ORDER taking one. YOU won’t get the 
business UNLESS YOUR salesmen put 
this 10 DAY TRIAL offer up to the 
plant superintendent. 


ELECTRIC BLOWER CO. 


mi test selling portable blo wer 
“ 7 yn the market. Operate from 
352 Atlantic Avenue light ree Ar bc ea Te 


Boston 9, Mass, U.S. A. and the 
Dec EENE 


Fire Hazard 


mention Muir 


SUPPLIES 
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land, which was absorbed some time 
ago by the Lamson & Sessions Co. Mr. 
Olsen was with the Kirk-Latty Co. for 
17 years. 

William Reis was recently appointed 
purchasing agent of the R. K. LeBlond 
Machine Tool Co., Cincinnati, succeed- 
ing the late F. W. Weimann. Mr. Reis 
has been associated with the purchas- 
ing department of the company for a 
number of years. 

Paul W. Litchfield, president of the 
Goodyear Tire & Rubber 
Akron, Ohio, has been 
dent of the Rubber 
America. Frank 
dent of the 


Company, 
elected presi- 
Association of 
A. Seiberling, presi- 
Rubber Com- 
pany, was made first vice-president, 
and FE. H. Broadwell, vice-president 
and general manager of the Fisk Tire 
Company, was elected 
president. 

James K. Cullen has been appointed 
president of the Niles Tool Co., Niles, 
Ohio. C. K. Seymour has been made 
vice-president and treasurer; Oliver 
Ackley, secretary, and Arno Wilson, 
assistant secretary. 


Seiberling 


second  vice- 


T. M. Manley, associated for 29 years 
with the Morse Chain Co., Ithaca, N. Y., 
manufacturer of transmission chain, 
was recently appointed a district man- 
ager in the East, with headquarters at 
the home office. 

O. F. Fries has been placed in charge 
of consumer motor sales in the De- 
troit territory for the Lincoln Electric 
Co., Cleveland. He is a graduate of the 
Glasgow Royal Technical College and 
Glasgow University, Glasgow, Scotland, 
and has had varied experience in prac- 
tical and theoretical engineering and 
sales work. 

M. W. McArdle, vice-president and 
seneral manager of the Chicago Flex- 
ible Shaft Co., Chicago, has been 
elected president of the company. He 
has been associated with the organiza- 
tion for 20 years. 

R. G. Abbey was recently appointed 
district manager of the W. W. Sly Mfg. 
Co., Cleveland, with offices at 50 Church 
street, New York. 

Joseph Currey has been made foundry 
superintendent of the Westcott Valve 
Co., East St. Louis, Ill., formerly oper- 
ated by the Excelsior Tool & Machine 
Co. He was previously associated with 
Sweet & Doyle Foundry & Machine 
Co., Troy, N. Y., Chandler & Taylor Co., 


Indianapolis, and Morse Chain Co., 
Ithaca, N. Y. 
William F. Traudt was_ re-elected 


president of the Taber Pump Co., Buf- 
falo, at a recent meeting of the board 
of directors. 

Frank L. Campbell, general sales 
manager of the U. S. Chain & Forging 
Co., Pittsburgh, has resigned. He has 
no plans for immediate business activ- 
ities. 

Henry D. Sharpe of the 
Sharpe Mfg. Co., 


Brown & 
Providence, R. I., 
manufacturer of metal working ma- 
chines and tools, has been re-elected 
president of the Community Fund As- 
sociation of Providence. 





New Factories and Additions 





Craftsman Tool Co., Marion, Ind., 
plans to build a new one-story plant, 
estimated to cost close to $45,000 with 
equipment. 

Dayton Co., Eighth street and Nicol- 
let avenue, Minneapolis, Minn., will 
build a four-story, basement and sub- 
basement addition to its automobile 
service repair and garage building, to 
cost in excess of $300,000. 

Richards & Co., Ine., 269 Ludlow 
street, Stamford, Conn., manufacturer 
of lacquers, etc., has begun erection of 
additions, including two-story extractor 
and heater units, 30x60 ft., and 35x65 
ft., respectively; boiler house, 80x110 
ft., and other structures, to cost $85,000. 

Rockford Drop Forge Co., Rockford, 
Ill., has awarded general contract for 
a one-story sawtooth roof addition, to 
cost $30,000. 

Iowa Packing Co., Eighteenth and 
Maury streets, Des Moines, Ia., is con- 
sidering the erection of a boiler plant, 
to cost approximately $100,000 with 
equipment. 

Rapid Roller Co., 800 Austin avenue, 
Chicago, will build a 
cost in excess of 
ment. 

C. Edward Smith Hardware Co., 314 
East Washington street, New Castle, 
Pa., plans to build a three-story and 
basement storage and _ distributing 
plant to cost $55,000. 

Harris-Thomas Drop Forge Co., 126 
Harshman street, Dayton, Ohio, has 
awarded contract for a one-story addi- 
tion, to cost approximately $25,000 with 
equipment. 

Norton Co., 38208 Market — street, 
Philadelphia, manufacturer of grinding 
wheels and other abrasives, with main 
plant at Worcester, Mass., plans to 
erect a new local factory branch and 
distributing plant, for which bids wiil 
soon be asked on general contract. 

Alois Aufrichtag Copper & Sheet 
Iron Mfg. Co., 900 South Third street, 
St. Louis, has begun superstructure for 
a new one-story plant, 80x240 ft., with 
extension 30x100 ft. for tool room and 
boiler house. ~ 

Paterson-Leitch Co., 900 East Sixty- 
ninth street, Cleveland, operating a 
structural steel fabricating plant, has 
filed plans for a one-story addition, 
70x200 ft., to cost about $30,000. 

Great Lakes Forge Co., 1212 West 
119th street, Chicago, will build a one- 
story addition, 90x100 ft. 

American Glanzstoff Corporation, 
‘80 Madison avenue, New York, will 
build a two-storv steam-onerated power 
“ant, 66x112 ft. and 33x112 ft., and 
one-story machine shop at its new 
rayon mill at Elizabethton, Tenn. The 
entire project will cost in excess of 
$1.500,000. 

Hill, Hubbell & Co., Tulsa, Okla., 
manufacturer of paints, etc., plans to 
erect a four-story factory to 
$75,000 with equipment. 

Armstrong Foundry Co., 1530 Junc- 
tion avenue, Racine, Wisconsin, manu- 


new factory to 
$50,000 with equip- 


cost 


119 


facturer of 
build a 
70x80 ft. 

Plans are being considered by Cen- 
tral Hardware Co., 811 North Sixth 
street, St. Louis, for a new multi-story 
storage and distributing plant, to cost 
$100,000 with equipment. 


gray iron 
brick and 


castings, will 
steel addition, 


Reliance Die & Stamping Co., 501 
North La Salle street, Chicago, has 
asked bids for a _ three-story plant, 


°0x255 ft., to cost upwards of $125,000 
with machinery. 

Industrial Electric & Machine Co., 
507 East Russell street, High Point, N. 
C., has awarded contract for a one- 
story addition, 30x132 ft., to cost about 
$45,000 with equipment. 

Mill Devices Co., Gastonia, N. C., 
manufacturer of textile and mill equip- 
ment, plans the construction of a new 
factory for manufacture of gears, nuts, 
bolts and kindred products, to 
more than $80,000 with machinery. 

Fostoria Glass Co., Moundsville, W. 
Va., has awarded general contract to 
R. R. Kitchen Co., 37 Nineteenth street, 
Wheeling, for a two and three-story 
addition, 75x260 ft., to cost about $100,- 
000 with machinery. 

Crowe Name Plate & Mfg. Co., 174% 
Grace street, Chicago, manufacturer of 
metal name plates, is said to be plan- 
ning a one-story addition to cost about 
$23,000 with equipment. 

Wombell Automotive Parts Co., Lex 
ington, Ky., contemplates the erection 
of a one-story addition and improve- 
ments in present plant, with installa- 
tion of additional equipment. 

Samuel Olson & Co., 2418 Bloom- 
ingdale avenue, Chicago, manufacturers 
of conveying and elevating machinery, 
pneumatic tube systems, etc., plans to 
build a one and two-story addition to 
cost approximately $150,000 with equip- 
ment. 


cost 


Budig Machine Co., McCook, Neb.., 
plans to erect a one-story machine shop 
addition, 410x100 ft. ( 

Crescent Insulated Wire Co., Tren- 
ton, N. J., has awarded general con- 
tract for the erection of a one-story 
addition, estimated to cost $15,000. 

Crane Enamelware Co., Chattanooga, 
Tenn., subsidiary of Crane Co., Chi- 
cago, is reported planning an addition 
in the Alton Park district, to cost about 
$300,000 with machinery. 

L. J. Kent Boiler & Sheet Iron 
Works, Springfield, Mo., will build a 
new one-story plant, 75x150 ft., to cost 
about $40,000 with equipment. 

W. M. Dean Marble Co., South Cam- 
den street, Columbia, Tenn., will build 
a one-story addition, 106x145 ft.. with 
installation of additional machinery. 

Viking Pump Co., Cedar Falls, Iowa, 
is completing plans for a_ one-story 
addition, to cost about $21,000 with 
equipment. 

Piedmont Print Works, Inc., Taylors, 
S. C., plans to build a new local textile 
print mill, including one and two-story 
machine shop, 100x150 ft., and boiler 
plant. 
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ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


Manufacturers of 







Cast and Malleable Fittings, Screwed and Flanged 
m Nokoros Unions, C. D. Railroad Unions 


my Q Iron Body Gate Valves 
B Aa | Screwed, Flanged and Hub Ends. Sizes 2 in. to 12 in. Inclusive. 





20 Years on the market without a Complaint 


A high grade lubricant and preserver. Easy to apply. Treat 
your belts while on the pulleys. They will hold their shape 
better and last longer. Made in three grades, for rubber, 
leather and canvas belts. Also made in liquid form. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 




















For Discs 
Sickles 
Tools 


LIBBEY 


High Pressure Gauge Glass 


High Pressure Red Line Gauge Glass 
Standard Pressure Gauge Glass 
Lubricator Glasses 


Oil Cup Glasses 





AMERICA’S STANDARD 
and 
Made in U.S. A. 











Write for booklet 


efurma comple an nani tio |! The Libbey Glass Mfg. Co. 


Mfrs. of Railroad and Industrial Glassware 
Order from your Jobber 


Toledo, Ohio 
LUTHER GRINDER MFG. CO. 


283 So. Water St., Milwaukee, Wis. SAFETY ALWAYS 
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Cleveland Electric Illuminating Co., 
Illuminating building, Cleveland, will 
soon begin the erection of a four-story 
power substation, 56x130 ft., to cost 
about $100,000 with equipment. 

Sanymetal Products Co., Urbana 
road, Cleveland, has awarded contract 
for the construction of a one-story ad- 
dition, 75x220 ft., to cost about $70,000 
with equipment. 

Plans are being completed by Su- 
perior Foundry Corporation, Grand 
Rapids, Mich., for a one and two-story 
foundry, 76x175 ft., to cost 
$100,000 with equipment. 

Detroit Stoker Co., General Motors 
building, Detroit, will build a two-story 
addition at Monroe, Mich., to cost about 
$25,000. 


close to 


Winter 


erect a 


Independent Lock Co., 78 
street, Fitchburg, Mass., will 
two-story, 40x154 ft., addition. 

E. Ingraham Co., 392 Main street, 
Bristol, Conn., manufacturer of clocks 
and mechanisms, will build a_ one- 
story addition, 25x161 ft., to be used 
primarily as a press department. 
Pattern & Production Co, 
Fort street, Detroit, manu 
facturer of metal patterns and me- 
chanical equipment, has plans under 
way for a one-story addition on Temple 
street, to cost approximately $25,000 
with equipment. 


Advance 
3024 West 


International Harvester Co., 2905 
Chester avenue, Cleveland, headquar- 
ters at Chicago, is considering the erec- 
tion of a one-story factory branch, 
service and repair works on East 
Fifty-fifth’ street, to cost about $100,- 
000 with equipment. 

Superior Foundry Corporation, 
Grand Rapids, Mich., has awarded con- 
tract for the erection of a one and two- 
story foundry, 75x175 ft., to cost 
approximately $100,000 with equipment. 

Peden Tron & Steel Co., Houston, 
Tex., has foundation under way for a 
one-story unit, 125x130 ft., for produc- 
tion of column spirals, bar-bending and 
kindred steel and iron service, to cost 
more than $85,000 with equipment. 


Heater Co., 1900 West 
112th street, Cleveland, is having plans 
drawn for a one-story addition, to cost 
about $40,000 with equipment. 


Cleveland 


Universal Magnesite Products Co., 
Escanaba, Mich., is planning a new 
one-story addition to cost about $20,000 
with equipment. 


Chesapeake Paper Board Co., Key 
Highway and Baltimore & Ohio Rail- 
road, Baltimore, will build a one-story 
addition, including improvements in 
present mill, to cost about $80,000 with 
equipment. 


Ferguson Gear Works, Ince., 
tonia, N. C., is reported planning the 
erection of a new one-story plant to 
cost more than $25,000 with equip- 
ment. 


Gas- 


Acme Tool & Machine Co., 924 Fort 
Wayne avenue, Indianapolis, Ind., has 
acquired property, 40x217 ft., as site 
for new plant to cost about $35,000. 


Newman Machine Co., Jackson street, 
Greensboro, N. C., manufacturer of 
wood-working machinery and tools, has 
plans for a one-story addition, 60x135 
ft., to cost about $80,000 with equip- 
ment. 

Great Northern Tool & Supply Co., 
Billings, Mont., plans to build a new 
factory branch for oil well equipment 
at Cody, Wyo., including machine shop 
and other structures. 


Wire 


street, 


Worcester Works, Ine., 230 
Ludlow Worcester, Mass., has 
awarded a general contract for a two- 
story addition, 67x200 ft., to cost about 
$35,000. 


Beckwith Iron Works, 544 West Sev- 
enty-ninth street, Chicago, has awarded 
contract for the erection of an addition 
10x180 ft., to cost about $150,000 with 
equipment. 


Samuel Olsen & Co., 2418 Blooming- 
dale avenue, Chicago, manufacturer of 
conveying machinery, etc., plans to 
build a one and two-story addition, 
135x250 ft.. to cost approximately 
$150,000 with equipment. 

Philadelphia Rubber Works’ Co., 
Land Title building, Philadelphia, has 
awarded contract for a one-story addi- 
tion to its mill at Oaks, Pa., 50x100 ft.. 
to cost about $40,000 with equipment. 

Passaic Iron Works, Inc., 119 Fourth 
Passaic, N. J., plans to build 
one-story addition, 40x74 ft., to cost 
close to $20,000 with equipment. 


street, 


Cedar Rapids Engineering Co., Cedar 
Rapids, Iowa, will build a shop addi 
tion, 60x100 ft. 


Gedemer Tool & Machine Co., 1920 
Taylor avenue, Racine, Wis., will build 
a new unit at a cost of about $25,000. 


Variety Machine & Stamping Co., 
3406 Tate avenue, Cleveland, is enlarg- 
ing its plant by erection of an addi- 
tion, 36x60 ft. 


Rapid Battery Mfg. Co., 1401 James 
street. Waco, Texas, will proceed with 
erection of two-story plant, 70x112 ft., 
to cost about $18,000 with equipment. 


Ohlen-Bishop Co., Columbus, Ohio, 
manufacturer of saws, saw frames, etc., 
will rebuild portion of plant destroyed 
by fire January 29, with loss in excess 
of $100,000 with machinery. 


Northwestern Motor Co., Eau Claire, 
Wis., builder of heavy-duty gas engines, 
is erecting a addition, 
50x66 ft. 


one-story 


Metals Co., South 
street and Clinton avenue, 
Plainfield, N. J., manufacturer of brass 
and copper tubing, ete., has authorized 
rebuilding portion of plant destroyed 
by fire January 29, with losses in ex- 
$400,000 including machinery. 


British-American 
Second 


cess of 

Roessler & Hasslacher Chemical Co., 
Buffalo avenue and Twenty-sixth street, 
Niagara Falls, N. Y., manufacturer of 
industrial chemicals, has awarded gen- 
eral contract for a one-story addition, 
110x350 ft., to cost more than $65,000 
with equipment. 
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Contract has been let by Ward 
Leonard Electric Co., South street, 


Mount Vernon, N. Y., manufacturer of 
contrellers and other electrical ap- 
paratus, for a one-story addition, 
115x116 ft., to cost about $75,000 with 
equipment. 

R. H. Macy, Inc., New York, will 
build a seven-story storage and dis- 
tributing plant, 140x200 ft., at Long 
Island City, at a cost of $650,000, with 
equipment. 

Brown Instrument Co., Roberts and 
Wayne avenues, Philadelphia, manufac- 
turer of purometers and other measur- 
ing instruments, plans to build a two- 
story addition, to cost close to $45,000. 

John A. Roebling’s Sons Co., Tren- 
ton, N. J., manufacturer of wire and 
cables, will build a one-story rod mill 
to cost close to $700,000 with equip- 
ment. 

Pierce, Butler & Pierce Mfg. Co., 
Syracuse, N. Y., manufacturer of heat- 
ers, boilers, etc., is reported planning 
to build a one-story addition to be 
equipped as a core department. 

Houde Engineering Co., 237 Win- 
chester avenue, Buffalo, manufacturer 
of automobile shock absorbers, 
will soon begin work on a two-story ad- 
dition, 210x225 ft., to 
$290,000 with equipment. 


etc., 


cost close to 

Reliance Die & Stamping Co., 501 
North La Salle street, Chicago, will 
soon begin the erection of a three-story 


plant to cost close to $150,000 with 
machinery. 
Paxton-Mitchell Co., 2614 Martha 


street, Omaha, Neb., manufacturer of 
iron castings, plans to build a one and 


two-story foundry to cost more than 
$100,000 with equipment. 
Serugo Rubber Co., 172 Cole ave- 


nue, Akron, Ohio, is reported planning 
a new mill at Atwater, Ohio, to cost 
more than $60,000 with machinery. 

Long-Lewis Hardware Co., 2014 Sec- 
ond avenue, Bessemer, Ala., will take 
bids early in March for a_ two-story 
storage and distributing plant in Smith 
Park section, Birmingham, to cost close 
to $40,000. 

Florida-Babbitt Corporation, 42 North 
Twenty-first street, Miami, Fla., will 
erect a one-story plant for manufac- 
ture of recently patented babbitting 
machine and parts, to cost close to 
$40,000. 

Bantam Ball Bearing Co., Bantam, 
Conn., has authorized construction of a 
new plant at South Bend, Ind., and 
upon completion will move from Con- 
necticut. 





Field Notes 





It is interesting to note that the 
Victor Balata & Textile Belting Co., 


New York, manufacturer of belting for 
transmission, conveying and elevating, 
has control of the manufacture of its 
product from the bale of cotton to the 
finished belt. The company maintains 
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Place Orders Now 


—and he Bag Holders 


uses both 
hands 


We Make Three Types 


Mosher 
Improved Mosher 
Universal 
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On the safe platform of the Dayton Safety 
ladder the workman uses both hands freely 
does his work better and in less time. Plenty 
of room for two men and their tools. With 
its wide leg-spread and steel-braced design 
the Dayton cannot tip, wabble or collapse 
Has folding auxiliary step. Made of aero- 
plane spruce in sizes 3 to 16 feet. Mloder- 
ately priced 


Send for Circular 











We Also Make 





The Dayton Safety Ladder Co. py oft Be 
121-123 West Third St. Cincinnati, Ohio BELT CONVEYORS 


SPIRAL CONVEYORS 


MALLEABLE CHAIN 
STEEL CHAIN 
SPROCKETS 


Ss afety Ladder beieasiiag ee ee 


CHICAGO, ILL. 
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The Trap Of Traps 


Genuine 
Nason 
Steam et 
Traps se abba 


Strength— Service 


NE joint of Alligator Steel Belt 
Lacing lasts many belts their full 


on —" > a 


SS aS) 





The sectional steel rocker hinge pin, rocks on 

its two oval faces. Easily removable when ten- 

sion is released. Outlasts any other type of pin. 
> 





CLAS aie 











Class B, 1 to 20 Ibs. 


Reg. U.S. Pat. Off.and 
creumh vat the world. 


and other specialties 
have led since 1841 

















life. The belt ends are clinched in a 
powerful uniform grip of steel. This great sur 
plus of strength is seldom called upon, but 
with it, the lacing carrie yn in long efficient 

ge service Alligator Steel Belt Lacing saves 
3 belting and operating costs. Made in 11 sizes 
etiam for all belts from sg to 5 inch thickness. 
Class C, 20 to 70 Ibs Bulletin on requesl. Alligator Steel Belt Lacing sales are profit sales 
| ea FLEXIBLE STEEL LACING CO. 
} 1633 Lexington St., Chicago, U. S. A. 











| he ~, In England at 135 Finsbury Pavement, London, E. C. 

- S/OELUG FA : eee Aaah 

—" Nason Manufacturing 
Company 


Sleam Specialty Specialists 


Sidelug, 40 to 150 Ibs. 71 Fulton St., New York 

















When writing to Advertisers please mention Miti Suppiies 











March, 1928 





iis own spinning, weaving and belting 
plants in Easton, Pa. 

The S. G. Taylor Chain Co. of Chi- 
cago, with plant in Hammond, Ind., is 
now prepared to furnish chain electric 
welded as well as fire and hand welded. 
This company is the oldest manufac- 
turer of welded chain in the United 
states, having been established in 1873. 
Contract has also been awarded by the 
Taylor company to the Chicago Indus- 
trial Construction Company for the de- 
sign and construction of a two-story 
administration building and another 
addition to its factory in Hammond. 

Semler Company, Jeannette, Pa., an- 
nounces that it has acquired all the 
assets and properties of the Pittsburgh 
Engineering Company, manufacturer 
of pipe fittings and valves, and here- 
after will conduct the business under 
the name of Semler Company. 

The Fulton Atlanta, Ga., has 
been appointed distributor for the Nor- 
ton Co., manufacturer of grinding 
wheels and abrasives, and also for the 
Cincinnati Electrical Tool Co., Cincin- 
nati, manufacturer of electrical 
drills and grinders. 

Whiting Leather & Belting Co., Long 
Island City, N. Y., recently opened a 
branch at 107 Elm street, St. Louis, 
with James F. Murphy in charge. 

American Rolling Mill Co., Middle- 
town, Ohio, has moved its Cleveland 
office from 1522 to 1516-8 B. F. Keith 
building, Cleveland, to take care of the 


Co., 


tools, 


enlarged organization resulting from 
its acquisition of the Columbia Steel 
Co. 

Mechanical Devices, Inc., 260 Tre- 
mont street, Boston, has purchased 


Strathmore Mill in Concord, formerly 
occupied by the American Woolen Co., 
and expects to begin manufacture of 
cotter pins, nuts, screws, etc., within a 
few weeks. Watson Hartley is presi- 
dent and general manager. 

Lumen Bearing Co., Buffalo, has 
elected the following officers: President, 
treasurer and general manager, Noah 
F. Young; vice-president, C. H. Bier- 
baum; secretary, Nathanial K. B. 
Patch; directors, the officers and A. G. 
Bartholomew and Samuel Ellis. 

Bowen Products Corporation, 2760 
West Warren avenue, Detroit, manu- 
facturer of lubricating devices, grease 
cups, etc., will soon begin work on a 
one-story and basement addition to cost 


$30,000, for which general contract 
has been let. 
A. M. Byers Co., Pittsburgh, an- 


nounces the removal of its Boston office 
to the Consolidated Gas Building. In 
accordance with the company’s new 
policy, the branch will no longer main- 
tain a warehouse in the New England 
territory. 

The Cleveland Machinery Co., manu- 
facturer and distributor of machinery 
and mill supplies, announces the re- 
moval of the company from Cleveland, 
Tenn., to Chattanooga, and its reor- 
ganization under the name of Horner & 
Vance Supply Co. The company will 
continue the manufacture of saw mill 
specialties, and plans the expansion of 
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its field to cover a large part of the 
Southeast. 

The F. N. DuBois Co., Inc., formerly 
of 247 Ninth avenue, New York, and 
more recently of Newark, N. J., an- 
nounces that it has liquidated its affairs 
and discontinued business. Mail may 
be addressed to the company in care 
of F. W. Blauvelt, 194 Riverside Drive, 
New York. 

Dayton Pneumatic Tool Corp., Day- 
ton, Ohio, succeeds the Dayton Pneu- 
matic Tool Co. Reorganization has 
been effected to provide larger sales 
and service facilities and to produce a 
new line of tools. The company manu- 
factures pneumatic riveting hammers, 
chipping hammers, sand rammers and 
nail drivers. L. B. George is president 
and treasurer, G. C. George is vice- 
president and H. P. Williamson is secre- 
tary. A new plant is being planned 
for erection later in the year. 

H. C. Atkins Mfg. Co., 2318 Ran- 
dolph street, St. Louis, has appointed 
the following agents: H. Romeyn 
Smith, Inc., 12 Lispenard street, New 
York, in metropolitan New York; Leon 
Commerford, Washington, in Middle 
Atlantic States; Southern States Sales 
Co., Albany, Ga., in Southeastern 
States, and Brown & Brady, San Fran- 
cisco and Los Angeles, on Pacific Coast. 

H. Channon Co., Chicago, distributor 
of mill supplies and heavy hardware, 
has announced that it intends to enter 
the general hardware jobbing field. 
The company is already handling some 
shelf hardware and_ housefurnishing 
items, and is in the market for addi- 
tional lines. 

The Ohio Brass Co., Mansfield, Ohio, 
has opened a new Southeastern office 
in Atlanta, at 721 Healey building, to 
handle the company’s trade in the 
Southeastern States. 

Bemis & Call Co., manufacturer of 
small tools, Springfield, Mass., has ap- 
pointed M. G. Hayden as its represent- 
ative in the eastern part of Pennsyl- 
vania, including Harrisburg and Wil- 
liamsport, also New Jersey and Dela- 
ware. Mr. Hayden will make his head- 
quarters at 410 Commerce street, Phila- 
delphia, Pa. 

At the fifth annual meeting of the 
Screw Machine Products Association, 
held in Chicago recently, David Bell, 
of the David Bell Co., Inc., Buffalo, was 
elected president; S. G. Eastman, Bel- 
videre Screw & Machine Co., Belvidere, 
TIl., was named vice-president, and F. 
H. Fischer, Fischer Special Mfg. Co., 
Cincinnati, treasurer. Mr. Fischer was 

'-o elected to the board of directors. 
Other new members of the board are 
'. J. Hagen, president of the Western 
“-rew Products Co., St. Louis, and J. S. 
Cochran, president of the Mac-It Parts 
Co., Laneaster, Pa. Malcolm Baird con- 
tinues as field secretary of the associa- 
tion, with office at 232 Delaware ave- 
nue, Buffalo. 
& Molowitz, 28-30 Rahway 
avenue, Elizabeth, N. J., announce that 
hereafter their organization will be 
known as Elizabeth Plumbing & Heat- 
ing Supply Company. 


Cohen 


The American Gear Manufacturers’ 
Association announces that its spring 
meeting will be held at Rochester, N. 
Y., April 19-21, with headquarters at 
Hotel Seneca. 

Wilmarth & Morman Co., Grand 
xtapids, Mich., manufacturer of grind- 
ing machinery, has consolidated with 
the Covel-Hanchett Co., Big Rapids, 
Mich., successor to the Machinery Co. 
of America, with branches and fac- 
tories at Bentor Harbor and Big Rap- 
ids. Offices of the Wilmarth & Morman 
Co. have been discontinued, and the 
company will operate as a division of 
Covel-Hanchett Co. 

Norton Co., Worcester, Mass., manu- 
facturer of grinding machinery and 
tools, has been awarded the plaque of- 
fered by the Worcester Safety Council 
in 1927 for improvement in safety. 

R. J. Tricon Company, 611 South 
reters street, New Orleans, has been 
appointed to represent the Link-Belt 
Company, of Chicago, Indianapolis and 
’niladelphia, and its subsidiary, H. W. 
Caldwell & Son Co., in southern Louisi- 
ana and Mississippi. As representa- 
tives, the Tricon company will carry a 
complete stock of Ewart Class and 
, awmill Chain, Stock Sprocket Wheels, 
Silent Chain Drives, Caldwell Helicoid 
Conveyor and Caldwell Power Trans- 
mission. 

R. R. Donnelley & Sons Company, 
Chicago, broke ground last month for 
the second half of its new plant on East 
Twenty-second street, which, when 
completed, will give this company one 
of the finest industrial plants in the 
city. The first unit of the plant has 
been in use for some time. At the 
completion of the second unit all de- 
partments of the business, including 
the mil! supply catalogue department, 
will be housed in the new plant. 

The Blake Specialty Co., Rock Island, 
Ill., has announced the appointment of 
D. F. Boynton as its Chicego branch 
manager. He will have under his su- 
pervision, in addition to Chicago, the 
eastern half of Wisconsin and the 
northern half of Illinois. 

Newark Brush & Scraper Co., 266 
Fabyan Newark, N. J., has 
leased a two-story factory forming part 
of the plant of the Jennings Silver Co 
390 Nye avenue, and will remodel it 
for a new plant. Present works will be 
removed to the new location early in 


place, 


March and additional equipment pro- 
vided. The company has abandoned 
nlans for an addition to present fac- 
tory. 

The National Supply Co., Toledo, 


Ohio, has been appointed by the Liberty 
Machine Tool Co., Hamilton, Ohio, to 
represent it in Northwestern Ohio. 
Standard Supply & Equipment Co., 
Pittsburgh, distributors of mill, rail- 
road, contractors’ and automotive sup- 
plies, has moved to its new office build- 
ing and warehouse at South Second and 
McKean streets. The building is seven 
stories and is equipped with complete 
material-handling devices. 








FRICTIONLESS on Bearing Metal means 
just what STERLING does on Silver 


absolute guarantee 


an 





TRADE MARK 








“*It Has Stood the Test for Over Thirty Years’”’ 


We also make 


NICKEL GENUINE 
GENUINE BABBITT 
COPPER HARDENED 


All of these Babbitt Metals are made from highly 
refined raw materials, perfectly amalgamated — 
thus insuring satisfied customers and repeat orders. 


FRICTIONLESS METAL CO. 


1458-60 Collins Street 
SAINT LOUIS, MO. 





GARCO 


‘GILT EDGE’ 
FLAX , 


Only Quality Packings aie 


bring repeat packing business. 


THIS MONTH 


we are pointing out to thousands of engineers the 
convenience of patronizing local supply houses for 


GARCO “GILT EDGE” FLAX 
and 
GARCO “COMMERCIAL” FLAX (JUTE) 
Sold exclusively through supply houses 


GENERAL ASBESTOS & RUBBER COMPANY 


North Charleston. S.C. 











Quality Packings for 32 years 
GARCO ASBESTOS 
PACKINGS, TEXTILES, 
BRAKE LINING 



































March, 1928 

















‘Moore & White”’ 
FRICTION 
CLUTCHES 


Most in —_ 





250,000 in use 


Equally efficient for 


easy or hard work; un- 







der clean or dirty con- 


ditions. Stand gruel- 





MADE IN 
FOUR STYLES 


1. Standard 
2. High speed 
3. Double disc 
4. Sleeve type 


ling punishment. Give 
longer service, dollar 








for dollar than any 
other clutch made. 
Your customer de- 
serves the best. See 
that he gets an 


“M&W” the next time 


you sell him a clutch. 


Catalogs on 
request 


THE MOORE & WHITE CO. 
2711 North 15th Street 
Philadelphia, Pa. 











Special 
* Wire Brushes 
of every Type for 
Cleaning 
Heaters 
Boilers, etc. 


Worcester Brushes are Efficient 
and Economical. 


Write for samples and prices 


WORCESTER 
BRUSH & SCRAPER CO. 
450 Park Ave., Worcester, Mass. 


I WORCESTER WN 
FLUE'BRUSH, 
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BAND SAWS 
“The Toots tn lhe Plaid Bor” 
AMERICAN ‘SAW & MFG. Co. SPRINGFIELD, MASS. 
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CLASSIFIED 
ADVERTISEMENTS 


Classified Line Advertisements under 
heads of Wanted, For Sale, ete will be 
published in this Department at a rate of 


20 cents a 


cords 


line, each 


line 


insertion. Count sta 


to a 


SITUATIONS WANTED 


Mill Supply Man, thoroughly experi- 
enced in buying, selling and details of 
the supply business, would be glad to 


hear from a well established distribu- 
tor. Address No. 910, care MILL Sup- 


PLIES, 537 South Dearborn street, Chi- 
cago. 

Machinery, mill, heating and plumb- 
ing supply salesman, with 20th year’s 
experience, wishes to secure position 
covering North Carolina territory for 
manufacturer or jobber. Good refer- 
ence. Address No. 915, care MILL Sup- 
PLIES, 537 South Dearborn street, Chi- 


cago. 


Wanted—Position as sales executive 
in manufacturing concern doing a na- 
tional business through dealers. Have 


had seventeen years’ experience and 
have been over twelve years in present 
position. Have an acquaintance ex- 
tending all over United States. Have 
fair education and technical ability. 
Can give best of reference. Address 


No. 916, care MILL SUPPLIES, 
Dearborn street, Chicago. 


537 South 


SALES EXECUTIVE 

With a fifteen year successful record 
in promoting power transmission equip- 
ment sales through distributors, now 
well connected, will consider another 
proposition. Has unusually wide ac- 
quaintance with mill supply houses 
throughout the U. S. Address No. 921, 
care MILL SUPPLIES, 537 South Dear- 
born street, Chicago. 


SALESMEN WANTED 


We have a profitable line of special- 
ties for salesmen and manufacturers’ 
representatives calling on mill supply 
and wholesale hardware houses. On 
the market 25 years. Many houses sell 
our specialties under their own labels. 
Tell us what territory you’ cover. 
Eclipse Specialty Mfg. Co., 4531 Rav- 
enswood avenue, Chicago. 


Wanted, salesmen to carry a side line 
to the mill. Address P. O. Box 122, 
Providence, R. I. 


By a manufacturer of leather belt- 
ing, salesman to cover local territory in 
New York State. Also to sell Power 
Transmission. Some previous experi- 
ence along this or similar lines re- 
quired. Write fully stating age, refer- 
ences, experience and salary expected. 
Address No. 906, care MILL SUPPLIES, 
537 South Dearborn street, Chicago. 


Wanted, Salesmen calling on the 
automotive and mill supply jobbers in 
Pennsylvania, Ohio, Michigan, Indiana, 
Iowa, Wisconsin, Illinois, Missouri and 
Kentucky, to represent a high grade 
line of Machinists Vises. We want only 
representatives who are well estab- 


lished with their trade. Write giving 
full particulars to No. 907, care MILL 


SUPPLIES, 537 South Dearborn street, 
Chicago. 

Wanted Salesmen. Straight salary 
basis. Experienced in selling type 
metal, babbit metal, solder, caulking 
lead. Give full details. Replies held 
confidential. Address No. 912, care 
MILL SUPPLIES, 537 South Dearborn 


street, Chicago. 


Salesman—wWith following in manu- 
facturing and automobile houses to 
handle an old established line of sani- 
tary wiping cloths and cheese cloth. 
Liberal commission. Address No. 917, 
care MILL SUPPLIES, 537 South Dear- 
born street, Chicago. 


Salesman to carry as a side line de- 
pendable wiping cloths for factories, 
machine shops, printers, industrial 
plants and garages. Address No. 918, 
care MILL SUPPLIES, 537 South Dear- 
born street, Chicago. 


Salesman or manufacturer’s agent to 
handle several reliable chemical prod- 
ucts in addition to present connection. 
Industrial and jobbing trade, soldering 
salts, flux, case-hardening, etc. Liberal 
exclusive terms. State what territory 
covered. Rotax Manufacturing Com- 
pany, 39 Cortlandt street, New York. 


Experienced belting salesmen for 
Chicago and Middle West territory to 


represent large manufacturer of tex- 
tile belts. Prefer salesmen who have 
sold rubber belting. Excellent oppor- 
tunity for advancement. Give full par- 
ticulars. Replies treated confidenti- 


ally. Address No. 920, care MILL Sup- 
PLIES, 537 South Dearborn street, Chi- 


cago. 


AGENCIES WANTED 


Manufacturer’s agent solicits corre- 
spondence with view of establishing ad- 
vantageous representation for small 
tools or mill supply specialties in Day- 
ton, Ohio, and vicinity. Straight com- 
mission basis. Address P. O. Box 82, 
Dayton, Ohio. 


A manufacturer’s agent located in 
Youngstown is desirous of securing 
several good agencies for material or 
equipment used by the iron and steel 
trade. Address No. 919, care MILL 
SUPPLIES, South Dearborn street, 
Chicago. 


ror 
dol 


SALES ENGINEERS OR SALES 
AGENCY 


Opportunity to become representative 
of one of the old reliable and growing 
manufacturers of material handling and 
power transmitting machinery, is of- 
fered a number of high type salesmen 
or manufacturers’ agencies. Commis- 
sion basis. Apply by letter, giving ex- 
perience, lines carried and_ territory 
covered. Factories and main office lo- 
cated in the Middle West. Address No. 
922, care MILL SUPPLIES, South 
Dearborn street, Chicago. 


nan 
coro | 
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ADLETS 


BUSINESS MEN'S PAPER PRESSES 
ically handle baleable material such 
shavings 


Econom- 
as old paper, 
tin, and other 
lever on each 


excelsior, wool, 
Wastes Three largest 
end Operated by two men as desired, 
Universally used by industries Ask for catalog. 
— MEN'S PAPER PRESS CO., Wayland, 
Mich, 


SO rap 
sizes have 


one or 


Francs 


EQUIPMENT 
World Over 

Mixers 
Clamps 
Rushville, Ind. 


GLUE ROOM 
Used 
Glue Pots 
Spreaders 
Main Off 


Presses 


McLEOD'S LEATHER BELTING Excellent 


items for mill supply distributer. Cut from se- 
lected oak Lelting butts, made from packer steer 
hides and tanned by oak bark, slow process 
method. All leather used is hand stuffed and 
loft dried Made to prevent necessity of fre- 
quent take-ups on pulleys. Suited to wide 
variety of drives, service conditions, size of 
pulleys, ete Ask for further information. 
McLEOD LEATHER & BELTING CO., Greens 
boro, N. C 


WHITE — For 


of Factories, 


FACTORY 


LUMNITE interiors 








Mills, Ware- 
houses, ete, 
Most economi- 
cal coating 
known. Write 
for circular 
and nearest 
source of sup- 
ot ¥; Tr H E 
REARDON 
= COMPANY, 
2200 N. 2nd Street, St. Louis, Missouri. 
CLANCY ‘SURE GRIP” Steel Hose Clamps 
Complete line, 94 sizes, for garden, hydrant and 
steam hose Send for list of sizes, prices, and 
distributors’ discounts J. BR. CLANCY INC 
Syracuse, N. Y. 


MARTIN PORTABLE VISE STAND and Pipe 
Bender For 
and 


eutting 


threading bending 
pipe. Portable with 
no holts screws or 
braces to remove, and 
needs no attachment to 
floor, walls or ceiling. 
Will not tilt, upset or 
skid Small and large 
sizes, With capacity up 
to 4! pipe H P. 


MARTIN & SONS, 625 E. 


2nd St Owensboro, Ky 


Lead 
Paving 


SMOKELESS ASPHALT HEATERS, 

Melting Furnaces, Portable Oil Burners, 
Heaters, Asphalt Spray Outfits Weed 
Burners and Kerosene ‘Torches Over 
10,000 Aeroil Heaters in use Send for Bulletin 
No. 54-M giving prices and full information. 
AEROIL BURNER COMPANY, West New York, 
N. ds 


lool 


Large 


PORTABLE WHITNEY LEVER METAL 
5 PUNCHES Widest 
ze Ses gO > =‘known. Most universally 
or ian om , on market. Eight 
j_———— BSCE n BERS Ve ‘36 

= sizes and types Over 
™ 10,000 in use Write for 
circulars and jobbing quotations W A. WHIT- 


NEY 


MFG. CO., 715 Park Ave., Rockford, Il. 








“AIR SPRING’ COMPRESSED 
AIR GREASE CUPS—Automat lly 
maintain film of grease on bear- 
ings with greatest efficiency and 
utmost economy Four sizes, plain 
and polished steel Ww also make 
the Shurflo’ wick feed oil cup 
Folder on request HUNTER 


PRESSED STEEL CO., Lansdale, Pa 





JOSLIN STEEL STAMPS AND DIES—Any de- 
sign or type of characters accurately arried 
out We guarantee quality and service Send 


today for catalog and distributors’ prices ans 
TOSLIN MFG. Co., 123 Arthur St., Manist 
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Diener Products are The Valve with the Reversible Disc & Seat 

sold by Jobbers. 
Write for complete 
catalog of Waste 
Cans, Safety Cans, 
Fire Extinguishers 
and other Safety 
Fire Devices. 


“Fortify for Fire Fighting’’ with 
Diener Safety Fire Appliances 
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Seat and dise of Nicu- 
lanium—a hard, tough, close- 
grained nickel alloy—-resists 
effectively the cutting, wear- 
ing action of high tempera- 
tures and pressures, that is 
one factor in the economy of 
Reverso Valves. 


To this is added the re- 
versible feature. When one 
side wears both disc and seat 
reverse and you have the life 
of another valve with no 
extra expense. 





PERFECTION EXCELSIOR CANS 


Three Sizes. One, Two and Four Bales 


Every factory, store, warehouse or garage using waste, excelsior or 
wiping cloths has a vicious fire hazard if the material is loose and unpro 
tected. Perfection Excelsior Cans are correctly designed for the purpose, 
strongly built and reasonably priced. But this is not all of Reverso’s 
vitality as disc and seat are easily 


Manufactured By regrindable. 


GEO. W. DIENER MFG. co. Reverso is a valve unexcelled 
. ‘ on steam, water, oil, air or gas. 
400 N. Monticello Ave., Chicago For other teatures, types, sizes 
and gee. ask for new bulletin 


No. 





‘Torrid’? Blow Torches 
are made with the great- 
est care and precision by 
experienced and_ highly a 
skilled mechanics. Fine _IROVERSO: Iron body for 


== 4 ~ : Ds »sress e. “o a e »eTa- 
. torches of highest grade, No. tore 0 Fotal tempera 
Sonn t) tested and inspected un- 
OT 4 der rigid rules, they cost THE D. T. WILLIAMS VALVE CO. 


no more than other 


ec sig CINCINNATI, OHIO 


REVERSO:—Bronze body for 
200 Ibs. pressure. Total tempera- 
ture 550 deg. F 














Tanners of 


Mechanical Leathers 










: “SELECTE =p”. Cut Lacing aa | 
Made, from GENUINE SaaS ae ae 


strand of Unis cut Lacing to be absolutety perfect 
CENT! 










Gy oaty ome gras -THE WEST ince tention idk 











Lace Leather Sides and Cut Lacing 


in 


The Kieley Special “98” Reducing 


Valve is a strong Favorite with aren ge ag ape _ 
. . a a rome irome tannec 

Jobbers because its simplicity makes 

it adaptable for all Conditions and Krome Belt Leather 

assures a profit on Resale. The in Butt Bends, Centers and Sides 


Kieley Catalog contains a com- 
plete Line of Steam, Water and Air 
Specialties of Special Interest to 


Chrome Hydraulic Leather 


in Butts and Sides 


lobbers. Krome-Retan Hydraulic Butts 
—>e—___- 
Kieley & Mueller, Inc. THE CHICAGO RAWHIDE MEG. CO. 
34 West 13th St. New York City 1285 Elston Avenue, CHICAGO 
109 Broad St., New York 209 Broad St., Boston 
66 N. 4th St., Philadelphia 530 W. Congress St., Detroit 
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ANVILS tanley lting Corporation BOLTs, = ARRIAGE 
Columbus Any & Forging Co Vi tor i & Textile Belting Co Russell, ee & ard Bolt & Nut Co 
Yost Mfg. BE 1 TING, COTTON, SOLID WOVEN rhe Superior Screw ® Bolt Mfg. Co. 
LEATHER Rus Co., The BOL Ts, EYE, HOOK, RING AND LAG 
Chicago Rawhide Mfg. Co, Stz vale y Tiel ting Corporation The Superior Screw & Bolt Mfg. Co. 
ARBORS Victor Balata & Textile Belting Co BOLTS, GALVANIZED AND MONEL 
mrereh Swit Peer ee Dees Le 1 1 =_— IMPREGNATED The Syverior Screw & Bolt Mfg. Co. 
tussell Mfg. Co 
ASBESTOS PRODUCTS Stantes Camiekinn BOLTS, MACHINE 
Belmont Packing & Rubber Co . Red ela be Russell, Burdsall & Ward Bolt & Nut Co 
General Asbestos & Rubber Co TING, LEATHER rhe Superior Screw & Bolt Mfg. Co. 
Chicago e } 4 ee “a = = £ 
BABBITT METALS risen Leather & Elie Ge BOLTS, SINK, STOVE AND PLOW 
\rgus Smelting Company rs Specs sch age : Russell, Burdsall & Ward Bolt & Nut Co 
7 ‘ ahmann & Co. : ; > ‘ 
Division Smeltin Retining Co Schieren Co rhe Superior Screw & Bolt- Mfg. Co. 
Dodge Manufactur Corp as. Bond & Co., Philadelphis BOLTS, STUD 
ache na 1 Metal Company l ns & Sons rhe Superior Screw & Bolt Mfg. Co 
oyt 1 il Company - The Cleve id Cap Screw C¢ 
rhe Medart Company BELTING, LINK —— ——] he pete 
Monarch Metal Co Chas. A. Sehieren Co. BOXES, BATCH 
3 1 1 i . rene heelbarro ‘omp: 
BARRELS, TUMBLING BELTING, ROUND OR eee 
Royersford Foundry & Machine Co Chicago Rawhide Mfg. Co MITRE 
1e0 tahm: A ‘o CGoodell-Pratt 
BARROWS a ee ' 
General Wheels irrow Company oan arene : . ob 
lhe Fairbanl ‘ompany I. B. Williams & Sons Goodell-Pratt ; 
Toledo Whe elb: irrow Co “i NG, at «conrad 7K BRACKE TS, SCAFFOLD 
foston ove e ¢ ubber ) rat s aa 
BE \RINGS, BALL AND ROLLeK Nika: Diamond Gee Gee ee Patent Scaffolding Co. 
SK Industi ncorporated rhe B. F. Goodric Rubter Co _— ACKETs, Ww ALL 
BEARINGS, BRONZE lhe Mechanical Rubber Co Bond Foundry & Machine Co 
I s & Bronze Co City Rubber Co. Dodge Mfg ‘Corp 
Arth ar epublic Rubber Co The Hill Clutch Machine & Foundry Co 
Joh ‘o : . z a ete The Medart Company 
, . BELTING 'T. B. Wood Sons Co. 
SHAET, BABBITTED Boston Woven He & < : : 
Bor Machine Co ry ' ae BLOCKS AND LINING 
Hea ring Corpora ' Cec A Ceners Asbestos & Rubber Co 
rl Mie n I ! r ( Co BRASS GOODS, PLUMBING 
Mr npany Russ < Grabler Mfg. Co 
Re dry & Machine ¢ 1B ims & Son BRASS GOODS, STEAM 
Py dots cadiieohg Victe « rextil Belting Co \meriecan Injector Co 
BE ARINGS, SHAFT, BALL BE LTING. TRAC TOR Detroit Lubricator Co 
' igo Pu Hey & Shafting Ce \ r Ba Belting Ce Ceneral Brass Co, 
SK F In ! Incorporated : Penberthy Injector Co 
I. B. Wood Sons Co Rriciap aRaraentee: LTING, TWISTE am rhe Wm. Powell Co. 
BE ee. SHAFT, OLLLESS is The D. T. W illiams Valve Co 
Arguto Oill aring Co pike REI. Le BRONZE BARS, CORED AND SOLID 
BE seach SHAK T. ROLLER feo. Rahniann & Aide rhe Bunting Brass & Bronze Co. 
Bond Foundry & Muacl Co r fo Co Arthur Harris & Co 
Dodge Mar icturing oration c : eren. Co Johnson Bronze Co 
The Medart Cor ny 1 ; ims & Sons BROOMS, FACTORY, bed Sica SE 
“The Reeve es Pulley Co Victor Ralata & Textile Belting Co AND Yo RO 
Roversfor« & Machine Co ‘ a . Indianapolis Brus fg. Co 
SK F Ir t Incorporate Rianne R tim Cornoi ee lhe Osborn Manu 
BELT DRESSING Victor B ce Wastile: Belting wo BRUSHES, BENCH, FLOOR, ETC. 
Atlantic Manufacturing Co r ee Indianapolis Brush & Broom Mfg. Co 
hide Mite; Co BE NCHES (WORK), JEWELERS’ FILE Cee Cen net ae 
Crucible Co el t ros 7 7 EGY 
B SHES, WIRE, FLUE, ETC. 
Ity Mfg. Co BENCHES, WOODWORKERS’ pc mn gg ARE, , eo 
w Co., Inc Riel ; ea ca cante ae 
1 Rubber Co = BUCKETS, ELEVATOR 
& Co BENCH LEGS The Webster Mfz. Co. 
: T i) «lute ict e & “ound? ‘o 5 
Dressing Mfg. Co.. hh The Hill Clutch Machine & Foundry ¢ BUFFERS, ELECTRIC 
l rd Bros Mfg. Co Inc = . 5 
ren ¢ Black & Decke ny fg. Co. 
yr Corporation BITS. TOOL HOLDER Hisey-Wolf Machine Co 
& Textile Belting ¢ Simonds Saw & Steel Co Marathon Electrie Mfg. Co 
FASTENERS rhe Vineent Steel Process Co Stow Mf 50.,. Inc 
I Ry ] a. H. Will s & ( mM. Ay Co 
te t tlectrical Tool Co 
Clipper Belt Lives pany BLOCKS. CHAIN ee : — 
Crescent Belt Fastener Co rhe (hiskala-laeere Wie: oo. BURNERS, GASOLINE AND KEROSENE 
Flexible Steel Lacing Co. the Dickern:an Hoist Mfg. Co ‘ayton & Lambert Mfg. Co. 
BELT LACINGS, LEATHER Ford ¢) n Block Co BUSHINGS, BRONZE 
Chicago Rawhide Mfg. Co Wright Mfg ’ Bunting Brass & Bronze Co 
‘Cocheco’ I. B. Williams & Sons The Yale & Towne Mfg. Co Arthur Harris & Co. 
dw. R. Ladew Co., Ine. BLOCKS, PILLOW © ANS. OILY WASTE 
Geo. Rahmann & Co 1 Foundry & Machine Co Geo. W. Diener Mfg. Co 
Cha A. Schieren Co 1 afting Co 


, ACINGS, METALLIC CANS, oan ETY, GASOLINE 

















Cory on E Geo. W. Diener Mfg. Co. 
acer Company hit undryv Co CAR-MOVERS 
tener Co iv ‘ py vite 
< ‘ - ‘4 \dvance Car Mover Co 
cari = Co : : Appleton Car Mover Co. 
ae vd . 7 Rowell Manufacturing Co 
TK CARTS 
BELT SHIFTERS BLOCKS, TACKLE ienaeniwceminera nee pine 
Fa NOSE State es xen ws les Rom ah The Fairbanks Company 
BELT TIGHTENERS BLOWERS, FORGE Nolade Wiheelbasrow Co 
Dodge Manufacturing Corporation Champion TB r & Forge Co CASING. WELI 
lhe Hill Cluteh Machine & Foundry Co Kleetrie B ompany Saito an eran 
The Medart Company BLOWERS, GAS AND OIL COMBUSTION CASTERS, TRUCK 
r. B. Wood Sons Co. Eleetrie Blower Company wee Foundry & Machin« rf 
BELTING, BALATA Leiman Bros te aati Retin aches eG T ia 
Victor Balata & Textile Belting Co BLOWERS. PORTABLE, ELECTRIC Cc ASTINGS, BRONZE 
BELTING, CANVAS STITCHED ep thed Mate RL + 0: Arthue. Earnie Co 
The Mechanical Rubber Co The United tates ‘lectrieca 00 oO TohnaoN) Beorae Co. 
Victor Balata & Textile Belting Co BLOWERS, SANDBLAST ‘ASTINGS, (GRAY \ND MAS. LE ABLE 
BELTING, CONVEYOR Leiman Bros vis Hill Clutch Machine & indry Co 
Boston Woven Hose & Rubber Co BOILER TUBES Illinois Malleable Iron Co 
The Cincinnati Rubber Mfg. Co National Tube Company CASTINGS, SEMI- STEEL 
‘he iamone Lubbe ‘O:, c 5 pa , ae. : : . , : 
i = & aah tennis Ca BOILERS, TUBULAR AND WATER TUBE Bond Foundry & Machine ae 
The Mechanical Rubber Co Henry Vogt Machine Co. Cc JATALOGS, SUPPLY HOUSE 
The Republic Rubber Co BOLT ENDS Cuneo Catalog ervice Co 
Russell Mfg. Co Che Superior Screw & Bolt Mfg. Co R. R. Donnelley & Sons Co 
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COILS AND BENDS, 
\ r Hat Co 


CONTROLLERS, 
CONVEYORS 
t M 


CONVEYING 
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CEMENT, LEATHER BELT 
< cag Rawhide M Co 
ce s & son 
( is 
i] s ( 
CEM NT. =— JOINT 
Tose Dix« Crucib 
CEMENT, PULLEY COVERING 
CH om, WELDED 
I (or bus MeWlirnnon Chain Co 
Ss. ¢ i hain ‘ompan 
CHAINS, TIRE 
( s McKinnon Chain Co 
CHARGING SETS, BATTERY 
M hon Electric Mfg. Co 
CHUCKS, DRILL 
I ter: ibe & Tool Co 
( t P tt Ce pany 
J bs Mfg. ¢ 
Mors Twist D Mac ‘ 
Stance I 1 Co 
S 1 ( 1¢ Company 
. HU¢ KS, LATHE 
‘ Y e 1 or 
Ss t ( < Company 
( ae ( ‘KS, wEARER 
CLAMPS, BELT 
me 3 W 1 Sons 
cL ae ~~ 
ne I s 
VI Mfg. Co 
I. H. Willia & Co. 
er PIPE REPAIR 
M. B. Skinner C 
CLEANERS, FLUE 
N Bru ( 
( LOSETS, FROST PROOF 
J Vogel Cy 
CLUTCHES, FRICTION 
I 1F nd & Mae ne Co, 
( » Pulle & S ng ¢ 
Tr Manut rir ( poratior 
dg r M r ( 
H Clute M I ‘ 
I M Comy 
Tl Mie VM ‘ 
ps R I P ( 
. 3 si Sor 
B. W Sor ‘ 
COCKS, ATR AND DRAIN 
VW Pov 
D Vi \ ¢ 
COCKS, BALL 
D Lubr r ¢ 
( B ss ¢ 
Mu yr iy 
COCKS, CORPORATION 
( I Mf: ( 
V Powe Ce 
coc ‘KS, C YL INDER 
Br Comy 
Cor Ks, GAGE 
1 7 C 
| T 
) ) oO B ( 
\"\ ) { ) 
D V \ ( 
COCKS, STEAM AND SERVICE 
P > 
tT) Val ‘ 
COCKS, STOP 


COPPER AND BRASS 


COLLARS, SHAFT 
& M ne 


I & S tine ¢ 
Clu M '& Four ‘ 
‘our M ( 
COLUMNS, WATER 
COMPOUND, PIPE JOINT 


BOILER PRESSURE 


BUCKET, SPIRAL, ETC. 


SYSTEMS, OVERHEAD 

Mf Co 
COPPERSMITHS 

COPPERS 


COUNTERBORES 
Twist Dr Co 


SOLDERING 


M e 
COUNTERSHAFTS 


COUNTERSHAFTS, SMALL 
Birkle Machine Works 
Goodell-Pratt Company 
A. Strand & Co. 

COUPLINGS, SHAFT 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co 
rhe Medart Company 


Royersford Foundry & Machine Co. 
Spiro—Bond Foundry & Machine Co 
rr. B. Wood Sons Co. 


COUPLINGS, SHAFT, FLEXIBLE 





; Machine Works 
Bon Foundry & Machine Co 
The Hill Cluteh Machine & Foundry Ce 
rhe Medart Con pany 
r. RB. Wood Sons € 








COUPL INGS, SHAFT, FRICTION CUT-OFF 


Dodge Mts. 
kdgemon 1e 
Foundry Co 





Moore 





B Weed’ 
COUFLINGS, SHAFT, 
Bond Foundry &« 


COVERING, 
Chicago Pulley & 


Sons 
MARINE 
Co 


PULLEY 


Shafting Co 


hi 
i€ Int 





CRANES, HAND POWER 
I ( she -Moore Mfg. Co 
rhe Dickerman Hoist Mfg. Co. 


CRANES, OVERHEAD, TRAVELING 
AN IB 


IJ 
rt ( sholm-Moore Mfg. Co. 
The Dickerman Hoist Mfg. Co 
Richards-Wilecox Mfg. Co 
r Yale & Towr Mfg. Co 


CRANES, PORTABLE 














I rds-Wilcox Mfg. Co. 
CRAYONS, LUMBER 
Joseph Dixon Crucible Co 
CUPS, LEATHER 

C} igo Rawhide Mfg. Co 

The Watson-Stillman Co. 

CUPS, OIL AND GREASE 
American Injector Co 
etroit ‘ ri or Ce 
rer i s ompany 

Hunter 1 Steel Co 

Penbert ctor Co 

The W owell Co 

D. T. Wil Valve ¢ 

7 nar ee BELT 
‘ pper Bel icer Company 
( a = TERS, EME RY WHE “9 I. DRESSER 
l ncent Ste -rocess 
ea GLASS 
\ n Saw fz. Co 
( P t ¢ pany 
CUTTERS, MILLING 

‘ 7 [Twist Drill Co 


Morse Twist Drill & Machine Co 





The Standart Tool Co 
Whit in Barnes-Detroit Corporation 
CUTEERS. PIPE 
Ar strong Br Tool Co. 
treenfleld sas & Die Corporation 
Hol Mfg. Co 
I Os r Mfe. Co 
] Pipe Threading Machine Co 
DIES, ag ADING 
\r st Bros ool 
But - Co 
Morss Drill & Machine Co 
[ oO f Co 
1 iding Machine (<r 
DIPPERS, COPPER 
\ rY & Co. 
DISCS, VALVE 
Der 






DOGS, LATHE 
tro 5 Co 





l. H. Willia & Co, 


DRESSERS, GRINDING WHEEI 
linavian Westerr ; I 














SCAT Importing Co td. 
Phe Standard Tool Co 
Vir St Process Co 
soya oe POSTS 
ror Co 
ag ILLS, BRE AST AND HAND 
( d Company 
DRILLS, a 
rhe Black & Decker Mfg. Co 
( ll-Pratt Company 
H vy-Wolf Machine Cc 
st M if turing Co., Tne 
ndard 1 etriec Tool Co 
4. S 1& Co 
e | States J il I ‘ 
DRILLS, POST 
‘ I Blower & e Ce 
‘ nt ne ri I ( 
i] l Stat Electrical Tool Co 
DRILLS, RATCHET 
trong sros ‘ool Co 
Coodell-Pratt Company 


DRILLS, TWIST 


Cleveland Twist Drill Co 


Morse Twist Drill & Machine (re 
rhe Stance ad Tool €o 
\\ t ur rnes-Detroit Corporation 





DRIVES, POWER 
Mfg. Co. 


The Toledo Pipe Thre Machine Co 


1ding 


please Mit 


SUPPLII 
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DRUMS, CAST IKON 


rl Hill Cluteh Foundry & Machine Co. 
the Medart Company 
lr. B. Wood Sons Co. 
EJECTORS 
American Injector Co. 
Nason Manufacturing Co. (acid) 
Penberthy Injector Co 
ELECTRIC LAMPS, ADJUSTABLE 
Appleton Electric Company, ‘“Reelite 
ELEVATING MACHINERY 
rhe Webster Mfg. Co. 
BISMENATORS. —. 
M} D. T. Williams Valve C 
ENGINE AND BOILER. FITTINGS 
\merican Injector Co 
General Brass Co, 
The Wm. Powell Co 
D. T. Williams Valve Co 
EXPELLERS, OIL AND MOISTURE 
The V. D. Anderson Co 
EXTINGUISHERS, FIRE 
Geo. W. Diener Mfg. Co. 
FANS, VENTILATING, ELECTRIC 
Klectriec Blower Company 
Marathon Electric Mfg. Co 
FASTENERS, BELT 
The Bristol Company 
Clipper Belt Lacer Company 
Crescent Belt Fastener Co, 
Flexible Steel Lacing Co 
FAUCETS, BRASS 
Grabler Mfg. Co. 


FEED WATER SOFTENER AND PURIFIER 


Dodge Manufacturing Corporation 
The Swartwout Company 
FEEDER VALVES, STEAM HEATING 

BOILER 

Nuson Manufacturing Co. 
FILES 

American Swiss File & Tool Co 

Delta File Works 


Scandinavian We 


stern Importing Co 











s onds Saw & Steel Co 
et es DOORS AND HARDWARE 
R ilcox Mfg. Co. 
behets EXTINGUISHERS 
G W. Diener Mfg. Co 
FIRE PR cr laa EQUIPMENT 
( . W. D Mf Co 
TINGS, CHAIN 
S. G. Taylor Chain Company 
~~ icgataaa DRAINAGE 
G bler Mfg. 
FITTINGS, HIGH PRESSURE 
Henry Vogt Machine Co. 
FITTINGS, HOSE, BRASS 
Boston Woven Hose & Rubber Co 
F yr HYDRAULIC 
Henry Vogt Machine Co 
FIT TINGS, PIPE BRASS 
Ceneral Brass Company 
Grabler Mfg. Co. 
FITTINGS, PIPE, CAST TRON 
Grabler Mfg. Co 
Bigg Seager ny PIPE, MALLEABLE 





Hien 


Math bl Iron Co 
yrtl Con pany 
FITTINGS, PIPE, STEEL 
Bonney Forge & Tool Works 
ry Vogt Machine Co. 
FLEXIBLE SHAFT EQUIPMENT 


Stow Manufacturing Co., Ine. 
N A. Strand & Co 
FLOATS, ALI <p M, LEAD COATED 
AN STEEI 
Arthur Harris & on 
FLOATS, COPPER 
r V. TD. Anderson Co 
\r ur Harris & Co. 
F LOOR STANDS 
! & Machine Co 





eturing 
Foundry & 
Con ipany 
Foundry & 


Sons Co. 


FLUX, SOLDERING 


Corporation 


Machine €%« 


dart 
versford 


Vood 


Machine Co 








cl go Solder Co, 
FLY WHEELS 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co 
The Medart Company 
Reeves Pulley Co 
T. TB. Wood Sons Co. 
FORGES, BLACKSMITH 
hampion Blower & Forge Co. 
FORGES, RIVET 
Champion Blower & Forge Co 
FRAMES, HACK SAW 
Coodell-Pratt Company 


Bor 


rhe 
The 


Rovers 


nonds Saw 


& Steel Co 

FRAMES, WALL 
Wi Foundry & Machine Co 
lige Manufacturing Corporation 
Hill Cluteh Machine & Foundry Co 
Medart Company 
ford Foundry & 
I. Wood Sons Co. 


FURNACES, 


Strong, ¢ 


Machine Co 


INDUSTRIAL 


arlisle & Hammond Co 











March, 1928 129 





BARNES 


HIGH SPEED STEEL HACK SAW BLADES 


“VB” 


Victor Balata 


Belt f ) 


Ampere 
CANVAS STITCHED 
BELTING 


Sold Extensively by 
Mill Supply Houses 





MANUFACTURED BY 
Ask for Prices 


W. 0. BARNES CO., INC. Victor Balata & Textile Belting Co. 
1297 Terminal Ave., DETROIT, MICH. Main Sales Office, 38 Murray St., New York 











Chicago Warehouse: 345 W. Austin Ave. Factories: Easton, Pa. 


Cl 2,1 MOTOR PULLEYS 
see ware SSC tee 0 ge 


our large stock of Paper and Iron 
Motor Pulleys, Flexible Motor 
Couplings and Adjustable Motor 
Rails. Let us fill your motor 























requirements. 
=.-~ 2 Jaw Lathe vein Cay ai ] 
Cushman Chuck Coed ‘BiaxrePiacsineWorks _ 
HARTFORD, CONN. WENEW TRI-PLEX CHUCK 08 tt. Ween tove., Chiemme 

















The standard sheet packing — Ebonite \4 4 
Leg ag of Ebonite Sheet WHEELB ROWS 


has been well estab- 
lishe d by Its long a sige On pipe Bull Frog wheelbarrows handle maximum loads with 
lines in thousands of industrial minimum labor because exclusive features of design and 
plants. construction are engineered into them. Bull Frog No. 
42, the great outstanding general purpose barrow, saves 
It is thoroughly dependable money on every job. Other Bull Frog barrows, carts, 
under high pressures and tem- and scrapers for every garden, farm, mill, mine, con- 
; peratures, and also” on_ lines tracting, and industrial use. Write for catalog. 
P 


carrying steam, hot) water, air, THE TOLEDO WHEEL- 


acids and ammonia. 
BARROW COMPANY 
Quaker City Rubber Co. Toledo, Ohio 


Mfrs. of Daniel's P. P. P. Rod Packing 





Branch Office and Warehouse 


69 E. Wacker Drive, Chicago y 





Wissinoming, Philadelphia 
Branches: New York. Chicago, Pittsburgh, San Francisco 














ragemont 
—<J Friction Clutches 


; | ‘dE Edgemont Type ‘‘B”’ Clutch has won an enviable position 
in light and medium counter-shaft and line-shaft service. This 
shows a fertile field for jobbers, everywhere, that can be worked 





with good profit. “*H” has « ssary 

wee er nie eee ceaeen g P oft. Our catalog H”’ has all the data necessary to 
ALSO MADE IN CUT-OFF CLUTCH order the right clutch. It's easy to order from it. Sent on request. 
COUPLINGS AND CLUTCH PULLEYS : 


THE EDGEMONT MACHINE CO. °cuic™’ 


OHIO 
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FURNACES, 
iyton «A ambert 
‘ » W D ner Mfg 
~f dina, Wester? 
Y Mfg. C 
GAGES, TRON, 
Nusor 1 ng 
GAGE 
( Brass Compal 





\) ! 
De Lu 
Ce B 
Ma 
Penberthy 
I W 
I D. I 
GASKETS 
Kc iY Rubb Works 
, ( t ti Rubb Mfz. ¢ 
] I 
GEARS 
Bor Foundry & Machir ‘ 
( go Raw e Mfg. ¢ 
I ge M 1 t ng por ' 
Hill ¢ t M A ( 
M €2 par 
GENERATORS, ACETYLENE 
peria Br Mfg. Co 
GLASSES, GAGE 
nkins T Moncrieff 
Libb Glass Mfg. Co. 
GLUE ROOM EQUIPMENT 
s. EF. Frar s Co. 
GOVERNORS, PUMP SPEED 
K & Mu ‘ Inc 
Mason Reg ( 
< ( 1 ma 
GRAPHITE FOR ALL PURPOSES 
t Dixon C cible €o. 
GRE ASE, amet BRICATING 
I r cs “Bondel 
Tosep Dixon Cruc oe Co 
Royersf Found & Mac ne Co 
GRINDERS, BELT, ROPE AND MOTOR 
eave 4 
Stow M g 
7 INDE RS. “rg thy iH AND FLOOR 
Bor ry 
‘ rs. i \ \ ~ z > 
( P Comy 
H \ ir 
Tut ( Mfg. C 
M ( fe. ¢ 
R 1 Fo M ‘ 
Ss 1 Ele I 1 ¢ 
[ 1 Stat I r ‘I ( 
GRINDERS, DIS( 
Lt ent Machine Co 
GRINDERS, ELECTRIC 
B & Der r Mfg. Co 
H Wi M t ( 
I rG der Mfg. ¢ 
M nkE ! Mfg. ¢ 
Standar E Tool ¢ 
St M f ng ( Ir 
: is Da To Co 
GRINDERS, RATLROAD 
( r r Mfg ( 
GRINDERS, TOOL, HAND 
Grinder Mfg. Co 
GRINDERS, VALVE 
RB 4 Dee rc 
‘a e 
te Srat Ele ( Te Co 
eee 
| W Ox ig Co 
GUAR — “ELEC TRIC LAMP 
St neg Co 
Gl ALKDs, ce ABLE, HIGHWAY 
e Rope Ce 
Gl NS, OIL AND GREASE 
PR F ndr & Ma r Co 
i f I & M r Co 
HANGERS, BALL BEARING 
( cago Pu & S fting Ce 
SK I lustr I 
B. \ ( 
HANGERS, DOOR 
M & Br Co 
Vi x Mfg. ¢ 
HANGERS, PIPE 
M i i ( 
HANGERS, SHAFT 
Pulley Compar 
I I i M I ( 
( go PVP nz t'o 
| ge Mar 1 ( pora r 
H Clu M I Fe 
Ik I M e ( 
c 














HEATERS, 
Harris & C 








HEADS, 


SOL ~ RING 
Mf ( 


AMMONTA AND CHEMICAI 


S, OIL 





EXHAUST 


FEED WATER 
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HEATE Ks, GLUE, 
Chas. KE. Francis Co. 
Nason M: inufacturing Co 
HOISTS, CHAIN 
Moore Mfg. Co. 
Mfg. Co 


STEAM AND GAS 


rhe Chisholm 
rhe Dickerman Hoist 
Ford Chain Block Co. 





Richards-Wileox Mfg. Co 

Writ Mfg. Co 

rhe le & Towne Mfg. Co 

HOISTS, ELECTRIC 

the Chisholm-Moore Mfg. Co. 

E Yale & Towne Mfg. Co. 
HOISTS. HAND 

r} ( sholm-Moore Mfg. Co. 


rhe Dickerman Hoist Mfg. Co 

zht Manufacturing Company 
Towne Mfg. Co. 
HOL = RS, BAG 
rhe Webster Mfg. Co. 

weene is, TOOL 

Armstrong Tool Co 
1. H. Williams & Co. 





Tale & 














HOOKS, BELT 
Che Bristol r 
I lexibl St Co 
) are E 
i nt Seca , C 
HOOKS, HOIST 
J H. Williams & Co 
HORSES Ss, MASONS’ 
Patent Seaffolding ¢ 
HOSE, COTTON 
Boston Woven Hose & Rubber Co 
I Diamond Rubber Co., Ine 
rl B. F. Goodrich R — Co 
! Mechanical Rubbe Co. 
HOSE, RUBBER 
Roston Woven Hose & Rubber Co 


Che Cincinnati Rubber Mfg. Co 
The D ond Rubber Co., Ine 
rhe B. F. Goodrich Rubber Co 
rt young il Rubber Co, 

I itv Rubber Co. 

sublic Rubber Co 





HYDRAULIC LEATHER 
Chicago Rawhide Mfg. Co 
Chas. A. Schieren Co. 


IN: A a TORS 


American Injector 


Penbertt Injector Co 

Wr Pow 1 Co 

IRONS, BRANDING 
nt Pel rmiclindg Co 
JOINTERS, WOODWORKING 

The Crescent Machine Co. 
Ir. D. Wallace & Co. 

JOINTS, EXPANSION, COPPER 


Arthur Harris & Co. 
KETTLES, _ AM JACKETED 











Arthur Harris & 
KNIVES, MACHINE 
S nds Saw & St Co 
Re RLS 
\ rican S . & Tool Co 
apalecticd BELT 
( pper Belt Lacer Co 
SAFETY 
D ons ty at Co 
Pa nt Scaffolding 
LADDERS, STEP 
I nt Scaffolding Co, 
L es ES, MELTING 


ds Mfg 
Mfg ‘Co. 
LAMP GUARDS 
Fiexible Steel Lacing Co 
LAMPS, ELECTRIC, 
Appleton Electric Con 
aes pong 





ANSUSTABLE 
ipany, ‘“‘Reeli 
LABORATORY, ELEC TRIC 
ctriec Mfg. ‘o 
‘ saieais Ss, ene 
llace & € 
LEATHER SPECIALTIES 
Chicago Rawhide Mfg. Co. 
Geo. Rahmann & Co 
L E ATHE RS, 
Chicago Rawt Mfg. Co. 
Loc KS, INDUSTRIAL 
rhe Yale & Towne Mfg. Co 
BRICANTS, >-~ & ROLLER BEARING 
md Foundry achine Co. 
-saeeed ford fd iry & Machine Co 


LUBRICATORS 








kh WwW 


HAND 


\! jector Co, 
Detroit Lubricator Co 


olis, Minn 





M AC WHINE, TOOL Ss 


The Crescent Machine Co. 





R rsford Foundry & Machine Co 
MAC cage CLUTCHES 

( cago Pulle & Shafting Co. 

Dodge Ma ail celvaaiiians Corporation 

Edgemont Machine Co., Ine 

The Hill Cluteh Machine & Foundry Co 





Mirk Suppii 


The United States Electrical 


MACHINERY, COAL HANDLING 
Iyulge Manufacturing Corporation 
rhe Webster Mfg. Co. 

MAC HINERY. CONVEYING 

JEVATING 
Drocl gre Wenuiuetumar Corporation 
The Hill Clutch Machine & Foundry Co 
The Webster Mfg. Co. 
MACHINES, GRINDING 


AND 


AND POLISHING 


Bond Foundry & Machine Co 
Royersford Foundry & Machine Co. 
Stow Mfg. Co., Ine. 

N \. Strand & Co. 


Tool Co, 


MACHINE HACK SAW 





\rmstrong-Blum Mfg. Co. 
MACHINERY, ICE AND REFRIGERATION 
Henry Vogt Machine Co, 


MACHINES, PIPE CUTTING 
THREADING 
Mfg. Co 
Threading Machine Co, 
MACHINES, PUNCHING AND SHEARING 
Royersford Foundry & Machine Co 
MACHINES, TIRE ROUGHING 
rhe United States Electrical Tool Co 
MACHINERY, weewrenaIne 
The Crescent Machine Co 
J. D. Wallace & Co. 
MALLETS AND HAMMERs, 
Chicago Rawhide Mfg. Co 
MANDRELS 
Twist Drill & Machine Co 
MATS AND MATTING, RUBBER 


AND 


The Oster 
Toledo Pips 


RAWHIDE 


Morse 





Boston Woven Hose & Rubber Co. 
rhe Diamond Rubber Co., Ine 
rhe B. FB. Goodrich Rubber Co 
rhe Mechanical Rubber Co. 

En RC HANDISE CONVEYORS 
I’. Ik. Myers & Bro. Co. 


METAL, 
\rgus Smelting Co. 
Bunting Brass & Bronze Co 
Division Smelting & Refining Co 
Dox Manufacturing Corporation 


BEARING 








Frictionless Metal Company 
Arthur Harris & Co. 
Hloyt Metal Comp any 


Johnson Bronze Co. 
The Medart Company 
Monarch Metal Co, 


Reeves Pulley Co, 
Rowell Mfg Cc oO. 
MILE LEATHERS, ALL KINDS 


Philadelphia 
awhide Mfg. Co 
hi \. Schieren Co 
I. B. Willian & Sons 
MONORAIL. Banal HES AND 
TURNTABLES 
COX Ly Co 
Towne Mfg. Co, 
MORTISERS 
Machine Co. 
MOTORS, ELECTRIC 
Klectrie Mfg. Co 
MOVERS, CAR 
Mover Co, 
Mover Co, 
Manufacturing Co 


MULE STANDS 


Chas. Bond Co., 
The Chicago R 








Richards-Wil 
rhe Yale & 


‘he Crescent 
Marathon 
\dvance ¢ 


\ppleton Car 
Rowell 





ond Foundry & Machine Co. 
Dodg Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co 
rh Medart Company 
r. B. Wood Sons Co 
NUT SETTERS 
The United State Mleetrical Tool Co 





NUTS, M ACHINE SCREW 
The Cleveland Cap Screw Co 
alin Wrought Products Co. 
Kkeonomy Screw Corporation 
OIL he ~ L ACCESSORIES 
I 1 Powe ] ‘o 
OILING DEVICES 


American Injector Co 
Lubricator Co. 
The Wm. Powell Co. 
The William Valve Co 


PACKING, AMMONIA 


Belmont Packing & Rubber Co 
Bos ton Woven Hose & Rubber Co 





Diamond Rubber Co., Ine 
General Asbestos & Rubber Co 
Linear Packing & Mfg. Co., Inc 
The Mechanical Rubber Co 
Quaker City Rubber Co. 

The Republic Rubber Co, 


= ACKING, HYDRAULIC 





Bel eking & Rubber Co 
Chicago Ba ide Mfg. Co 
The Diamond Rubber Co., Ine 


General Asbestos & Rubber Co. 
linear Packing & Mfg. Co., Ine 
The Mechanical Rubber Co 
Quaker City Rubber Co. 
Chas. A. Schieren Co 
1. Bb. Williams & Sons 
PACKING, PISTON 
selmont Packing & Rubber Co 
rhe Diamond Rubber Co., Ine 
Ceneral Asbestos & Rubber Co. 
The B. EF. Goodrich Rubber Co 
Packing & Mfg. Co., Ine 
rhe Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 


anaes ceamnaney neon nanan 














re 


ALTA 


| ELECTRIC HAND SAWS 







Patented Safety Features—Nationally Advertised 


STRENGTH 
plus 
ACCESSIBILITY 


aint anne inno ee pipe wrench 


icin am WAPPAT GEAR WORKS 
THE LAWSON MFG. CO., STA. C, CLEVELAND, OHIO 7524 MEADE STREET PITTSBURGH, PA. 


Thoroughly Dependable—No Service Worry 
We Co-operate with the Jobber—Adequate Margin 


The HOLLANDS Line ‘deal 


will increase your 





vise sales 


HOISTS - TROLLEYS 
Send for | CRANES 


Catalog and 


aa _ Sold Through Jobbers Only 


HOLLAN DS MFG. CO. THE DIcKERMAN Hoist Mr6.(o. 
ERIE, PA. CLEVELAND, OHIO 


vsn 
“Vd 3183 
SONY T10H 





“DIVCcO” ‘iin - | Schultz Friction Clutches ; 





Babbitts and Solders |= 3% Years of Clutch Specialization 
as o CN NI¢ ee for xtra- DIN t:ENERAL SERVICII AND : 

y high speed and heavy pre ure ANTI FR 1 “TION BABBIT 1 
"Iveco" cee fi ctseesrtassnance tough IVCO MILI BEARIN( BAB 

cade 5 1 I 
eel 8) pba ae oe cea a fc sr 

. vd up to Also Standard No. 1, 2, 3 and 4 Babbitt 

7 » oa sahals 

Also Ma turer of Solder according to your specific itions in Bar, Ingot 
Cappi Meter, Pig, Triangular and Wire 


1 trial « order will convince you as to the high quality 
of “DIVCO” Products. Let us hear from you. 





Send for Catalog \ 


Ry eae oe A. L. SCHULTZ & SON 
asistencia as | See See Sree Chicago, Iilinois _ 





Stock and Sell 
Engineer’s Favorite 
Flue Cleaners 


Including both single end and double 
end scrapers, and combination brush 
and scraper types. 


Mine and Mill Supply Houses— | 


Increase Your Sales Through F oster 


“Special Resale Prices’’ 


New Rails .*. Relaying Rails 


New Track Accessories aia is ” 
‘ ond or ao 7 a 
. . . o} ue eaners, "7 rushes, c. 
Imm ediate Shipment—Quality Guaranteed aan 

Send us your inquiry for quotations e 


“4 Sam: or - 1000" ‘ 





Newark Brush & Scraper Co. 
264 and 266 Fabyan PI. Newark, N. J. 







Main Offices: [0% ce 


Pittsburgh, Pa. f ‘LB FOSTERCO-| 


154 Nassau St. 
New York Cit 
ee ae PITTSBURGHDPA ~NEW YORK CITY 


Illinois 
Merchants 
Bank Bldg. 
Chicago, Il. 











When writing to Advertisers please mention Mitt Suppiies 

























































































































AT 





PACKING 


t icking 
Woven H 
nnati R 








SHEET 
& Rubber Co 
ose & Rubber Co 


ubber Mfg. Co. 





I 
I 
. _ KING, VALVE STEM 
I mnt king & Rubber Co 
I Cincir Mfg. Co. 
l Diarme t r Co It 
( I \ oO tubber Co 
B. F ult tubber Co 
Lit r Pack z Co In 
Mechanical ‘ 
er City Rubb ‘o 
Republic Ri abe Cc 
PADLOC KS 
Y & Towne Mfg. C 
Pr AINTS, INDUSTRIAL 
loser lixon Crucible 
I Re ¢ pany 
Praga | STE EL 
P i Bre Mfg ‘ 
PANS, V AC t UM 
ir Harris & Co 
P AST E, SOLDERING 
Ss Co 
P EGS on PINS, BELT LACING 
( i \ Mfg. ¢ 
( Be I Co 
l ik S I ng ¢ 
Wes n Rawhit & Belting Co 
PIPE THREADING TOOLS 
rong RB Tr Co 
Os Mfg. C 
Pir Thr ling M hine ¢ 
oon E, STEEL 
PL ANEES, _ WOODWORKING 
. D. W i & ¢ Co. 
PLATES, FLOOR & CEILING 
( 1 r Co 
PLIERS 
I I Forge & Tool Wor 
P Company 
PLUGS, BRASS AND FUSIBLE 
D \ He Vv. lve ¢ 
Vi rs Co 
POWER TRANSMISSION APPLIANCES 
\ , n Pulle Compat 
Rond Four Mac ( 
‘ zo Pu Ss ( 
Dodge Mar 1 r ¢ 
nt M ! e | 
Hill C M I & | ( 
M rt Comfy 
M & V ( 
. f Four n M ( 
\ I ilt & S 
SK 1s ¢ Ir 
é té Mi gz. 
. VN C ( 
PRESSES, Fagg ag 
PR ESSES, DRILL ae FOOT 
i J & h ti I Co 
Pr RIMING ( - PS 
I) Lubr ( 
Br s ¢ 
PROTECTORS, ELECTRIC LAMP 
PULLEYS, BALL BEARING 
‘ 2 P Ss f g ¢ 
BR. . Sins Cc 
PULLEYS, CAST TRON 
oy (+ . ri 
) M ng ¢ r 
H ( M ! I 
Me rt ¢ 
R I ir M ( 
a: ae 1 Sor 
PULLEYS, CONVEYOR 
eM r g Cc I 
H ( it M , I 
M ( 
. ) VW Ir 
I i Sor Co 
PULLEYS, FLANGE 
nw» 2 Compar 
“H ut M I 
M ( par 
Ohie P r 
P ( 
Sor r 
PULLEYS, FRICTION CLUTCH 
| r & M oe} r 4 
H ‘ M | 
Me 


Dodge 


The 


Medart 


PULLEYS, 


Foundry 


IRON CENTER 
Manufacturing Corporation 
Company 


Inc 


Tne 


The Ohio Valley Pulley Works 
Reeves Pulley Co 
T. B. Wood Sons C« 

PULL EYS, LOOSE 
American Pulley Company 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch — & 
lhe Medart Compa 
The Ohio Valley P ~* vy Works 
Reeves Pulley Co. 












































F Industries Incorporated 
T. B. Woods Sons Co 
PULLEYS, MOTOR 
American Pulley Company 
yi Machine Works 
odge Manufacturing Corporation 
The Hill Cluteh Machine ¢ Foundry 
The Medart Company 
The Ohio Valley Pulley Works, In¢ 
R Pulley Co. 
Sy colite Corporation 
r. B. Wood Sons Co 
PULL pi PAPER 
Birkle Machine orks 
Tl Ohio Valley Pulles Works, Ine 
PULLEYS, ROL ~ = R BEARING 
e Manufacturing rporation 
r lart Compan 
Skay Bearing Co. 
PULLEYS, STEEL 
rican Puiley Con iny 
Manufacturing Corporation 
PULLEYS, STEEL RIM 
Medart Company 
PULLEYS, STEP AND TAPER CONE 
Dodge Manufactu Corporation 
I Hill Clutch & Foundry 
rt Medart Comp: 
rl Ohio Valley Works, Ir 
Reeves Pulley Co 
Saginaw Mfg. Co 
Tr. B. Wood Sons ¢ 
y 't LLEYs, WOOD 
( go Pulls & Shafting Co 
Dodge Manufacturing Corporation 
I Medart Company 
I Ohio Valley Pu Works. Ir 
R s Pul v Co 
Sp te Corporation (Compressed 
"2 _ JACKS 
c Pumps 
e M r & " ro. €¢ 
Re rn. & D Cory or 
PUMPS, AIR 
PUMPS, CENTRIFUGAL 
Could Pump Ine 
( » D. Rope Corp 
P rd MPs, DIAPHRAGM 
fou Pu Ine 
r UMPS, ELECTRIC 
‘ 1 I ) ne 
F. E. Mvers & Rro. Co 
i: D. Ro Corp 
PUMPS, GAS AND VACUUM 
I Y ir 
HAND AND POWER 
F. BE. Bro. Co 
Roper Corporation 
Pt MPS, JET 
\ Injector ¢ 
Roy ( D.. Corporation 
PUMPS, MINE 
Cou P p Tne 
Fr. E. M s & Bro. Co 
Roary G 1) Corporatior 
PUMPS, OIL 
Detroit Tuubr tor Co 
Coulds Pump Ine 
i, n Bre 
Ge D. R r Cory 
PUMPS, ROTARY 
ae P I Tne 
Re Cee I> Corpo or 
.: { MPS, St MP AUTOMATIC 
(¢ ] imp Ine 
° P hy Injector Co 
Roper, ¢ D.. Corporatior 
PUMPS, TANK 
Goulds P I Tne 
F. FE. Myers & Bro. Co 
R r ( oO ID Corpor 
Rs Z ye HES AND. DIES 
Re Y ‘ indry & Machine Co 
P . NC HES. METAL, LEVER 
W Whitney Mfg. Co 
RAILS, STFEL 
I I F< r Co 
RASPS 
i File Worl 
> nd in Western Importing ¢ 
RATCHETS 
\ Pre Tool Co 
RE \MERS 
( ind 7 Prill Co 
RB f -_ 
M I Mi n ‘ 
| Stamne 
\\ iY it 
ELECTRIC 
Is Co, 
REDUCERS, SPEED 
I H Clutch, Machine & Found: 
*. ELECTRIC LAMP 
pleton Company “‘Reelite 


The 
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REGUL ATORS, ENGINE BLOWING 

Mason Regulator Co 

REGULATORS, BOILER FEED LINE 
Mason Regulator Co 

REGULATORS, DAMPER HYDRAULIC 
Mason Regulator Co. 
REGULATORS, 
Regulator Co 
Strong, Carlisle & 
“Strong” 


PRESSURE 
Mason 
Hammond Co 


REGULATORS, STEAM FAN 

Mason Regulator Co 
RESEATERS, BIBB 

Ajax Mfg. Co. 
M. B&B. Skinne 

RESE TING TOOLS, VALVE 
rhe Black & Decker Mfg. Co 
M 3. Skinner Co 

RIVETS 

Russell. Burdsall & Ward Bolt & Nut Co 


ROLLS, COMPRESSED SPRUCE 
Sprucolite Corporation 
ROPE DRIVES 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co 


rhe Medart Company 
<<. a Woods Sons Co 

ROPE, WIRE 
\merican Cable Company, Ine. 
Williamsport Wire Rope Co 

RUBBER GOODs, ae i. ANICAL 

The Cincinnati Rubber Mfg ‘o. 
The Diamond ge ae co, ae 
Eikhart R ubbe Works 
rh BB " Gack ch Rubber Co 
Jenkins Bro 
rt Mechanic il Rubber Co 
Quaker City Rubber Co 


Rubber Co 


SALAMANDERS 





Ceo, W Diener Mfg. Co 
General Wheelbarrow Company 
SAND BLAST OUTFITS 
Le in Bros 
SAWS, BAND 
\rmstrong-Blum Mfg. Co. (Metal) 
American Saw & Mfg. Co. 
W. O. Barnes Co., Ine 
The Crescent Machine Co 
Ss onds Saw «& Steel Co 
I. D. Wallace & Co 
SAWS, — AR 
s onds Saw & Steel Co 
J. ID. Wallace & a 
oe COPING 
W. O. Barnes Co., Inc 
S\ws. HACK (Blades) 
\ can Saw & Mfg. Co 
\1 Blum Mfg. Co 
W es Co Inc 
Coe itt Page age 
= & Stee 1 
\ Wwe rks Ine 
SAWS, HAND, ELECTRIC 
Tr. D. Wallace & Co. 
Wappat Ge Works 
SAWS. SWING, CUT-OFF 
scent Machine Co 
s¢ AF FOLDING 
Patent Seatfolding Co. 
SCALES 
I Fairbanks Company 
SCOOPS, FLOUR AND GRAIN 
Webster Mfg. Co 


SCRAPERS 


loledo Wheelbarrow Co. 
SCRAPERS, 5 shee 
Ne rk Brush & Scrape 
s¢ RE w DRIVERS, EL Ke TRIE 
The Blac & Decker 
H Wolf Machine rs 
N. A. Strand & Co 
The United States Electrical Tool Co 


SCREWDRIVERS, HAND 


American Saw & Mfg. Co 
Goodell-Pratt Company 
= — PLATES 
utterfield & 
Morse Twist Dri & Machine Co 
a dnl CAP AND SET 

\llen Mfg. Co 
rl Bristol Company 
Cleveland Cap Screw Co 
Cleveland Wrought Products Co 
Ferry Cap & Set Screw Co. 
The Strong, Carlisle & Hammond Co, 

Mac-It" 
rhe Superior Screw & solt Mfg. Co. 
SCREWS, MACHINE, BRASS AND TRON 


Meonomy Serew Corporation 


s¢ REWS, MINING 
& 





I Strong. Carlisle: Jammond Co 
Mac-It 
SC sag ig SAFETY SET 
I Allen Mfg ‘ 
The Bristol Company 
The Strong, Carlisle & Hammond Co 
Mac-It" 
SCREWS, THUMB 
iconolny Serew Corporation 


SEPARATORS, OIL AND STEAM 
The Strong, Carlisle & Hammond Co 
rhe Swartwout 
It 


Company 
i DD. T. Williams Valve Co 
SHAFTING, FLEXIBLE 
Stov Manufacturing Co., Inc 
N \. Strand & Co 
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PORTABLE FLEXIBLE 

SHAFT MACHINES 
for Grinding—Polishing— 
Drilling -Buffing Rotary 
Filing—Screw Driving 
Nut Setting 


and hundreds of other useful 
operations. Several Sizes. 


Manufactured by 
N. A. STRAND & CO. 


Chicago M6—'s H.P. Capacity 


We —— Jobbers 


A 
WZ) 


WIZaRE = 
| "nee a. Sieh, | 





Guaranteed to contain no rosin 


WIZARD (Stick) Belt Dressing 


is sold exclusively through jobbers! 





Our system of advertising for our jobbers gets the orders. 
Sales guaranteed - Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc. 
Richmond, Va. 








SKINNER Clamps 
Stop Leaks 


SWACO Gs 


—\ 


SAFETY HOPPER CAR WRENCH 


A mill supply specialty with good sales possi- 
bilities and a 


Real Profit — 
33 1/3°% on Selling Price 


Every user of coal in carload lots is a prospec- 
tive purchaser. 
SAFETY WRENCH & APPLIANCE CO. 
Springfield, Massachusetts 





When writing 





te 


Advertise 


THE CORRECT 
Grinder ae mae 


a outfit is ide =e 
eparing metal s urfa 


zrinding 








Our specialization in the production 
£ small hy here =p motors makes our 
pri es 7h of 0 er cent balow the aver- 


will be ‘the Ture e of a athon 
Grinder and Buffer. Write for Bulle tin 


We fully co-operat 


MARATHON ELECTRIC 
MFG. CO. 
50 Island St., Wausau, Wis. 


STOW ! — 
Flexible Shafts : 


All types of flexible shaft as- 
semblies, all sizes. Flexible 
shafts for your customers’ own 
motors, with attachments. 


Jobbers are selling this equip- 
ment to their regular trade most 
advantageously. 


Write us for proposition with 
printed matter. 


Invented and Built by 


STOW MFG. CO., Inc. 
Binghamton, N. Y. 





£6.45 


ROLLER 
BEARING 
HANGERS 


lubricated with 
Rollerine are best 





and cheapest. 


Royersford Fdry. & Mch. Co. 


Royersford, Pa. 





NEW! 


The Wallace Electric Hand 
Saw made by J. D. Wallace 
& Co., specialists in porta 

ble woodworking ma- 
chinery for years. 


It’s — 


rhe Wallace Elec 
tric Hand Saw 
is listed as 
standard by 
UNDER- 
WRITERS fe 
LABORA- f 
rORITES 








f= \ 
J.D. Wallace 
& Co. 


2801 WILCOX ST. 
CHICAGO, ILL. 


ise mention Mitt SupPpLies 




























































































































































 WOOBWORKING 


MAN A AND Wine 








VES AND so¢ KE TS 
' 1 








on ANSE ae RS 











Me ig my HMENTS 








TORCHES, BLOW 
Clayton & Lambert Mfg. Co. 


Geo. W. Diener Mfg. Co 


Seandinavian Western Importing 
TORCHES, WELDING AND CUTTING 
The Imperial Brass Mfg. Co 
TRACK ACCESSORIES 


L. B. Foster Co 


TRACK SYSTEMS, OVERHEAD 
The Chisholm-Moore Mfg. Co 


Richards-Wilcox Mfg. Co. 


The Yale & Towne Mfg. Co. 
TRACTORS, INDL STRL AL 
The Yale & Towne Mfg. Co. 
TRAILE RS, INDUSTRIAL 
fale & Towne Mfg. Co 
tANSMISSION, V ARL ABLE 





rhe Moore & White Co. 
Reeves Pulley Co. 


TRAPS, AIR AND SEDIMENT 


The V. D. Anderson Co 
Kieley & Mueller, Ince. 
rhe Swartwout Company 


TRAPS, RADIATOR 


fhe Strong, Carlisle & Ham: 


Strong 


TRAPS, STEAM 


rhe . D. Anderson Co 
G M Davis Regulator Co 
Kieley & Mueller, Ine. 
Nason M: inufé a ‘turing Co 
e lisle ¢ 





rt Strong irlis & Ha 
Strong 

Eo Williams Valve Co. 

rhe Swartwout Compan 


TRAPS, VACUUM 


The Strong, Carlisle & Hat 


TRESTL ES, SAF ETY, EXTENSION 


Patent Sc affolding Co. 


TROLLEYS 


rt Chisholm-Moore Mfg. 
the Diekerman Hoist Mfg 
ord Chain Block Co 

chards-Wilcox Mfg. Co 





Fairbanks Company 
General Wheelbarrow Con 

1 I Mfg. Co Int 
- ’ 





& T 






National ube Company 


TURNBUCKLES 


Brownie Mfg. Co 


UNIONS, BRASS AND IRON 


he Fairbanks Company 
Grabler Mfg. Co 

Wlinois Malleabl Iron Co 
Walworth Company. 


VALVE LEATHERS 


Chicago Law hide Mfg Co 


VALVE-UNIONS 


Nason Manufacturing Co 


VALVES, BALANCED, 


Mason Regulator Co 


VALVES, BLOW 


Fairbanks Company 


' 
| 
l 
Walworth Company 





Walworth Company 


VALVES, COLD W 7 a 
et Bal 1 se 


or > ita & extl 


VALVES, EM ey . 


Strong, Carlisle & Hat 





VALVES, FLUSH 


| il Brass Mfg. Co 


\ AL \ Es, GATE, GLOBE 


rhe Fa irbanks Company 
Ilinoi Malleable Iron Co. 


Jen 

Ihe ! Powell Co 

TI g irlisle & Ha 
glob 





f Machine Co 
Walworth Company 
The DB. T. Willams Valve 





VALVE HYDRAULIC 
rhe Fairbanks Conipany 
fenkins Bros, 
Che Wh Powell Co. 


Henry Vogt Machine Co. 
Walworth Company 
The D. T. Williams 


ilv 
V ALVES, NON. RET KN | 


The Strong, Carlisle & Han 


VALVES, POP, SAFETY 
Detroit Jubricator Co 
The Wn Powell Co 
Walworth Cor pany 


VALVES, PRESSURE REDUCING 


|. M. Davis a Co 
Kieley & Mueller, Ine 
Mason Regulator Co. 


The Strong, Carlisle & Hamu 


“Strong 
Walworth Company 


When writing to Advertisers please 
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nping & Tool C« 


Towne Mfg. Co 
TRUCKS, HAND 


American Pulley Company 


g rol Ce 
RUCKS, LIFT 
rhe Yale & Towne Mfg. Co. 


TUBES, BOILER 


hi AEVES, CHECK 





VALVES, PUMP, RUBBER 


The Cincinnati Rubber Mfg. Co. 


The Diamond Rubber Co., Ine 
The B. F. Goodrich Rubber Co 
E Ikhart Rubber Works 


Jenkins Bros. 
The Mechanical Rubber Co 


VALVES, RADIATOR 
Detroit Lubricator Co. 
The Fairbanks Company 
Jenkins Bros. 
rhe Wm. Powell Co. 
Walworth Company 
The D. T. Williams Valve 

VALVES, THROTTL E 
Detroit Lubricator Co, 
Jenkins Bros. 
Walworth Company 
The D. T. Williams Valve Co 

VI BENCH, WITH CLAMP 

Bonney orge & Tool Works 
Goodell-Pratt C a ge 
Luther Grinder Mf Cc 

VISEs, DRIL L PRESS 
Yost Mfg. Co. 

VISES, MACHINISTS’ 
Bonney Forge & Tool Works 
Columbian Vise & Mfg. Co. 
Goodell-Pratt Company 
Hollands Mfg. Co, 
Morgan Vise Company 
Parker Vises 
Walworth Company 
Yost Mfg. Co 

VISES, MILLING MACHINE 

Skinner Chuck Company 
PATTERN MAKERS’ 
Morgan v ise Company 
Richards-Wilcox Mfg. Co. 
Yost Mfg. Co 








VIS » PIPE 

Armstrong Bros ool Co. 
Columbian Vise & Mfg. Co 
Hollands Mfg. Co. 
Morgan Vise Company (Combination) 
Parker Vises 
Toledo Pipe Threading Machine Co 
Trimont Mfg. Co. 
Walworth Company 
J. H. Williams & Co 
Yost Mfg. Co. 

VISES’ WOODWORKEKS' 
Columbian Vise & Mfg. Co 
Morgan Vise Company 
Yost Mfg. Co. 

WASHERS, BRASS 

Kconomy Screw Corporation 

WASHERS, LEATHER 


Chicago Rawhide Mfg. Co. 











WASHERS, RUBBER 
The Diamond Rubber Co., Ine. 
The B. F. Goodrich — Co 
The Republic Rubber Co. 


WATER CLOSETS, FROST PROOF 
Jos. A. Vogel Co 
WATER LEVEL CONTROL 
The Bristol Company 
Nason Manufacturing Co. 
= ol. DING AND CUTTING EQUIPMENT 
Imperial Brass Mfg. Co. 
WHE BARROWS 
The Fairbanks Company 
General Wheelbarrow Company 
Sterling Wheelbarrow Co 
Toledo Wheelbarrow Co 
WHEELS, COMPRESSED SPRUCE 
Sprucolite Corporation 
WHEELS, PIPE CUTTER 
Trimont Mfg. Co. 
WINCHES 
\. L. Schultz & Son 
WIRE ROPE 
American Cable Company, Ine. 
Williamsport Wire Rope Co 
WOODWORKERS, VARIETY 
Crescent Machine Co. 
WRENCH SETS 
Armstrong Bros. Tool Co 
Bonney Forge & Tool Works 
Goodell-Pratt Company 
J. H. Williams & Co 
WRENCHES, ADJUSTABLE 
Bonney Forge & Tool Works 
Coodell-Pratt Company 
Walworth Company 
J. H. Williams & Co 
WRENCHES, HOPPER CAR 
Advance Car Mover Co, 
Safety Wrench & Appliance Co. 
WRENCHES, OPEN END 
Armstrong Bros ool Co 
Bonney Forge & Tool Works 
Brownie Mfg. Co. 
CGoodell-Pratt Cor oe 
J. H. Williams & ¢ 
WRENC HES, PIPE 
Armstrong Bros. Tool Co. 
sonney Forge & Tool Works 
Lawson Mfg. Co 
Walworth Company 
J. H. Williams & Co, 
WRENCHES, SOCKET 
The Allen Mfg. Co 
American Swiss File & Tool Co 
Armstrong Bros. Tool Co 
The Black & Decker Mfg. Co 
Bonney Forge & Tool Works 
Goodell-Pratt Company 
J. H. Williams & Co 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 















Jobber 


Write us for 


1 
catalog, 





BROWNIE N22 





MADE RIGHT PRICED RIGHT 
CLAMPS Unbreakable, Nickel Plated, Udylited, Plain. 
Made of tough malleable iron with steel screws. 
TURNBUCKLES—Udylited, Plain, Strong and Durable, will 
stand a powerful strain, 


BROWNIE MFG. CO.. Inc. - Fort Wayne, Ind. 


They come back for more 


What is perhaps the biggest advantage of handling 
HISEY Electric Tools, is that they build lasting 
customers. They net you a handsome profit on the 
original sale, but more than that, each sale builds 
good will, that intangable something that money 
can’t buy. 
You can share in this good will. 
,s€ Write for details 


THE HISEY-WOLF MACHINE CoO. 


rlectric paar : : 
Drills--Grinders incinnati, Ohio 
Buffers Sold thru Authorized Distributors 


The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of every 
100 structural steel buildings being built 
in the United States today. The same 
may be said of all railroads, bridge build- 
ers, boiler makers, tank builders, etc. 
The No. 401 Forge has not only been 
adopted by this class of trade in the 
United States, but also throughout the 
entire world. 


Carried in stock by all the leading mill 
supply jobbers. 


Write for No. 52 catalog 


Champion Blower & Forge Co. 


Lancaster, Pa. 





STRENGTH 
UTILITY 
DURABILITY 


Made in Various Heights, Widths and Lengths 
Mfrs. of Shop Equipment 
POLLARD BROS. MFG. CO. 
4037 N. Tripp Av. -i- Chicago, Ill. 


— 





poe nen EN a er a renig 
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AVIS Valve Specialties have been 
performing satisfactorily for over 
fifty years. Thousands of experienced 
engineers know the value of Davis 
design and insist upon Davis for repeat 
orders and plant extensions. 


Davis Piston type 
Regulator for 
automatic pres- 
sure reduction. 
Action is visible 
and the Davis can 
be tested by hand. 


You can take full advantage of this 
established position by handling the 
entire Davis line. Write for the details. 


The G. M. Davis Regulator Co. 


408 Milwaukee Ave. Chicago. Ill. 


DAVIS VALY 


S [STEAM _ SAVERS SINCE 1875] 


PIECrAiLTLEesS 


MS9-Gray 


ECONOMY THUMB SCREWS. 


The new ‘‘Economy”’ Thumb Screw is similar to a 
round head machine screw, threaded up to the head 
The steel key is forced into the slot of the screw under 
pressure and can’t loosen. The result is an all-steel 
screw, with wide binding surface, standard threads 
and bright tumble finish. Pleases every mechanic 
who has had to work with old style cast and malleable 
thumb screws. 


No delay in shipment. Complete stocks of all sizes. 
Also made in brass and bronze. A good seller. Send 
for Dealer's Sample Outfit. 


ECONOMY SCREW CORPORATION 


Manufacturers of Standard Round, Flat, Fillister and Oval Head Iron 
and Brass Machine Screws, Brass Washers and Soldering Terminals. 


5215 Ravenswood Ave., Chicago, III. 


MASALA) 











Vincent Huntington Emery Wheel Dressers 


and Cutters (milled only) have been the standard of com- 
parison for many years. Every Size and Type. 


Vincent ‘“‘AA’’ Hardened High 
Speed Tool Bits 
are made to handle the tough jobs—cost will 
surprise you. 
If you do not have our 
catalog—write us 


THE VINCENT STEEL PROCESS CO. 
Heat Treaters and Tool Manufacturers 
2519 Bellevue Avenue 
DETROIT, MICH. 





Chicago Office 


New York Office 
25 S. Jefferson St. 


41 Murray St. 





’ ECLIPSE | 
i Best Bolt @) Deosanc/ 





Prevents Slipping - Preserves Belts 


A dressing of the finest quality. On the market for over 
25 years Cleans and preserves the belt and prevents slipping. 


SOLD THROUGH DISTRIBUTORS All Eclipse 
specialties—Bar, Liquid and Hot Belt Dressing, Belt 
Cement, Wire Belt Lacing and Pully Covering Cement——are 
sold through distributors only. Your own labels if desired. 
Ask for Prices 
ECLIPSE SPECIALTY MFG. CO. 


4531 Ravenswood Ave., Chicago 


please mention Mitt Suppiies 
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No wonder so many 
dealers are going 100% 
“American” 


ORE and more dealers are stocking 

“American” Pressed Steel Hand 
Trucks in addition to “American” Pul- 
leys and Hangers. This is not because ot 
sales pressure, but, on the contrary, be- 
cause of buying pressure on the part ot 
enthusiastic users who are repeating and 
standardizing on these stout, strong, easy- 
running red hand trucks, made of spe- 
cially designed pressed steel parts. 


ERIC This letter—one of many in the same 
AN vein—gives the user’s viewpoint. 
pig 


STEEL 
SPLIT “We have ordered that whenever trucks 


HANGERS | PULLEYS are needed, ‘American’ Trucks shall be 


——__ BATENTED PATENTEO e 
specified. 





“Our shop is equipped one hundred per 
cent with ‘American’ Steel Pulleys. Your 
pressed steel Hangers have been adopted 
as standard with us. We have in use at 
our plants at least a dozen of your steel 
trucks, and our opinion is that they are 
the very best trucks on the market. 


“This business has been placed almost 
entirely for the last two years through 
your local dealer in Bridgeport.” 

Right now is a good time to build up your 


stock so that you can make prompt ship- 
ments to your customers 


THE AMERICAN PULLEY CO. 
PRESSED STEEL: 
PULLEYS HANGERS HAND TRUCKS 
MISCELLANEOUS STAMPINGS 
4200 Wissahickon Ave. Philadelphia, Pa. 


AMERICA 
TRUCKS 


PATENTS PENDING 
REG. U. 8. PATENT OFFICE 
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Process Patent, Aug. 5, 1913 


Furnished in 
Low Carbon— High Carbon 
Nickel Steels 


With complete Metallurgical 
Laboratory and Heat Treating 
Department at Your Service. 

oe a . 


ie mf % ‘ : ‘4 P t 4 G7 nf | 


Cap Screws ~ 


A complete line 


of high quality and workmanship 


win 


, 7 3 e 4 ant 7? ee 
alt neputation 


a 


The only line of Screws and Bolts 
Stamped with Emblem of Quality below 


By Invitation Member 


Emblem of 


; ~~ Spring, BUSINESS CHARACTER 

ie Ro olts 

nested Sandioand “If it’s upset—it must be heat-treated”’ 

and ground parts = -TH7E FERRY CAP AND SET SCREW Co. 
Cleveland, Ohio 


Set Screws 
A complete line 


Connecting 
Rod Bolts 


Special nickel 
steel parts 


— 








